














Bottlers the country over 
are looking for a quality- 
flavored cola concentrate to 
bottle under their own label. 
Answering this demand is 

H-R KOLA...sparkling, new, tested beverage... 
skillfully blended for uniformly good flavor. 


is laboratory tested...consumer 


approved...a high-profit bev- 


erage for every private brand bottler. It is truly 


a cola that you will be proud to call your own. 





WRITE OR WIRE TODAY FOR SAMPLE GALLON OF SYRUP 
FREE TO RECOGNIZED BOTTLERS 


% Special labels and crowns available at cost 


THE SYRUP PRODUCTS COMPANY 


Serving the bottler since 1915 Baltimore 2, Maryland 
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1948-1949 Soft Drink Sales Almost Identical! 


1949 national sales of soft drinks maintained the 
same high level as in 1948, according to preliminary 
tabulations from a 650-plant sales survey being com 
pleted by A.B.C.B. Estimated total sales for 1949 
actually averaged 00.3°%, greater than 1948, the pre- 
liminary compilation indicates, for a total of 1,012,- 
893,291 cases, and a national per capita of 162.1 
bottles 

While the increase in case sales is encouraging, 
the per capita total—a drop from the 1948 high of 
164.4 bottles—indicates that sales did not keep pace 
with population increases 

The survey also gave evidence of the internal 
problems now being faced by many bottlers as re- 
flected by many changes in bottle sizes. No consist 
ent pattern was established as changes both to larger 
and smaller sizes were noted. Nevertheless, abnormal! 
activity in this phase was evidenced. 

Following is the preliminary summary of 1949 
sales date, by sizes and geographical areas, as com 
pared with 1948: 


More complete details of the 1949 sales picture 
will be presented in this column when the final report 


1S completed 


May, 1950 
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Pepsi Earnings Off One-Third 


The Pepsi-Cola Company last month reported 
1949 earnings of $2,135,238—a drop of approxt- 
mately one-third from its 1948 earnings of $3,152,- 
817. Gross profit on sales in 1949 amounted to $24, 
102,658, compared with $24,990,164 for the pre 
ceding year. 


“New” Lime Cola Introduced 


Bottlers in Chattanooga and 26 other cities on 
May 1 introduced a new “Lime Cola’ made from 
concentrate perfected and manufactured in Chat- 
tanooga. 

Fred M. Haley, president of the Lime Cola Com- 
pany, said that about $200,000 had been expended 
in research work under the direction of Carl J. 
Zuercher, to perfect the formula and establish a 
modern plant in Chattanooga to produce the new 
Lime Cola concentrate. Entirely new, the blend of 
lime and cola flavors is green in color instead of 
the usual brown of other colas. 


First plants to bottle the new drink are principally 


Bobo Newsom, left. one of baseball's most colorful char- 
acters, is congratulated by Fred Haley. president of the 
Lime-Cola Co., following his appointment as special 
promotion representative for Lime-Cola. 














in the southeast, although California and other sec 
tions also are represented. The goal is to have 100 


bottlers by the end of the year 


Haley revealed that “Bobo’’ Newsom, veteran 
baseball pitcher with the Chattanooga Lookouts, has 
joined the organization as a special representative 


to aid in promoting the new drink. 


The official announced that a Canadian group had 
organized Lime Cola of Canada, Limited, at Ot 
tawa and had entered into contract for the purchase 


of Lime Cola and Nello beverage concentrates, for 


distribution to bottlers they will license in Canada 


The Lime Cola Company was first established 
and originally bottled in Montgomery, Alabama, 
about 35 years ago and has at times enjoyed national 
Haley and 


associates purchased the business about two years 


prominence and distribution. Fred M 


ago and moved the operation to Chattanooga, 
where the present company is headed by Haley as 
president, Fred S. Ball of Montgomery as vice presi 
dent, and Mrs. Fred M. Haley as secretary-treasuret 
Che company has an authorized capital of $750,000 
in 3,000,000 shares of 25-cent par value stock. Of 
the 3,000 stockholders, over 200 are Chattanoogans, 
he stated. Others consist of persons residing ovet 


a wide area and include of all people Bing Crosby 


Now You Can Diagnose 
“Sick” Machinery 


A means of rapidly and accurately establishing 
whether any machine or group of machines in an in 
dustrial company’s plant could be advantageously r¢ 
placed with new equipment ts offered to industry in 
a new and exhaustive study just published by the 
Allied Products Institute, 22 N. La Salle Street, 
Chicago, Il 


The study, embodied in a seventy-four-page book 
let, "M.A. P. I Replacement Manual 


industrial management with the first easily assim 


‘ prov ides top 


ilated method of establishing a scientific replacement 


policy for machinery 


Aitken Elected Mission’s New Prexy; 
New Divisional Managers Appointed 


Phe Board of Directors of Mission Dry Corpora 
tion, meeting on March 24, elected William D 
Aitken President and General Manager, filling the 
vacancy left b . Pipes 


became ettective on March 4 


whose resignation 
Formerly Executive Vice-President and Genera! 


¢ 


Manager, the new president has been connect 


W. D. AITKEN 





with Mission for twenty-four years, and is a prom- 
inent figure in the beverage industry. 

At the same meeting, the appointment of William 
J. Kuehn as Vice-President in charge of advertising 
was confirmed. Mr. Kuehn has been connected with 
the company as Advertising Manager since 1947. 

Other officers elected are: Geo. A. Rodriguez, 
Vice-President in Charge of Export; | Reid, 
Treasurer, and W. ¢ Roberts, Sec retary 

Additional Mission changes were reflected in the 
appointment of Jack Sutton as Central Division Sales 
Manager and F. J. Crowley as Eastern Division 
Sales Manager 


Coke's First Quarter Profits Down 


Phe Coca-Cola Co. early this month reported that 
net profits for the first quarter of 1950 were $5, 
148,309—a drop of approximately 7°) from its 


first quarter profits of $5,944,985 in 1949 


The report was made at a stockholders’ meeting, 
luring which all directors whose terms were ex 
piring in 1950 were re-elected for a further term of 

years. They are: Mrs. Lettie P. Evans, Bernard F 
Gimbel, J. P. Illges, Winship Nunnally, Hughes 
Spalding, and D. A. Turner 


The board of directors, at a later meeting, re 


t { 1] 


d all present officers, and elected C. L. Talley, 
formerly vice-president of the Coca-Cola Export 
orp., a vice-president of the company. Mr. Talley, 
who has been identified with the Coca-Cola organi 

over 26 years, will head the company’s 
succeeding John (¢ 


ho was re-elected vice-president and will 


ng ( perations, 


assistant to the president 


Families With Children Heaviest 
Soft Drink Consumers 


food consumption survey recently released 
Magauzime substantiates a generally-recog 


rchandising truism: Households with chil 
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dren represent one of the most important markets 
for soft drinks. 


Specifically, the survey disclosed that households 
without children spend an average of $1.50 weekly 
for soft drinks, while families with children spend 


$1.82—or 21.3% more—for carbonated beverages. 
The survey, according to Parents, “was conducted 
in 1,558 typical households in 68 representative 


cities.” 


Splits 75°/, Of Total Sales 


Most families in New York State and New 
England prefer large-sized bottles when buying soft 
drinks for consumption in the home,”’ declared Bruce 
Robinson, account executive, Bureau of Advertising, 
American Newspaper Publishers Association, at a 


recent bottlers’ convention 


‘For the U. S. as a whole, on the other hand, the 
preference is for small bottles by more than three 
to-one, he said 

“This variation in people's preferences by geo 
graphic regions is typical,’ Robinson said 

In reviewing the national picture of home con- 
sumption by types of beverages, Robinson said that 
colas lead the field by a wide margin, accounting 
for 58 percent of the national total. Ginger ale 
runs second with ten percent, root beer and lemon 
and-lime are tied for third with percent each, 
orange is fourth with 6 percent and grape fifth with 
2 percent All other soft drinks garner less than 2 
percent each of the total 

‘Variations exist not only in home consumption 
of various types of soft drinks by regions and bottle 
sizes by regions,” said Robinson, ‘but also in the 
seasonal consumption of different types of soft 
drinks. Total soft drink sales, of course, are highest 
in the summer month in all parts of the country but 
some drinks in some regions reach great peaks of 
popularity while others do only slightly better than 
the average of the other seasons. The more you look 
into these variations, the more you realize the soft 
drink business is local. With newspaper advertising 
matching the local consumption habits is not only 


possible but easy,”’ Robinson concluded 


Average Earning of Soft Drink 
Production Men 


Production employees in the bottled soft drink 
industry earned an average of. $1.094 hourly—or 
$46.60 weekly—during January, 1950, according to 
a report recently issued by the U. S$. Department of 
Labor 


The report further disclosed that during the month 


May, 1950 


of January, production employees worked an aver- 


age of 42.6 hours weekly. 


A.B.C.B. Calls for 8,100,000-Ton 
Sugar Quota 


In another demand for an upward revision of the 
sugar quota, Wilbur H. Glenn, chairman of the 
Special Sugar Committee of the A.B.C.B., declared 
last month that consumers will require more than 
8,100,000 tons in 1950 just to meet current needs, 
without providing any sugar to replenish the already 
depleted reserves in the hands of primary dis 
tributors, wholesalers, retailers and industrial users. 

“The actual distribution so far this year chal 
lenges the realism of the 7,500,000-ton quota fixed 
by the Secretary of Agriculture for 1950. It also fully 
justifies the position of the major industrial users 
of sugar in requesting a minimum determination of 
8,098,000 tons, when the quota for this year was 


under consideration last December.”’ 


Five-Point Attack On Penn. Beverage Tax 


A five-point plan of attack was drafted last month 
by the Keystone (Pa.) Bottlers’ Association, to help 
bottlers in the State “fight and defeat” the discrim- 
inatory 20° beverage tax 
The “plan”, already circularized among the 
State's bottlers, urges: 

“See personally the candidates for members of the 
House of Representatives and the Senate in yout 
district Use bumper cards on all trucks and per 
Vote for 
candidates opposed to the soft drink tax.’ . . . Use 


sonal cars carrying the message, ‘Voters 


neck labels having the following message imprinted 
thereon: "You have just paid cents tax on this 


beverage.’ 


Nehi “Official Family’ Continues... 


Officers of the Nehi Corporation Columbus, Ga., 
were re-elected April 4, at the first meeting of the 
newly-elected board of directors. 

C. C. Colbert was re-elected president ; T. H. Stan 
ley, vice president; W. K. Hatcher, vice president ; 
Willis Battle, vice president and secretary; W. H. 
Glenn, treasurer, and J. W. Gates, assistant treas 
urer. 

An eleven-member board of directors had been 
named at a meeting of stockholders March 28 in 
Wilmington, Del. The board includes Mr. Colbert, 
Mr. Hatcher, Mr. Glenn, Mr. Stanley, B. H. Harda 
way, Jr., J. D. Box, C. A. Sears, H. Lane Young, 
L. C. Watkins, J. B. Key and Edward Norton 











Low-Cost Flavor Line Introduced By 
O-So Grape—Dr. Swett’s 


Aimed at alleviating the price-cost pinch, the O 
So Grape—Dr. Swett’s Root Beer Co., Chicago, last 
month announced the development of a new, low 
cost flavor line. Dubbed the ‘Dehydra”’ line (all 
water has been left out), the company reports that 
it will be offered to its franchised bottlers at $1.50 
per unit delivered, “giving them a flavor cost of only 
2c per case of 24 7-oz. bottles, and 3c per case of 24 
10-0z bottles.’ 


Dr. Pepper Co. Names Leonard 
Green President 


The Dr. Pepper Company, of Dallas, Tex., last 
month joined the swelling list of prominent parent 
companies which have effected top-level manage 


ment reorganizations since the first of the year 


The company reported that Leonard Green, a 
veteran” of three years with Dr. Pepper, had been 
elected president by the board of directors, succeed 
ing J. B. O'Hara, who moves to chairman of the 
board 


Mr. Green joined Dr. Pepper in 1947 as vice 
president in charge of company-owned plants, serv 
ing in this capacity until May, 1949 when he was 
named executive vice president in full charge of 


COMPpany operations 


The Dr Pepper management slate now shapes 


up thusly 


Leonard M. Green president ; J. B. O'Hara, chair 
man of the board; S. M. Leftwich vice-president 
secretary and treasurer; E. V. Clark, assistant sec 
retary; E. M. Dosser, vice-president in charge of bot 
tler service, and E. E. Millican, vice-president in 
charge of production. Board members are: D. ( 
Bryan, E. V. Clark, Carr P. Collins, D. Malcolm 
Cummings, Maury Hill, S$. M. Leftwich, J. W. Link, 
Jr., J. B. O'Hara, Joe S. Rice, John T. Scott, John R 
Shepley Wesley W. West, E. E. Fogelson, L. M 
Green and E. D. Nims 


L. M. Green, new 


Dr. Pepper president 


News Briefs 


The first of a planned nationwide network of 
franchised Dad’s Root Beer refreshment stands was 
formally opened last month in Chicago with color 
ful ceremonies resembling a “Hollywood premier” 

.B. T. Fooks, Grapette Co. president, will be 
among the first ten of the South’s Fifty Foremost 
Business Leaders chosen by Dixie Business... Roy 
Moore, president of Canada Dry Ginger Ale, Inc., 
in a recent press interview stated that one billion 
bottles of Canada Dry ginger ale are sold through- 


out the world each year 


Lyons-Magnus, Inc., San Francisco, whose products 
include Lyons Root Beer extract for bottlers, has 
reported a 1949 net loss of $55,965, compared with 
a net profit of $27,438 in the previous year... North 
Carolina Bottlers Association has scheduled its 1950 
convention for Oct. 19-20 at the Carolina Hotel in 
Pinehurst, N. ¢ 
age net income ot selected corporations in Vartous 
industries, the National City Bank (New York) 
found that the net income of the “‘selected’’ soft 
drink producers dipped 69% from 1948 to 1949. 


(Brewing and tobacco products showed 19°, and 


In a special study on the aver 


10°), increases respectively ) 


Advertising Briefs 


Coca-Cola's 1950 newspaper advertising expendi 
tures will reach a new all-time high, according to 
Robert T. Kesner, assistant advertising director of 
the Coca-Cola Co Big-scale premium deals 
have been launched by several leading parent com 
panies, among them B-1, Dr. Pepper and Hires 
Latter two, incidentally, recently moved to take ad 
vantage of the public S growing interest in square 
dancing. Hires has issued a booklet on this form 
of terpsichory, while Dr. Pepper recently offered a 
hit square dance record” as a carton sale tie-in 
Clicquot Club’s summer advertising schedule calls 
for insertions in Life, Collier's and the Saturday Eve- 
ning Post. Company has also prepared TV film spot 
Nehi ¢ orp has 


started a national magazine advertising campaign on 


announcements for bottler use 


its Par-T-Pak quart line 


Unexpected flurry in cola flavor sales at fountains 
may be anticipated as a result of the heavy promo 
tion currently being sponsored by Horlick’s malted 
milk powder manufacturers, suggesting “cola 
flavored” malteds. Full page color advertisement 
appeared recently in “Life” magazine Canned 
frozen orange concentrates (estimatéd sales $40 
million annually), expected to make inroads on sale 


Talk of the Trade’’ continues on Page 63 
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Biggest News of the Year 


for Profit-Conscious 
Bottlers 


ONE NAME...a proven fast-seller 


with National acceptance. 


TEN FLAVORS... all super quality, 
at a flavor cost as low as 3 cents per 
case of 24 — 10 oz. bottles. 
ONE BOTTLE... in 2 colors, for 
your “lead” beverage and your en- 
tire flavor line. 
BOTTLE ASSISTANCE... by Parent 
Company, eliminating the usual glass 
purchase risk. 
PROTECTED TERRITORY... . cov Yana mane aa 


ering your entire flavor line. BEVERAGES 


IT’S NOT TOO LATE TO CHANGE! 
Let us tell you the experience of other bottlers 


with details of this sensational proposition. 


10 oz. All-Purpose Bottle 


0-So Grape Co., 134 So. LaSalle St., Chicago 3, HL 
“The Bottler Sharing Corporation” 





There is no better way to protect distinctive beverage 
flavor and quality than to seal with Mundet Crowns. Tops 
in service .. . tops in value. Mundet Cork Corporation, 
Crown Division, 7101 Tonnelle Ave., North Bergen, N. J. 


NDET CROWNS 








COMPLETE CROWN SERVICE 


MUNDET DISTRICT OFFICES 
DALLAS 1 KANSAS CITY 7, MO. ST. LOUIS 9 


s Avenue 3176 Brannon Avenue 





“ATLANTA 
*BOSTON DETROIT 21 *LOS ANGELES (Maywood) “SAN FRANCISCO 7 


Prairie Street 6116 Walker Avenue 440 Brannan Street 


*CHICAGO 16 *HOUSTON 1 “NEW ORLEANS 16 
ene ve Avenue merce i Palmer Street 315-325 N. Front Street *in Canada: 
CINCINNATI 2 JACKSONVILLE 6, FLA. PHILADELPHIA 39 Mundet Cork & Insulation Ltd 





27 West 4th St 856 N. 48th Street 35 Booth Avenue, Toronto amma 


“CROWNS CARRIED IN STOCK 
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peer It Pays to Pack Your 


Cases Automatically 


NO OPERATOR NEEDED: The 
MILLER HYDRO Case and 
Carton Packer does a hard and 
tedious job completely automati- 
cally. There are no levers or foot 
pedals; both bottles and cases are 
automatically fed into the packer 
and automatically discharged. 


PACKS CASES & CARTONS: 
Handles not just cases but car- 
tons as well. What's more, cases 
and cartons need not be separ- 
ated: they may be intermingled. 
Packs both splits and pints. 


COMPACT: It takes up no more 


space than an ordinary accumula. 

tor table. Can be easily installed 

without stopping your produc- 

tion. You need this machine in 

Write us today! Get the full story of how this thoroughly 


y Pr your plant now! 
tested packer can reduce operating costs in your plant. 


0. 
“Georgia 


CASE PACKERS 
ER HYORO porrie WASHERS MILLER 


cTiON r + COMST QW MULHERN CO. s+™ 10" 
wit © MILLER INSPE - ut a 
Manufacterers %. @ —-WILLER KENDALL —" ACCUMULATOR TABLES ss aceneses Serving Bottlers 
onv a Z 
MILLER BOTTLE C 


Since 1913 
$s LLE LUORESCE SPECTO S$ 
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Hires... 


now delivered in 


LEPHTR PALLET BODIES 


Pacing rapidly increasing demand for their famous beverage, Hires is continually adding many new 
delivery trucks. Emphasis has been placed on Zephyr Pallet Bodies. Already, 100 of these speedy and 


efficient carriers are serving Hires in the Philadelphia and East coast areas. 


Hires chose Specialty Zephyr Bodies because test comparison proved that Zephyr palletized handling 
speeded up loading and unloading tremendously—and that Specialty design and construction was par- 


ticularly adapted to Hires’ requirements of handling various size cases simultaneously. 


Add the mary other Zephyr advantages—lightweight, long life, all-steel welded construction—and 
you see why a progressive company like Hires is equipping its fleets with Zephyr Bodies. Whether 
you need a single delivery body, or a fleet, you are invited to investigate Specialty-Zephyr advantages. 


SPECIALTY ENGINEERING CO. LET US QUOTE ON YOUR 


Allegheny & Trenton Aves., Phila. 34, Pa. IMMEDIATE REQUIREMENTS 
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RED SEAL 


Few flavors can match the 
delicious nip and tang — the tasty, 
tingling, refreshing goodness of 
delightfully different Rep-SEAL 
Orange-Pineapple. Try it as a 


real hot-weather sales booster. 


TWO STRENGTHS 


1 to 10 Juice Type Compound 

2 Ounce Compound 

Either flavor available in light orange 
or light yellow color. 

Crowns supplied on order. 


QUICK DELIVERY! 


Same-day shipment is made on all orders 
recelve d be fore noon 


WARNER-JENKINSON MFG. CO. 


Monufacturers of Certified Food Colors, Extracts, Flavors, Vanillas 


ESTABLISHED 1905 . 2526 BALDWIN ST. ° ST. LOUIS 6, MO. 
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Make your ’50 season a niffy season... 


/ 


eee With Twitch 


Were moving to our 
acu plant 


On or about May 1, 1950, we'll be 
fully installed in our new home at 
Haddon and Crestmont Avenues, 
Camden 4, N. J. We've planned it 
so there'll be no hold-ups in pro- 
duction, shipping, or service during 
the move. With 40% more floor 
space filled with added research, 
production and shipping facilities, 
House of Twitchell will do an even 
more complete job of setting the 
pace among flavor supplicrs. 


fm fm 


Pe 


\ 





SOFT DRINK 
SALES 


ems Strawberry Cream! 


Here's a flavor that will set taste buds to dancing 


among vour public—and sing a sweet profits tune 


for vou as you launch the new season. Like many other 
bottlers, you'll find Twitchell’s Strawberry Cream has 


what it takes to please customers—win trade ! 


This flavor is a brand new slant on the old stand-by. 


Cream Soda. It’s a vanilla type. toned with luscious 


strawberry—as good, as rich, as tasty as its name 


sugevests, 


You can get it in two types cloudy or clear. In 


either form, it’s easy to bottle. easy to sell. and quickly 


builds up to big demand. 


Next Spring ts now... so write for your generous 


free sample—now ! 


COMPANY 


8l years of service to bottlers 


CRESTMONT and HADDON AVES. e CAMDEN 4, N. J. 
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PRICE PROBE 
State-by-State 


® Many bottlers need and ardently desire to increase the price 
of their products. 


@ Many are “marking time,” with damaging effects on their 
businesses, until some other bottler in their territory makes the 
first move. 


® Many have already raised prices, some as long as two years 
ago, with little or no reduction in their sales volume, and marked 
improvement in their financial statuses. 


@® Deals and price cutting are retarding factors in many in- 
stances where prices could be adjusted upward. 


® Deposits for cases and cartons are considered by many bot- 
tlers as part and parcel of any price adjustment, and these want 
prices and deposits to change simultaneously. 


® Bottlers of all size operations, producing every national fran- 
chise brand, and independent lines, are represented among those 
who feel the pressure of high costs and traditionally “fixed” 
prices. 


® If these returns can be considered as a representative sample 
and are projected against the national picture, 22.6°/, of the bot- 
tlers have already raised prices; 77.4°/, have not. 11°, plan to do 
so soon; 36!/2°/, would like to do so as soon as possible; 40°/, do 
not want to raise prices. 


/ HESE seven observations are the 


key results from a nation-wide sur- 


exclusive survey breaks down as several from 70c¢ to 75c, also for 


vey, comprising 6,000 bottlers, now 
being completed and reported in this 
article. To the time of its prepara- 
tion, 585 returns had come in from 
forty-six 
BB: < 


states and Washington, 


Since not all of the returns are 
in, the averages and figures given 
here are incomplete, but {t is not 
expected that those which,come in 
later, and which will be ‘reported 
next month, will change these sta- 
tistics to any vital extent. 


Statistically, 


May, 1950 


State by State, our 


shown by the table on page 16 

Our survey has brought prelim- 
inary returns of just under 10° to 
date of preparation of this data. 132 
bottlers reported raising their 
prices, one as far back as 1946, 
about half some time during 1947 
and 1948, and the balance the latter 
part of 1949 and the first four 
months of 1950. In general, 68«; of 
those who increased prices started 
on a base of 80c for smalls and in- 
creased to 90¢ (306 95-96« 
(45 ~ $1.00 (256 One changed 


from 60c¢ to 70c for a private brand, 


general lines, and one from 70c to 
80c. There were a few, less than ten 
in number, who graded their prices 
on the sizes of their package, for 
example, a general line bottler in 
New York who raised from 80c to 
96c for ten ounce, 70c to 75c for 7 
ounce and $1.00 to $1.20 on a 28 
ounce quart. Several seven and 
twelve ounce bottlers in tax-ridden 
South Carolina are now getting 
$1.20 a case, which includes the 24c¢ 
State tax. One eight-ounce bottler 
in Minnesota planned an increase 


from 80c to $1.20 on two well-known 
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Alabama 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
Dist. of Col. 
Florida 
Georgia 
Idaho 

Illinois 
Indiana 

Iowa 

Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada 

New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 

Utah 
Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 


Totals 


Inelude 
foru would ¢ 





STATE-BY-STATE ANALYSIS 


Don't 
Plan To* Intend To 


Prices 
Raised 
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franchises, one an orange and the 
other a root beet 

The quart bottlers showed a simi 
lar variation with new prices rang 
ing as high as $1.65 from a base 
price of $1.00. They reported new 


prices of $1.10, $1.20, $1.25, and 


16 


$1.45, with the largest number go- 
ing from $1.20 up to $1.45 


ro 


72 of the bottlers reporting 
working on increased prices broke 
down statistically in a rather sur- 
prising fashion as concerns the sizes 


of their packages. 414°, had lifted 


the price on 6-8 oz. goods; 14°; on 
9-10 0z.; 40°, on 12-0z. packages 
three raised on a 6-0z. cola and one 
on a 16-0z. pint. Fifteen bottlers 
reported a flat increase of 15c¢ or 
l6c a case on a range of sizes from 
7 to 12 oz.; all of the others were 
concerned with a single split size. 
The quart sizes from 24 to 32 oz 
were considered as a unit and no 
variation of price rise was shown 
because of size of bottle. 
bottlers 
higher prices, 28 were general line 


Among the 132 with 
bottlers—the following franchises 
were represented with one or more 
bottlers (the highest was sixteen 
for a 12-0z. beverage): 

Ma’s; Old 
Nesbitt’s; Nu- 
Kayo; Hires; Clicquot Club; 
Squirt; White Rock; 


Pepsi-Cola ; 


Mission; Colony : 


Sweet Sixteen; 
Grape; 
Kist; Dad’s; 
Canada Dry; 
Cola; Nehi. 


Coca- 


The ratio of franchises to general 
line bottlers for the total reporting 
was just 3-to-1 

Our survey card, an actual sample 
of which is shown on our cover as 
well as in the heading to this report, 
asked two simple questions concern- 
ing the effect of the price rise on 
volume and profits. Some instances 
of increase were made so recently 
that no experience could be re 
ported, but in the main, volume was 
increased by 72 of the bottlers; 40 
simply reported increases with no 
figures but the other 32 showed vol 
ume increases ranging from a low 
(this latter 


figure could be disregarded since it 


of 2°, toa high of 300¢ 


represented an unusual case). How- 
ever, fully 90 


the 15-25 


were bracketed in 
range 

Decreases in volume were show! 
by thirteen other bottlers, due to a 
price rise. The high was 337, the 
lowest 1 Five bottlers just re 
ported a decrease in volume, four 
said they were off 10°, two 20° 
Nine bottlers said their price rise 
had no effect on their volume at all 

Concerning the effects on profit 
ratios, this was checked out by 105 
of the 132 bottlers reporting on the 
basis of “excellent”, “good”, “fair”, 


“no change” and “bad”. The results 
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INSUFFICIENT RETURNS 


ASv__ FAVOR STATUS QUO 


bs FAVOR PRICE RISE 





40, excellent; 36, good; 22, fair; 
5, no change and 2, bad 

int has been made by some 

in the trade that bottlers in 

the southern states, who enjoy a 

longer season than those in other 

sections, and whose costs are pre 

sumably lower in some divisions, 

notably labor, are not too keen to 
raise prices, aS a group 


The st 


ip to the facts revealed by the sur- 


contentions do not stand 


vey. While it is true that southern 
bottlers are not prominent as a 
group among those who have in- 
creased prices, they are far from 
being Immune t the cost squeeze 


Alabama bottlers report- 


May, 1950 


ing, four want to raise prices if they 
can get group action. Five Arkansas 
bottlers say the same thing out of 
14 reporting; five out of 18 Florida 
bottlers; nine out of 
bottlers ; 


13 Georgia 
four out of 12 Kentucky 
bottlers; six out of 17 Louisiana 
bottlers; eleven out of 30 North 
Carolina bottlers; in South Caro 
lina, out of 14 bottlers reporting, 
seven have raised prices, four would 
like to do so. Tennessee shows 
twelve bottlers desiring to raise 
prices if their competitors would do 
fifteen bottlers, 


likewise ; Texas 


eight Virginia bottlers and one 
West Virginia bottler are marking 


time until other bottlers in these 


territories make a move toward 


higher prices 


There was space on the survey 
card for the bottlers’ comments, and 
while these cannot be reported on a 
statistical basis, the following quo- 
tations, carefully selected to show 
all shades of opinion, will prove of 
interest. (As pointed out previously, 
36120, of the reporting bottlers 
stated their desire to increase prices 
with some qualifications as to the 
conditions under which they would 


consider it): 


“Will raise as soon as we get a 


reasonable number of other bottlers 
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Have Raised Prices 


22.6% 


Will Raise Prices 


Want to... But 


First Three Bars Combined 


Don't Plan to Raise 


40% 











in this territory to raise with us, “Some out of town bottlers are 


as was done in Michigan’’——Wis« up to thei old tricks of price cut- 


ting such as buy one and get one 


“Would raise price if there would free South Dakota 


Wisconsin 


¢ coin.” 
“Most plants in this territory are 


“We would like to raise prices if dealing.”’—South Dakota 


competitior does the same.” \W 


“Prices cannot be raised until a 


good percentage of bottlers do so 


“We have never raised prices but South Carolina 


would certainly like to do so if the 


other bottlers in this territory “Would like to raise but one 


would do the same. We sure need an national franchise bottler now offer 


if we expect to stay i ing one free with five in flavors 


luch longe) Virginia no deposit.” lowa 


“No reason to give up as long ; “We had best try to get Sik and 


competitor holds to old level Virginia 


is well travel one Way as al 


ultimate end. Just as “About a vear ago we raised our 


} 


ssible 1 hay | yn all 28-oz. merchandise from 
S1.60 per case 12. No 


Rhode Island 


volume 


trying to act 


overall | raised above 80c a case 


1950) oun receive any kind of en- 


yement from competition.” 


“Will raise 


nereased de posit need 


ized increase 1s nted | parent almost as badly as increased 


bottler Texas Pennsylvania 
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“An increase in price is certainly 
needed but we do not know of an 
increase in this State. Keep your 
1, 


good werk up as we are still hope- 


ful Tennessee 
“We would like to raise price on 
6 to 12 oz. soft drinks but our com- 
petitors won't.’’-—Tennessee 
“Would like to go up on prices if 
others would.’’—Tennessee 
“Think 


Tennessee 


everyone should raise. 


“We must have an increase.” 


Tennessee 


“All plants in our town will not 
therefore nobody does. We 
South Dakota. 


raise ; 


would like to raise.” 


“It is impossible to raise prices 
due to free goods competition in 
these states. In fact, some of my 
competitors lowered to 80c per case 
on the large.”’—Rhode Island 

“A little too soon to tell but we 
believe that our volume will exceed 
last year at the old price. Consumer 
resistance nil—dealer resistance 
slight.”’—Rhode Island 


“We raised our price to $1.10 on 
6-oz., and $1.20 on 12-o0z. last year 
and just about held our own on vol- 
ume—-this year we get $1.10 for 
everything up to 12-0z. and have a 
20 South 


increase—it’s easy.” 


Carolina 


“Advancing prices in areas where 
majority of competitors will go 
along.’’—South Carolina 

“Sad to relate some of our bot- 
tlers have started free goods cam- 
paigns, one case tree with two, in 
effort to 


open new accounts.” 


Pennsylvania 


“We feel that the bottling indus 
try should have a price increase but 
the cooperation of every bottler is 
needed first.””—Pennsylvania 
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“A price increase would protect 
and save the bottling industry.” 


Pennsylvania 


“We cut out all deals.” 


sylvania 


Penn- 


“Strongly in favor of price in- 


crease.’’— Pennsylvania 


Bottlers should get 90c per case 


” 


for 7-o0z. bottles Pennsylvania 

“Very pleased with reaction of 
trade. Two weeks after price in- 
crease had a number of mild to bit- 
ter complaints but trade kept on 
buying with exception of two cus- 
tomers.’’—Pennsylvania 
“We are glad we raised prices 
when we did.’”’—Pennsylvania 

“If all would raise, it would be a 
wonderful thing, without loss in 
business. Our parent company is 
dead against it; however, they are 
not looking at it correctly. Coopera- 
tion between the major parent com- 
panies is most important.’’—Oregon 

“T think that if we want to make 
any money we will have to wake up 
to the fact that we have to make 
a change.’’—Oklahoma 

“We are ready to raise the price 
when our competitors raise. In- 
creased prices are the only hope for 
survival.”’—Oklahoma 

“A small bottler can’t raise prices, 
especially when two large operators 
continue cutting to 65c and as low 
as 50c¢ on 10-oz. flavors.”—Oklahoma 

“We wish we could increase prices 
but it is impossible as long as the 
others do not increase.”’—Ohio 

“Everybody in this market is giv- 
ing away free goods and cutting 
price so there is no chance to raise 
prices.”-—Ohio 
“We raised our prices only to the 


selling trade—bars, etc., remained 


at old price—a very good reaction.” 


Ohio 
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“We would like to raise price 
but our biggest competitor who 
dominates the market will have to 
lead the way.’’—No. Carolina 

“Volume dropped at first; how- 
ever, we have recovered the loss and 


are now ahead.”’—-New York 


“We have increased volume at 96c 
for 12-0z. when all competition is at 
80c—reason, quality plus advertis- 


ing.”’—New York 


“Firmly believe wholesale price 
must be raised. We cannot live at 
old price—all bottlers should raise 
prices.”—New York 

“Bottlers as a group missed the 
boat. Should have raised the price 


when OPA went off.’’-— Mississippi 


“Other competitors have raised 
prices but are still inclined to deal 
if it wasn’t for this angle every 
thing would be okay.”—N. J. 


“Planning on getting a 3c deposit 
on six-bottle carrier-home cartons.” 
Nebraska 


“We have been in the new price 
only a short time. However, we have 
had very little kick from the trade 

Montana 


“We are undecided on increase.’ 
Missouri 
“Raised 


price in 1949—forced 


down in three months.” Minnesota 


“Too soon to judge. Has been 
taken by trade very well. Glad we 
changed. Don’t think we will lose 
any business.”’—Michigan 
“No price increase planned at 
present time.’’— Massachusetts 

“Suggest all bottlers raise prices 
if they intend to remain in busi 
Maryland 


ness.” 


“Losing 


Kentucky 


money every day.” 


“All volume down in 1949; profit 
up Believe all carbonated bottlers 
should get up to 
Kansas 


$1.20 net.” 


Editors’ Note— 


The foregoing survey speaks for 


itself. However, two dominant 
factors, repeated frequently in the 
individual comments of bottlers, 
merit special attention and edi- 


torial comment. 


First and foremost is the 
anomaly of widespread free deals 
and outright price-cutting in the 
face of the recognized industry 


price-cost squeeze. 


The second is the bottler’s fear 
or distrust of his competitors and 
a reluctance to move price-wisc 
on his own. This comment is made 
again and again with little varia- 
tion: “We would like to raise our 
prices, but must wait until our 


competitors agree to do so.” 


We grant, of course, that the 
ideal solution would be for groups 
of bottlers who need and want to 
raise their prices to do so together 
—if that were either possible or 
practical. However, it has been 
clearly established by this time 
that Coca-Cola bottlers and 7-Up 
bottlers, the chief supporters of 


the status quo, in the main are 


generally satisfied with their pres- 


ent profit levels and will not at 
present consider price increases. 
Consequently, it is nothing but 
“wishful thinking” to hope for al! 


competitors to move together. 


If you are one who holds this 
“wait and see” attitude, remember 
your brother-bottler holds it too! 
To him, you are that “other fel- 


low”! 


We would like to say “thank 
you” to the bottlers who have 
written us frankly and fully as to 
what they think, on both sides 


of the price question. 
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"What A Price Increase 
Did For Me”... 


by JOHN COTT, 


President 
Cott Beverage Corp. 
New Haven, Conn. 


q RAISED prices 


I had to. Like many other bot 


throughout the country, my 
s had been hit by a wave of 
which 


costs 


threatening 
Not wanting 


was 
kut my profits 
my business go under (who 

I took the 
suurse. Whict 


Increase 


only logical 


was, like I said, a 


boost was effected on Mon 
rhe date has no 

I only wish 
INCreAase price on my re 
trom $1.25 per Case 
15 per case, and took 
ill of New England soutl 


Worcester, Mass. My 


t Was 


sale to S] 


specialty 
rs remained at SL.60 

Naturally, | was worried over the 

ro around 

like Canada 

nd White Rock 


vour boots a 


thought it 
thrust the 


My associates and I 


wisest not to suddenly 
new price on our customers. So, for 
two weeks prior to the increase, our 


salesmen (we have drivers and 


salesmen) canvassed every one of 


our accounts to personally report 
that we were going to advance our 
prices. Every salesman was fortified 
with a special circular we had pre- 
pared showing what our new price 
in terms of 


And if our 


would mean to dealers 
added profits for them 
dealers had any questions or criti 
cisms about the increase, our sales 
men were prepared to answer them 
(We held 
on the 


several sales meetings 
might 


there 


questions dealers 


throw at us.) Suffice to say, 
was practically no squawking at all 
from the dealers 

But they did something that we 
frankly didn’t anticipate. Told that 
our price was set to go up, they 
stocked up on 


our beverages at the old price. Such 


CHANGING THE PRICE 


their inventories of 


was the extent of their increased 
purchases, our volume for that two- 
week period in February showed a 
better than 100° 


increase over the 


same period in 1949 

In view of the fact that the deal 
ers were Carrying Suc h large inven- 
tories of our products, we naturally 
expected our volume for the month 
of March to fall far short of usual 
Much to our amazement, however, 
March sales increased approximate- 
ly 25 over 1949. 
I still this, 
although | 


hunches 


can't fully explain 


have a couple of 


Increase Not Advertised 


In the first place, we did not ad 


vertise our price increase to the 
consumer, although we were aware 
that 
of consumer 


Qur 


had done a lot 


their 


other bottlers 


advertising on 


increases thinking was this: 


In a big supermarket, a Cott salesman starts to tack up a point-of-purchase 


sign announcing the new retail price. 
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However valid are the reasons for 


price increases, the public today 
expects prices to come down, not 
felt, to 


least 


ro up. It wasn’t smart, we 
buck 


openly. So, we 


public sentiment—at 
didn’t 

Instead, we had prepared a simple 
point-of-purchase sign advising 
consumers that Cott beverages were 
18c, 2 for 35c. The sign read: 
“SAVE. Buy two bottles for 35c.” 
And it did two things: It impressed 
the consumer that she could make 
a saving (by buying two bottles), 
and at the same time, it converted 
the one-bottle purchaser to a two- 
bottle purchaser. 

These two facts, I believe, were 
responsible for the 25°) increase in 
sales volume that we experienced 
in the first full month after the 
effective 
and which got us off on the right 


price increase became 
foot. This sales achievement is all 
the more remarkable because, as I 
pointed out, the dealers were loaded 


up with our drinks. 








No. 1 of a Series 

This is the first of a series of articles dealing with the ex- 
periences of bottlers who have increased their prices. From these 
first-hand discussions of the methods used to increase prices . . . 
the pitfalls encountered ... the results achieved ... N.B.G. hopes 
to clarify the problems involved in establishing a higher price, 
and perhaps supply some of the answers to them. 

John J. Cott, the author of this report, heads one of the largest 
independent bottling operations in the country. His company, 
producing quarts mainly, operates in Connecticut, Massachusetts, 
and New York. Mr. Cott is also president of the Carbonated 
Beverage Institute, independent bottlers’ organization. 








Dealers Get Profit-Wise 


But there was an anti-climax to 
all this. Seeing our sales go up, and 
aware that about 50°; of the dif- 
ferential between our old and new 
selling price was going into their 
hands, our dealers began pushing 
our line as never before. Even those 
few retailers who didn’t at first 


like the idea of our raising prices 





corTT 


BEVERAGE CORPORATION 


NEW HAVEN. 


CONN 


List 


(Contents Only) 


HERE IS A REAL PROFIT STORY 





cOTT QUALITY 


RETAILS FOR 


your COSsTt—pOoZz YOUR PROFIT 





RASPBERRY Qts. 
BLACK CHERRY Punch Ots 


COCOA CREAM Qts. 


1.60 |.8Or0 





ALL OTHER FLAVORS 

PALE DRY Qts 
CLUB SODA Qts 
ORANGE Qts. 
ROOT BEER Qts 
CONCORD PUNCH Qts. 
LEMON & LIME Qts 
TOM COLLINS MIX Qts 
GOLDEN Qts 
SARSAPARILLA Qts 
LIME RICKEY Ots 
SICIIAN LEMON Qts 
CREAM SODA Qts 
RED BIRCH Ots. 
COLA pena 








o 
(2 for .35) 


y A | Per Doz. 














TELLS THE PROFIT STORY 


This is a circular which Cott salesmen distributed to all dealers. It told 
the dealers what Cott’s price increase meant to them—in terms of added 


profits. 
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soon became profit-wise and jumped 
on the bandwagon to push Cott bev- 
erages. 

As a 


beverages 


result, the lower priced 
suffer. The 


when they 


began to 
dealers realized that 
sold lower priced beverages, they 
had the same amount of handling 
and work, yet their profits per unit 
were not as good. 

A further 


for the sales success of our new 


contributing reason 
price is, I believe, to be found in 
the buying psychology of the con- 
sumer. When the housewife pays a 
little more for any product, she 


feels she is getting a better product. 


Big Sales Rise Expected 


But whatever are the reasons for 
the success of our new price, the 
big fact is that it has been an out- 
1949 
with a volume running slightly over 


standing success. We ended 


2,000,000 cases, and our sales 
volume has been increasing to such 
an extent we hope to reach 3,000,- 
000 cases by the end of our next 
year. Not bad—a 


fiscal possible 


sales jump of 50°; with a higher 
price! 

Furthermore, the added business 
and profits we’re getting are en- 
abling us to get still more business 
and still more profits. Of the 20 
cents additional per case we now re 
ceive, a thumping five cents is being 
added to our advertising. This per 
mits us to use more media to reach 
more people more frequently. 

So, you can see we're really over- 
joyed — that we 


raised prices 


» 


Shouldn’t we be? 





Speeds production, saves manpower, reduces 


waste, and helps make a clean, pure beverage. 


I x the face of rising operating 


costs and narrowing profits, bottlers 
are constantly searching for more 
efficient and less costly means of 
production, as well as distribution 

In this quest for money and time 
methods, attention 


Saving prime 


is generally focused on the “big” 
items of cost. One if not the most 
important—-of these big items is 
sugal 

This desire and need tod “do 


something” about the currently 
high sugar cost is being reflected 
in the growing interest and use of 
liquid sugar 
“Can I use liquid sugar? Is it 
as satisfactory as dry sugar? Is my 
plant big enough for it? 
lavout right for it? Is it 


it will cut my producti 
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Where? How? How 


liquid sugar installation cost? Do I 


much does a 


have to discontinue operations tem- 
porarily until the installation is 
completed?” These are some of the 
basic questions bottlers frequently 
ask about liquid sugar. In this re 
port, we will try to answer them 

First, what is liquid sugar? 

Liquid sugar is refined sugar in 
solution. It is shipped in bulk, in- 
stead of in packages, and therefore 
requires no breaking-down by the 
bottler 

Three steps of delivery of liquid 
suyar in tank, trucks or tank cars, 
storage in 
tanks 


the turn of a valve, are substituted 


specially constructed 


and drawing into process at 


for the ten customary steps of un 


loading bagged sugar at receiving 


platform; manual loading on trucks 
and ele vators or conveyors, moving 
bags to Storage space; unloading 
and stacking bags; congestion of 
floor space while sugar waits to be 
used; tearing down stock pile and 
reloading bags on station; unload- 
ing, cutting and dumping of bags; 
melting of sugar to produce syrup; 
and bundling, storage and disposal 


of empty bags 


Can You Use Liquid Sugar? 


Secondly, who can profitably use 
liquid sugar? You don’t have to 
be a big million-case-and-over bot- 
tler to use liquid sugar (although 
it is true that most installations 
to date have been made in large 


and large medium-size plants) 


National Bottlers’ Gazette 





A bottler who uses as little as 
2,500 bags of sugar yearly may be 
a potential user of liquid sugar. A 
small user, however, must necessar- 
ily be located favorably with re- 
spect to a supplier because of trans- 
portation costs (minimum liquid 
sugar deliveries are made via tank 
truck). Depending on the type of 
liquid sugar a bottler might use, 
it is necessary to transport between 
130-150 pounds of liquid to deliver 


100 lbs. of sugar solids. 


Much of the actual savings i! 


purchasing liquid sugar (it 1s 


slightly cheaper than dry), could 


be dissipated by transportation 
costs when a small plant is located 
several hundred miles from the sup- 
plier. However, the important in- 
plant savings in many cases more 
than compensate for the equipment 


investment. 


Cost Savings 
\Where are the savings to be 
found? Probably the most import- 
ant saving is in the conservation of 
Manual 


manpower handling of 


sugar bags (loading, unloading, 


stacking) is done away with almost 
entirely when liquid sugar is used. 
Handling of sugar is reduced to 


an entirely mechanical operation 


automatically controlled. Sugar ir 
the liquid form is placed on tap 
just as water at any convenient lo- 
cation in a plant where it is avail- 
able for instant use. A plant might 
well receive the liquid equivalent of 
250 bags of sugar in a matter of 
minutes without ever interrupting 
any phase of the plant activities 
The labor thus saved can be em- 
ployed to increase production, or be 
lopped off the bottler’s payroll. 
There are other substantial cost 
advantages offered by using liquid 
Chief among these is the 
A liquid 


sugar storage tank occupies only 


sugar 


space that may be saved. 


a fraction of the space needed for 
sugar bag storage (see Chart on 
Page 24) 


should get particular consideration 


This saving in storage 
by bottlers whose present facilities 
are not large enough for their cur- 


rent production-sales. It is possible 
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that a liquid sugar installation 
could eliminate the need for a plant 
building addition. 

Another cost factor of note is 
in the elimination of sugar losses. 
Where large quantities of granu- 
lated sugar are used, a loss of 1° 
to lt» 


breakage and dampness is to be ex- 


from sifting, spillage, 
pected. There are no such losses 


with liquid sugar. 
Production Expedited 


Production is also expedited by 
using liquid sugar. Turn a valve 
and the liquid sugar flows smoothly 
and quickly from storage tanks to 
mixing tanks. Accurate quantities 
are assured by a liquid flow meter 
visible from each of the tanks. 

Liquid sugar also offers other 
benefits not necessarily related to 
costs. Its use eliminates the drudg- 
ery experienced by workmen who 
move back-breaking one hundred 
pound sugar bags around the plant, 
unless a plant has materials hand- 
ling equipment, such as sugar load- 
ers. This factor is more important 
than you may believe, for drudgery 
creates indifference and_ indiffer- 
ence means poor performance 

The fact that liquid sugar use 
helps to eliminate plant congestion 
is also important. Liquid sugar de- 
liveries are made at intake points 
located to avoid receiving platform 
congestion, and passageways, ele- 
vators and conveyors are left free 
for handling other materials. 


Perhaps the most important aux- 


iliary advantage related to liquid 


sugar is that its use assures ex- 


treme cleanliness—of product as 


well as plant. 
Dry sugar, of course, is free of 


dirt and foreign matter when 


packed in bags. But maintaining 
this cleanliness through transit and 
storage is sometimes impossible. 
Odors from other products may be 
picked up in transit and dirt on 
the outside of the bags is apt to 
shake off into the mix when the 
sugar is dumped out 


Such contamination is virtually 


impossible with liquid sugar. It 


leaves the refinery a highly purified, 


clean and sparkling liquid and goes 


into process in a plant in exactly 
the same condition. It is protected 
every inch of the way by a closed 
pipe line system and by delivery in 
stainless steel trucks and specially 
lined tank cars 


Dust, lint, and insect hazards are 
eliminated for not a finger touches 
liquid sugar from the time it leaves 
the refinery until it goes into the 
finished product. Frequent shut- 
downs for filter cleaning are elimin- 
ated and the sugar breakdown time 
is considerably reduced. Moreover, 
liquid sugar pipelines don’t have to 
be cleaned frequently. Liquid sugar 
is shipped at a high density and 
handled in a manner that prevents 
fermentation. 


Cost of Installation 


What does a liquid sugar installa- 
tion cost? An exact estimate can- 
not be given, for each liquid sugar 
system must be individually de- 
signed around the requirements of 
the specific user. It is a fact, how- 
ever, that liquid 


sugar handling 


equipment has been installed in 
plants at costs varying from $1,000 
to $100,000. The cost is not always 
directly proportional to the amount 
of sugar used, but normally the 
savings both in actual purchasing 
price and in-plant handling pay for 
an installation in from one to two 


years. 


Many manufacturers are present- 
ly making equipment specially de- 
signed for liquid sugar handling 
and storage. Contractors can be ob- 
tained who specialize in this work, 
having gained their experience 
from hundreds of installations. Of 
special significance is the fact that 
a liquid sugar installation can nor- 
mally be installed in a plant in a 


few weeks (and sometimes in a 
few days) without ever interrupt- 
ing or in any way interfering with 
normal plant operations 

Most liquid sugar suppliers offer 
to all potential liquid sugar users 
an engineering service to assist 
them in the planning and installa- 
tion of liquid sugar handling sys- 
tems in their plants. 

The major equipment necessary 
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ESTIMATED ANNUAL SAVING IN PURCHASING AND HANDLING OF 
LIQUID SUGAR INSTEAD OF GRANULATED SUGAR IN A BEVERAGE PLANT 
THAT USES APPROXIMATELY 1,500,000 POUNDS OF SUGAR PER YEAR* 


COST ITEMS DRY SUGAR LIQUID SUGAR 
RECEIVING DEPARTMENT EXPENSE 


ed 
A 


nda 


nd dur 


TOTAL COSTS 


PLANT SAVING $5,005 


COST DIFFERENTIAL: 


| 
| 


TOTAL SAVING 











their shipping facilities and second Storage tanks are filled from tank 

on the amount of inventory the ar or truck by use of an unload 

wishes to carry Althougt ing pump used exclusively for that 

present liquid sugar users purpose. In unloading trucks 01 

but one tank installed, it is cars the operation normally re 

Operation of the Systen. highl lesirable that the storage quires the attention of one person 
The storage tanks should provid ies of the user be broken the driver) and does not interfere 
i minimum of two tanks with the operation of the liquid 


storage for approximately five ¢ 


supply of sugar for a normal be used alternately and sugar system or other plant activi 


trial user The actual siz storing of an ( t ties 


tanks is dependent first on the pro of sugar for an extended period of Liquid sugar is pumped from the 


imitv of the user to eTine and time storage tanks to one or more points 
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of use in a plant at a rate commen- 
surate with bottling requirements. 
Pumping equipment is sized accord- 
ing to the number of use points in 
the plant and the maximum flow 
rate required at any given time. 
Provisions are made so that out- 
lets on the first floor near the pump- 
ing station when in use will not 
starve off the sugar supply to other 
use points which may be on other 
floors or at a greater distance from 
the pumping point. 

Liquid sugar is measured into 
various processes in different man- 
ners. This is accomplished by the 
use of either weigh tanks, meters, 
proportioning pumps, or manually 
by adjusting the level to a_ pre- 
determined mark on a gauge or 
tank 

The meter system has worked 
out very well in that it is simple, 
economical and can be calibrated 
very accurately: A meter can be 
set to deliver a given quantity of 
liquid sugar into a kettle or tank, 
set into operation bv opening a 
valve and shut off automatically 
when the exact amount has been 
delivered An electronic low-level 
cut off located in the storage tank 
controlling the pump will prevent 
an error in metering should the 
supply tank run dry while a meter 
IS In operation. 

Liquid sugar should be used from 
one storage tank until it is com- 


pletely empty at which time the 
next tank can be cut into the supply 
tank is then 
available for cleaning or refill from 


truck at the conven 


system. The empty 


tank car or 


ience of the operator 


Tanks 


The liquid sugar storage tanks 
are cylindrical steel tanks mounted 
on adjustable legs or other suitable 
foundations according to the size 
of the tank. One standard 16” man 
hole located in the top provides ac 
cess to germicidal lamps mounted 
in the head of each tank 

Two openings in the tank heads 
near the pe riphery are provided for 
ventilating purposes. One sanitary 
inswing manhole located in the 
shell near the bottom of the tank 


provides access for periodic inspec- 
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tion and cleaning. The tanks are 
filled through an opening in the 
side shell near the bottom and com- 
pletely drained through one open- 
ing in the bottom center. 

The storage tanks may be fabri- 
cated of mild steel, in which case 
sandblasting and lining are re- 
quired, or stainless steel, in which 
Each 
tank should be fitted with an ac- 


case no lining is required. 


curate gauge, germicidal lamps, a 
ventilating system, sight glass and 
a high-low level cut-off and warning 
mechanism. The exact equipment 
used in fitting a tank of course de- 
pends on tne size and shape of the 
tank. Each germicidal lamp for in- 
stance is normally sufficient for ap- 
proximately 50 square feet of ex- 


posed syrup surface. 


Pumping Equipment 

The pumping equipment should 
be of sufficient size to produce a 
satisfactory flow rate under maxi- 
mum demand conditions. Positive 
R.P.N. 


Pumps not hav- 


displacement low pumps 
prove satisfactory 
ing internal relief valves should be 
installed with a relief valve in a 
bypass around the pump. It is also 
good policy to protect the pump by 
the installation of a basket type 
strainer in the suction side. 


Measuring Equipment 
Meters 


liquid sugar are available from sev 


specially designed for 
eral manufacturers, and are consid- 
ered satisfactory for measuring the 
quantity of sugar for a given kettle 
or mixing tank. These meters can 
be calibrated to less than 1 tol 
erance, the error being consistent 
Weight tanks are of course quite 
accurate but are considerably more 
expensive, require more space and 
present more of an_ installation 
problem 


Measuring devices may be elimin- 


ated entirely in cases where close 
measurement is not required by 


calibrating the receiving container. 


Maintenance 


little 
quired in the care of liquid sugar 
equipment. The tank linings should 
be inspected twice yearly. Tanks, 


Very maintenance is re- 


pipe, fittings, etc. should be painted 
on the outside as necessary. Strain- 
ers should be inspected and cleaned 
Plug 
valves should be lubricated as nec- 


twice yearly or as needed. 


essary. All pipes, fittings, meters, 
controls, etc. should receive periodic 
inspection. 

It is advisable that one person 
be placed in charge of the opera- 
tion and inspection of the complete 
system. This person should have the 
responsibility of draining and fill- 
ing the storage tanks in a syste- 
matic manner and have a thorough 
knowledge of the piping and valve 
arrangement. 


Liquid sugar is not a panacea. It 
is, however, proving a definite boon, 
cost- and production-wise, to hun- 
dreds of plants throughout the 
country. And each year, more and 
more bottlers are finding that liquid 
sugar speeds production, saves man- 
power, reduces waste, and helps 
make a clean, pure beverage. 

As such, its use should be close- 
ly investigated by every bottler de- 
siring to improve the efficiency of 
his operation and better his profit 
position at the same time. 

With the peak sales season ap- 
proacning, it is especially import- 
ant and necessary that production 
lines flow smoothly and operating 
costs be held to a minimum. Since 
experience has shown that liquid 
sugar can help in either of these 
respects, it is worthy of considera 


tion now 








This article is based on studies of bottling plants using 
liquid sugar, and on information and statistical data fur- 
nished by Refined Syrups and Sugars, Inc., Yonkers, N. Y., 
one of the beverage industry’s leading suppliers. 











Deliveries of liquid sugar are made via tank-truck. from which it is 
pumped into storage tank in sirup room. 2,500 gallons are transferred 
from truck to storage tank in about 25 minutes—without a full minute 
of any plant employee's time involved. 


Liquid Sugar 


U New Rochelle, N. Y. operation finds liquid 
ser = & §# sugar saves storage space and manpower, 
and helps produce a quality product. 


xt USER of liquid sugar for five that formerly was used for the 
vears, the Joyce Seven-Up Bottling storage of sugar bags.” Such has 
Co. of New Rochelle, N wa p been the extent of these savings, he 
speak with authority on its points out, “the entire cost of the 
merits installation was paid for with the 

And accerding to John York, gen money that it saved us in Just one 
eral manager of this 1.500,000-cas¢ vear’s time.” 


plentv of them 


peration, there are | 


No Spoilage Problems 
Saves Storage, Manpower 
Mr. York has another important 
of a liquid val reason for boosting liquid sugar 


clares, has result 


ed ir “Since we put in the system,” he 
vings in manpowe says, “we've never had any spoilage 

Ma ind much-! t aul problems 
= ir two liquid sug: orage “You know why’’?, he asks rhe 
JOHN YORK tanks (l¢ din th 1 ‘oom ), torically. “From the time the liquid 


sugar booste ‘ . 
@ liquid suger booster i p onl lon ‘ sugar leaves the refinery until it 
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a 
A twist of the wrist to open piping 
into storage tank is all the plant 
manpower required to handle the 
2,500-gallon delivery. 


To prepare finished sirup (32 Baume), 
production manager Ed Maguire 
opens valve to transfer 225 gallons 
of liquid sugar (about 40 Baume) 
from storage tank to mixing tank... 


goes into our finished product, it 
is never touched by human hands.” 

To bottlers who may be consider- 
ing the installation of a_ liquid 
sugar system, Mr. York also offers 


this encouraging note. “The whole 


job of putting in our system took 


only a couple of days—-and we didn’t 
lose a minute of production time 
The installation people didn’t once 
interfere with any of our normal 
operations.” 

Accompanying photographs show 
how the company uses liquid sugar 
and where the manpower and stor- 


age savings have been effected 


May, 1950 


The two liquid sugar storage tanks are used alternately, hold 3.000 
gallons each. Ultra-violet “Sterilamps”, placed through manholes located 
at the top of each tank (not shown) will bacteria. and eliminate possi- 


bilities of spoilage. 


... then ninety-five gallons cf water 
(controlled by meter at right: left 
meter controls liquid sugar flow) are 
added. And finally, to complete the 
mixture... 


- two and one-half gallons of 
Seven-Up extract and citric acid are 
added. (If dry sugar were used to 
prepare this batch, 2,000 pounds of 
it would have been required). 


Finished sirup is then passed through an Alsop filter to one of three 
Cream City storage tanks until needed for bottling (see next page). 





Ready for bottling, finished sirup is 
first passed through Syn-Cro-Mix 
unit (left) where it is pre-mixed 
with water, then to Mojonnier 
Carbo-Cooler (right) for proper 
cooling and carbonating .. . 


...next to Meyer-Dumore 40-head 
filler and crowner for filling and 
capping. after which... 


. « filled bottles are given their 
final inspection (left) before reach- 
ing Standard-Knapp automatic 
case packer (right). 
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"S$. R. 0." Show 
Assured 


Wx; a promptness which _ be- 


speaks well for its success, supply 
houses across the nation, divided 
into five groups for the sake of fair- 
ness in assigning space, have 
grabbed most of the available show 
space in the San Francisco Civic 
Auditorium, which will house the 
forthcoming 1950 National Bever 
age Exposition to be held October 
30 to November 2 in conjunction 
with the 32nd annual meeting of 
the American Bottlers of Carbon- 
ated Beverages 

The convention exposition com- 
mittee was pleased as Punch at the 
quick reaction of the exhibitors, 
whose choice of space 18 determined 
I their record of participation at 
A.B.C.B 


appears likely that the major prob- 


previous expositions. It 
lem will be in finding suitable space 
for all who want to participate 

The Exposition will occupy the 
three halls comprising the Civic 
Auditorium, plus the corridors con- 
necting these halls, and a balcony 
level. Although the total exhibit 
area is smaller than that occupied 
in Detroit in 1949 and Atlantic 


May. 1950 


Most of space at San Francisco National 
Exposition this November already assigned 


convention plans now being made. 


City in 1948, booth sizes have been 
reduced so that the available space 
may be shared by a larger numbet 
of firms. 

The auditorium is advantageously 
located in the heart of the city, a 
short distance from the city’s prin- 
cipal hotels, seventy-six of which 
will be used to house the industry's 
delegates, their families and em- 
ployees, as well as the several thou- 
sand supplymen who will be in at- 
tendance. 

Spot checks with bottlers in many 
sections of the country show a real 
and sustained interest in the forth- 
coming national convention and ex 
position. With many new problems 
taking form, and some due to be 
resolved this summer, hundreds of 
bottlers from the Northeast and 
Southern states have planned to 
participate in the San Francisco 
proceedings, and thousands more 
from the central and western states 
are certain to attend, since many 
were denied the privilege because 
of the long distances involved in the 
past three post-war gatherings 

The plans for the meeting will 
A.B.C.B 


meeting on May 15, to which many 


crystalize after an Board 


supplymen and trade press repre- 
sentatives have been invited. 

A big attraction will be the show- 
ing of much new heavy equipment 

from washers to casers—at the 
San Francisco show, most of it in 
operation. This was absent from the 
Detroit show last year because of 
the inability of manufacturers to 
show much that was new. In the 
past two years, improvements to 
existing equipment and a _ large 
number of new developments have 
come into being, and will be in- 
spected by bottlers for the first time 
at San Francisco. 

It is expected that large groups 
will travel to the natiofal meeting 
on special tours which will originate 
in nearly a half dozen different 
places in the east and mid-west 
Post convention vacation trips to 
points of interest in the western 
states and to Hawaii will also be 
available 

N.B.G. headquarters at the show 
will be in booth 520. Full details of 
the program, the attractions of the 
city, the special pre-convention and 
post-convention tours will appear 
in these pages from time to time 


as plans are completed. 
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7 OLLOWING is a listing of supply companies who have Archie Ladewig Co. 
already been assigned booth space at the forthcoming Laurens Glass Works 
\.B.C.B. National Beverage Exposition, Oct. 30-Nov. 2, J. ¥. Laster Mfg. Co. 


. : A. J. Lehman Company 
at Civic Auditorium, San Francisco . : : 
Liberty Glass Company ; 205 


Liquid Carbonic Corporation 312 
Frank B. Lomax Company, Inc. 310 
EXHIBITORS BOOTHS Ludford Fruit Products Inc 104 
Americar fottler 710, 712 Mack Motor Truck Corp 110, 201 
Anchor Hocking Glass Corp 309 Marbert Products, Inc. : 122 
Armstrong Cork Co 621 Mason and Mason, Inc. 962, 964 
Atlas Metal Works : Merck & Company 10 
B-1 Beverage Co 26 George J. Meyer Mfg. Co 411 
tarq’s Incorporated Miller Hydro Co.. 
Jarry-Wehmiller Mach. Co Mission Dry Corp. 
Bireley's, Div. General Foods Corp Mojonnier Bros. Co 
Blue Seal Extract Co Morris Paper Mills 
tond Crown & Cork Ce Mundet Cork Corp. 
The Braser Co., Ine NATIONAL BOTTLERS’ GAZETTE 
Calif. Fruit Growers’ Exchange 609, National NuGrape Co 
Canada Dry Ginger Ale National Rejectors 
Cardox Corporatior Nehi Corporation 
Chattanooga Glass Co Nesbitt Fruit Products 
Cherry Blossoms Mfg. Co 5 Oakite Products 
let Motor Div 07, % of Orange-Crush Company 
late Products Co The Orange Smile Sirup Co 
Products Company 18, Owens-Illinois Glass Co 
Club Company Penrith-Akers Mfg. Co 
verdale Spring Co Peps Cola Company 
Coca-Cola Company The Permutit Company 
nsolidated Cork Cory 707, 7 The Pfaudler Co. 
solidated Siphon Supply Co Charles Pfizer and Company 
Corn Products Refining Co 2 Portable Elevator Mfg. Co 
Crown Cork & Seal Company 8 Potter & Rayfield 
Dad’s Root Beer Company 35 Progress Refrigerator Co 
Delaware Punch Co. of Americ: 2? Pure Carbonic Company 
De Lisser Extract Co., Ine Riverside Manufacturing Co. 115 
The Diversey Corporatior 312. S and S Products Co. 117 
Dr. Pepper Company C. O. & W. D. Sethness Co 606 
Dr. Swett’s Root Beer Co 112 The Seven-Up Company 03 
sruce Dodson and Company Specialty Engineering Co 329 
Dostal & Lowey Co., Ine The Squirt Company 955, 957 
Economic Machinery Company Standard-Knapp 315, 314, 3815, 316 
Empire Box Corporatior IO Sun Spot Co. of America 914, 916 
(,, ¢ Evans Sales C« 12 : Tri-Clover Machine Co. - 213 
Firstenberg Bottlers’ Equip. C } Tru-Ade, Inc 948 
Foote & Jenks, Inc ) S. Twitchell Company ; 960 
Glenshaw Glass Co., Ine Union Sales Corporation 204 
GMC Truck and Coact v., ! P otor orp " The Vendo Company 954 
Godchaux Sugars, Ine James Vernor Company ‘ B25 
The Grapette Co., Ine Virginia Dare Extract Co TOS 
Green & Greer 317 Volekening, Ine. 322 
The Heil Company ‘ Warner-Jenkinson Mfg. Co 
The Charles FE. Hires Co Waukesha Foundry Company ,412 
Hurty-Peck & Co ‘ The White Motor Company 02, 504, 506, 608, 
W. H. Hutchinson and Sor 1 White Rock Corporation 
Infileo, Incorporated ‘ Whistle & Vess Beverages 
International Filling Mach. Corp 21) Whitney Chain & Mfg. Co 
International Harvester C 15, % of 5 Wyondotte Chemicals Corp 
The Julep Co Michael Yundt Company 
V. & FE. Kohnstamm, Ine Yale & Towne Mfg. Co. 
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bottle supplier 
you all these... 


7-02. Duraglas 

bottle with 

applied color Four colors of Glass 
lettering 


(Amber, Georgia Green, Flint, Emerald Green) 


ACL (Applied Color Lettering) 
High Lustre 
Label Design 
* Syncro-Flash Finish 
Protective Film 
Wood Cases 
Duraglas Center Facilities 
Corrugated Cases 
Bottl-s produced on Modern Automatic Machines 


Over 75 years of Beverage Bottle Manufacture 


% 
To give you bottles with tougher, smoother lips, every Duraglas 
beverage bottle receives the Syncro-Flash finish. These harder 
lips resist the hazards of fast filling and capping, and careless 
opening by consumers. Duraglas bottles with Syncro-Flash 


finish help you keep costs down by giving more trips per bottle. 


: 
4 
} 
: 
§ 
| 
; 
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Your bottling operation profits many ways when you come 


to Owens-Illinois. Prompt, experienced service. 


D.wrag Los BEVERAGE BOTTLES 


Look better-Last longer 


OWENS-ILLINOIS GLASS COMPANY 
Toledo 1, Ohio ° Branches in Principal Cities 





How to Save 
On Your Sugar 


by HARRY S. FISHER 


Technical Service Department 
Corn Products Sales Company 


7 usa are both direct and in 


direct costs attached to the use of 
the various forms of sugar, as fol- 
lows 

First, there is the direct or origi- 
nal cost of the material; second, 
the handling costs, i.e., cost of stor- 
age and of putting this material in 
final syrup form, and third, equip 
ment costs 

The direct costs need no explana 
tion 

The handling costs include, ia 
the case of dry sugar, trucking or 
cartage expense, unless sold on a 
delivered basis; cost of storage, in 
cluding proper charge for the space 
used for this purpose; and labor 
costs for stacking, unstacking, and 
With a liquid 


labor costs are for 


dumping the sugar 
product, these 
the most part eliminated, but in 


their place we have added equip 


ment costs 
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Equipment costs are usually not 
considered as added charges on the 
cost of syrup, but are rather in- 
cluded as an item of general manu- 
facturing expense. However, from 
the standpoint that these expenses 
contribute to the cost of making up 
the simple syrup, they rightly be- 
long here. These costs include in- 
terest and depreciation on the syrup 
room equipment, including mixing 
tanks, syrup filters, ete. 

When liquid sugar is used, equip- 
ment cost should include interest, 
depreciation, and upkeep on the 
storage tanks, meters, pumps and 
whatever extra equipment is neces- 
sary for its use. Other indirect 
costs include the labor necessary to 
maintain the mixing equipment and 
piping in a clean and sanitary con- 
dition. This is necessary work, and 
it pays off in the long run, for if 


it is neglected, spoilage, with at 


tendant losses, is the almost invari- 


able result. The possible losses 
from such a condition are difficult 


to estimate. 
Materials 

There are a number of sugars 
and syrups now available for the 
bottler. These may be used alone 
or in combination. They may be in 
the dry or liquid form. These in- 
clude: 

1. Granulated cane sugar 

2. Granulated beet sugar. 
3. Hydrate or anhydrous dex- 

trose. 
1. Liquid sugar. 
5. Industrial invert syrup 
The dry sugars are now generally 
After de 
livery at the platform, they are 


delivered in paper bags. 


usually taken to a storage room ad 


jacent to the syrup mixing room, 
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where the material is stacked, pref- 
erably on pallets. 

Liquid sugar is delivered either 
in tank trucks (1500 to 2500 gal- 
lons) or, in tank cars (6,000 to 10,- 
000 gallons.) The material varies 
to 78 


from 65 Brix when deliv- 


ered, and it is merely pumped to 


the holding tank or tanks. 


Mixing 


In making up a simple syrup 
trom any of these sources of sugar, 
either the cold or the hot method 
may be used. As we all know, the 
former is by far the more popular 
one. The desired amount of sugar 
tank 


give the 


is put in the mixing with 


enough cold water to 
proper Baumé syrup. It is then agi- 
tated until completely dissolved. 
Unless an even number of bags are 
used, the dry product should be 
weighed and the water should be, 
by preference, metered. If a liquid 
product, both the water and the 


liquid sugar should be metered 


Hot Presses 


In the hot method, the syrup is 
heated to 180° F., or above, and 
held at this point for a minimum 
of 5 minutes. The purpose of this 
is to inactivate any micro-organisms 
that may be present; or in other 
words, to sterilize the syrup. It is 
also highly desirable to follow this 
procedure by immediate cooling of 
the syrup to room temperature, or 
below, before this is run to the fill- 


ing machine 


Stock Syrup 


With either process, it is recom- 
mended that standard stock syrup 
either 32° or 33° Baumé—be used 
regularly. This stock syrup may be 
diluted when necessary. There are 
First is 


the matter of human error. If the 


several reasons for this 
man in charge of -syrup-making 
uses the same quantity of sugar and 


water for every batch, he is much 


less apt to make a mistake than if 


} 


he is constantly switching from one 
Further, 


Baumé syrup is much 


Baumé syrup to another 
a 32° or 33 


safer from the standpoint of stor- 
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age than is a lighter one. A syrup 


of this concentration resists the 
growth of yeast spores or bacteria. 
Again, by making a standard stock 
syrup, the amount of sugar used 
may be checked more accurately 
and more simply against the sugar 
from the 


consumption calculated 


daily production report of cases 


filled. This additional check on raw 
materials is highly desirable. 


Syrup Strength 


Syrup strength is normally 
checked by the use of a hydrometer. 
For simple syrup, a Baumé spindle 
is ordinarily used, while a Brix hy- 
drometer is employed for testing 
the finished drink. This is purely 
Both 


ments are based on the same phy- 


a matter of custom. instru- 
sical law, i.e., the principle that the 
spindle will sink in the syrup far 
enough to displace a volume equal 
to its own weight. Thus the lighter 
the syrup, the deeper the hydrome- 
ter will sink. 

The Brix hydrometer carries a 
scale which allows the strength of 
the syrup to be read in terms of 
weight, while 


per cent sugar by 


SUGAR STORAGE 


that of the Baumé scale is merely 
an arbitrary numerical one which 
must be translated into percent 
sugar by use of the syrup tables. 
Thus a Baumé reading of 32 de- 
grees is equivalent to a Brix read- 
ing (percent sugar by weight) of 
59.1. Care should be taken to read 
the hydrometer at or near the tem- 
perature for which it is standard- 
ized; or failing this, to make the 
proper correction to this tempera- 
Also, 
should be taken so far as its use 
should the hy- 
drometer come in contact with the 


ture. certain precautions 


goes. In no event 


sides of the vessel containing the 
syrup, nor should it be allowed to 
sink into the syrup and then rise. 
The syrup should be free of air 
bubbles, and both the hydrometer 
and the syrup container should be 
dry and clean before using. The 
eye should be at the level of the 
syrup when the reading is taken, so 
that the correct point will be noted, 
and not the 
syrup rises by capillary attraction. 


point to which the 


An error here of only 1° Baumé 
(with 32 
of sugar loss per gallon. 


Another 


Be’ syrup) means 2.6 lbs. 


hydrometer, which al- 


Sugar should be stored where it is not subject to contamination from dust 
or moisture, and preferably, where it can stay undisturbed until used, so 
the bags will not be broken. Pallets, as shown in photo, often serve as 
a simplified method of handling dry sugar. j 











MOOT Juices 


PATENTED STACKING 


STABILIZER KEEPS 


CARRIERS Rigid 


Prevents 


Wobble and Sway 


Solid Bottom Prevents Bottom 
Failures. A revolutionary new 
STACKING STABILIZER is the an- 
swer to wobbly, swaying bottle car- 
riers! This patented feature holds 
Morris bottle carriers absolutely 
rigid. It enables you to make larger 
displays. Only Morris Step Up Car- 


rier has the stacking stabilizer! 


wobble 


@ Fits all cases 


@ Stacking Stabilizer prevents\\ 


@ Ends breakage complaints 

@ Amply strong for multiple 
trips 

@ Safe stacking either vertically 
or in pyramid 

@ Safe and comfortable to 
carry 

@ Features trade mark on all 
four sides 

®@ Simplifies checking loads 


@ Assembles quickly at bottling 
line 


MORRIS PAPER MILLS "s:$" 


National Bottlers’ Gazette 





though available, is rarely used in 
this industry, is the specific grav- 
ity type. This allows the specific 
gravity to be read directly. Specific 
gravity merely means the weight 
of a certain volume of syrup in re- 
lation to an equal volume of pure 
water 

This matter of accurate measure- 
ment of syrup strength can hardly 
be overstressed, either from the 
standpoint of quality or of uniform- 
ity. If your simple syrup is off, 
your finished beverage is almost 
certain to be off also. You may have 
determined that a finished Brix of 
12°, is most desirable in your Root 
Beer to give the proper degree of 
body sweetness and flavor. If this 
is the case, be sure that 12% is 
what you arrive at for every bottle. 
If your simple syrup runs heavy, 
the Root Beer will be too sweet; 
it will be over-flavored and your ex- 
pected yield will be off—in other 
words, your cost will be up. If, on 
the other hand, your simple syrup 
is running light, the reverse will be 
the case and the drink will lack 
body, ‘sweetness, and flavor. You 
will now be cheating the customer 
Certainly neither practice is desir- 


able 


Syrup Costs 


So much for testing your simple 
syrup. Now, let us get down to the 
actual costs of the syrup when made 
from the various sweeteners listed 
above. For simplicity, these com- 
parisons are made on the basis of 
the cost of one gallon of 32° Baume 
simple syrup, i.e., the cost of the 
sugar solids in this gallon. You will 
note that we have omitted either 
regular or high conversion corn 
syrup from this list. While it is 
true that considerable improvement 
has been made in the sweetening 
power and in the reduction of ash 
in these syrups, this new type of 
corn syrup is now in the process of 
being tested in various flavors in 
several plants throughout the coun- 
try. To be worth anything, these 
tests naturally take time and the 
results from them are not imme- 
diately available. Suffice to say that 


at present they appear to offer 


May, 1950 


promise of a new sweetener for the 
industry at some time in the near 


future. Now, let us examine Chart 
zs 

Whatever the sweetener used, we 
will now assume that the simple 
syrup has been made up, checked 


for proper Baumé, and the flavor 


added. After taking proper precau- 
tions to eliminate any air that may 
have been beaten into the syrup 
during the mixing operation, we 
are ready to start bottling. With 
some flavors, of course, the prac- 
tice is to allow the flavor to blend 
overnight, while with other types, 
this practice is unnecessary, and 
in fact undesirable. 


Syrupers 
Once we are ready to start bot- 


tling, we should check each syruper 


to make sure that the throw is ac- 
curate. Bear in mind that too big a 
throw means added cost. Calibrated 
bottles, which fit directly under the 
syruper, are available for this pur- 
pose. These simplify the job consid- 
erably. This is just one more neces- 
sary precaution to make sure that 
the finished drink is right not 
over or undersweetened. To show 
the importance of this, suppose we 
consider one gallon of 32° Be’ flav- 
ored syrup. We are using a 1 ounce 
throw to a 6 ounce bottle. This 
should give us a sugar content of 
12 degrees in the finished drink. A 
variation of only 1 16th ounce 
above this will reduce our yield for 
this gallon from 128 to 120 bottles. 
Conversely, a throw of 1 16th ounce 
less will give 8%» extra bottles for 


each gallon. The sugar content, 





CHART 1 


COST OF ONE GALLON SIMPLE SYRUP—-32 Be’ 
CONTAINING 6.31 LBS. SUGAR PER GALLON 


SUGAR SOLIDS ONLY (PRICE 100 LBS.) 





(DEC. 1949) 


#1 Liquid Sugar—$8.60 


DRY SUGARS 


1. Straight Cane 
Straight Beet 





LIQUID SUGARS 
7. Straight #1 Liquid Sugar 
8. Straight Industrial Invert $33 
9. #1 Liquid 2/3 Hyd. Dextrose 1 3 526 

10. #1 Liquid 3,4 Hyd. Dextrose 1,4 530 

11. 2/3 Industrial Invert 1 3 Hyd. Dextrose .520 

12. 3/4 Industrial Invert 1 4 Hyd. Dextrose 5524 








Cane—$8.70 Beet—$8.45 Hydrate Dextrose—$7.20 


2/3 Cane 1 3 Dextrose ‘ Hyd.) 
3 4 Cane 1 4 Dextrose (Hyd.) 
2/3 Beet 1/3 Dextrose (Hyd.) 
. 3/4 Beet 1 4 Dextrose ‘Hyd.) 


Industrial Invert — $8.45 
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SYRUP ROOM SPECIFICATIONS 


The primary simple syrup mixing room should be equipped with a syrup 
filter, a pump and floor drain, and should preferably have tiled floor and 
walls. Tile is easy to wash down and maintain in a sanitary condition. 





when we throw 1 16 ounce too 


much, would be increased from 12 
degrees to 12.8 degrees, and the low 
throw would reduce the sugar con- 
tent to 11.38 deg. This shows very 
clearly how necessary it is to check 
our throw periodically during the 


day 


Dry Sugar Handling 


At this point, a few suggestions 
may be in order concerning the 
most economical handling of the 
sugar, and the proper steps to take 
to avoid losses of sugar or syrup 
from spoilage or any other cause 
Bear in mind that these remarks 
are necessarily general, and may 
not apply to your own operation at 
all 

First, in handling dry sugar, be 
sure to store it properly, where it 
is not subject to contamination 
from dust or from moisture——pref 
erably, where it can stay undis- 
turbed until used, so that the bags 
will not be broken. Any dust should 
be wiped from the bag before dump 
Ing 

Pallets often serve as a simpli 
fied method of moving dry sugar 
The bags are piled directly on these 
at the loading point, and are con 
veyed by electric or hand trucks to 
More and 


more, the sugar breaking and stor 


the point of storage 


age tanks are being located on the 
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ground floor. This is carried out 
on the assumption that it is cheaper 
and easier to pump syrup upstairs 
than to carry it up, or to move it 
up by elevator. The storage room 
and sugar breaking tank, however, 
should be 
rooms, cut off from the bottling de- 
should be 
fully enclosed so that dust and 


located in separate 


partment Joth rooms 


steam cannot enter 

This primary simple syrup mix- 
ing room should be equipped with 
a syrup filter, a pump and a floor 
drain, and should preferably have 
a tiled floor and walls, at least to 
a height of 5 ft. or so. This material 
is the easiest to wash down and to 
maintain in a sanitary condition, 
so that labor is saved in its proper 
maintenance. Again, we safeguard 
against possible losses from spoil- 
age. The syrup pump should have, 
by preference, paper as a filtering 
agent. As this material is discarded 
daily, there is no need for washing 
or boiling filter cloths, and another 
possible source of contamination 1s 
avoided. 

Another asset for this room is an 
intake fan with a spun glass air 
filter, so that the incoming air is 
not so likely to be a carrier of 


yeast spores. (This particularly ap- 


plies to plants located near a brew- 


ery or a bakery 


The same specifications as to 


floors and walls, etc. apply to the 
regular syrup room on the floor 
above the filler, where the flavor 


is added and mixed. 


Handling Liquid Sugar 

When liquid sugar is used, the 
recommendations of the manufac- 
turer should be followed. The stor- 
age tank, or tanks, should be lo- 
cated inside the building and should 
be protected against cold draughts 
As the sugar is delivered warm, 
cold draughts or a cold tank cause 
undue condensation, with the con- 
sequence that a thin layer of di- 
luted syrup is formed on the sur- 
face. This can be an ideal breeding 
ground for bacterial or yeast 
growth. 

Several types of lamps are avail- 
able to deactivate organisms at this 
point. These are certainly recom- 
mended, but they are effective in 
only a limited radius, and their in- 
stallation is no cure-all or guaranty 
of a_ trouble-free product. Two 
holding tanks are desirable, so that 
one may be periodically cleaned and 
sterilized while the other is in use. 

There are certain materials that 
are to be preferred for all equip- 
ment in contact with the syrup. For 
tanks, either stainless steel, glass 
stainless clad steel are 
These 


smooth and unbroken surface that 


lined or 
good materials present a 
is easy to keep clean and sanitary. 

Stainless steel is also the first 
choice for valves and piping. Where 
a flexible hose is necessary, either 
plastic or a high grade dairy hose 
is acceptable. The material should 
be resistant to the cleaning mate- 
rial, to weak acids, and of course 
to hot water. 

Unnecessary equipment should in 
every case be eliminated from the 
syrup room. Such things as wooded 
paddies or measuring sticks have 
no place in the modern plants, as 
they harbor spoilage organisms in 
droves. 

All sugar breaking tanks, mixing 
tanks, pipe lines and other equip- 
ment into which, or through which 
your syrup passes should get vigor- 
daily. 
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Most Models Available with Optional Lift or Slide Lids! , NAME 
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Get your beverage tuto 
_ tet Be Best consumer spots 





@ Step up your sales by adding new retail outlets now! Open up 
choice locations easier . . . quicker by offering dealers the com- 











plete QUIKOLD cooler line from which they can select just the 
right model, size, and type to best fit their individual desires and 





1950 


requirements. 


Dealers approve of the carefree simplicity — the 
smart modern lines — the quality all-steel rust resist- 
ant construction — the easy-to-keep-clean lustrous 
baked-on finish—and the attractive price of QUIKOLD 
coolers. Thousands of QUIKOLD coolers have been 
in use many years . . . have stood the test of time 
and hard usage. Backed by years of experience and 
a pioneer of the industry. Sold direct to you at money 
saving prices. 


Why not use QUIKOLD coolers bearing your trade- 
mark in approved colors as the wedge to get your 
drink into new outlets now? There's no need to take 
chances with a limited or untried line. Pick the leader 
—QUIKOLD—and pick up new outlets, more volume, 
more profit. Order now for prompt delivery. 


$2S. Preduets., ine. 


P.O. BOX 1047 LIMA, OHIO PHONE 9-1031 


Colorful descriptive Catalog 
will be sent FREE on request! 


BEVERAGE 
COOLERS 
Gentlemen: . 


Without obligation, please send catalog 
and prices on QuiKold beverage coolers to: 
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uGrape Bottlers 
S, tuneful, sell-tu 


In addition, N 

inside and outside displays effective newspaper ad 
spots and a strikingly different poster campaign working for them. 
NuGrape going places in '50. Want to go along? 
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here can raise your sugar costs tre- 
mendously. When a finished drink 
has to be dumped, either before, 
or worse, after delivery to custom- 
ers, you lose much more than the 
cost of the sugar. You lose the 
flavor, the acid, the gas, the crowns 
and the labor. Also, some good will, 
and often some customers, if the 
yoods were returned. 

\ good rule is to make a prac- 
tice of allowing at least a_ half 
hour’s clean-up in each eight hour 
day. To do less is to risk sacrificing 
the other 7‘ hrs. work. Translated 
into dollars and cents, this means 
that only 6c of your labor dollar, 
spent on cleaning up, will protect 
both the other 94c¢ and the entire 


day’s output 


Sampling Emphasized At 


Squirt Bottlers’ Meetings 


Consumer sampling is a proved 
means of increasing business, and 
should be used more extensively, 
Squirt bottlers were advised re 
cently 

At regional meetings held in 
seven cities, officials of the parent 
Squirt Co., Beverly Hills, Calif., 
told bottlers that sampling offers a 
means of developing new customers 
and maintaining the business of 


present ones 
‘ 


The parent company executives 
who conducted the meetings were 
Edward W. Mehren, president ; He- 
bert S. Bishop, vice-president; Bill 
Jay, sales manager, and Reg Lo- 
wander, advertising and sales pro- 


motion manager 


Pepsi-Cola In New 


Coast Headquarters 


The headquarters of the Pacific 
Division of the Pepsi-Cola Company, 
for several months located in the 
Central Tower Building, San Fran- 
cisco, Calif., with Harry W. Ches- 
ley Jr. as general manager, have 
been moved to the De Young Build- 
ing, 690 Market St. During the past 
two years, the Pacific Division has 
occupied three locations, with each 
change in the nature of an expan 
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THE 
Sparkling Beauty of 
REED GLASS 
and Reed Applied 
Color Lettering 


WIN MORE ATTENTION 
PRODUCE MORE SALES 
FOR YOUR BEVERAGE! 


The EXTRA STAMINA of 
Reed Glass keeps your 
bottles rolling, trip after 
trip, cutting replacement 


costs! 


With Reed’s A-C-L process, 
your label is fused right into 
the glass itself, where the 
colors and letters remain 
bright and clear... through 
endless soaking, washing, 
sterilizing and handling. 
Write today for informa- 
tion on our standard or spe- 
cial molds to meet your 
requirements. 


$$ CO., INC 


or A em AOI 








YOUR TRUCKS are delivery machines that should be just as 
efficient as the most modern bottling machine in your plant. 
The new White 3000 is today’s best reason to modernize 
because it is designed for greater usefulness and economy. 

It’s thrifty in heavy traffic because this new White saves 
maneuvering time in every delivery operation. It saves driver 
time because of its low loading and unloading height... 
easily accessible, low cab . . . new driving ease. 

New safety advantages . . . extra load capacity... substan- 
tial maintenance savings are all exclusive features that mean 
more deliveries in shorter time at lowest cost. 

Your White Representative will be glad to show you how 
modernization with the White 3000 pays its way in economy 
and efficiency. . . year after year! 














Tips its cab to serv’ce 


THE WHITE MOTOR COMPANY 


Cleveland 1, Ohio, U. S. A. 
THE WHITE MOTOR COMPANY OF CANADA LIMITED «+ FACTORY AT MONTREAL 


F th 50 s the greatest name in trucks SUPER POWER 
or more than year 9g 3000 
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Bring your bottle washing Up to-date 


With 


YUNDT 


filtration 


. 
‘ 
: 
: 
i 
: 
: 


If youre interested in consistently cleaner bottles 


at substantially lower costs... then consider what 


Yundt Caustic Filtration can do for you: 


@ It keeps the washer solution constantly fresh and 
clean—prolongs caustic life indefinitely. Bottles are 
washed in solution that is always at the peak of 


cleansing efliciency. 


SE AR RL LEN ARTE 


@ It cuts caustic consumption (and costs) as much as 
90°, at an average cost of less than 35 cents a day 
for the filtering agent used. 


It eliminates the dirty, dangerous job of cleaning 

out tank dirt and sludge. All insoluble particles are 

continuously removed before they can build up in ° ° ° 

the tank. A simple back-washing operation cleans New Packaged Filtering Unit — 


the filter at the end of each day’s operation. Now...every plant with a capacity of 100 bottles or 


, , : : : . more per minute can enjoy the advantages and economies 

Caustic Filtration is only one of many time-and- of Yundt Caustic Filtration. Regardless of make... if 

money-saving features that make this new Yundt your bottle washing equipment is reasonably new and in 

‘ . : good condition, it will pay you to investigate the packaged 

washer a must on your modernization program. filter unit shown above. Operating savings alone will repay 

We invite your inquiry. your initial investment many times over during the life 
span of your present equipment, 
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SEALED-IN FLAVOR 


right from California’s sunny groves... 


BOTTLERS ORANGE 


SODA $i 
Cmca, 2 ot WATER BAS 
Lem ventrated Orange juxe, Citre on 
"Serine Citrate, Orauge Fave 
Net Coy, te Bensonte of Sede 
~ontents Oue U.S. Gallon (3.7851 


Bottle profitably what the consumer Always sold in cans to seal in the 
wants to buy—America’s favorite flavor until you use them. 
orange and lemon drinks, made 


with Exchange fruit juice bases. 


CALIFORNIA 
FRUIT GROWERS EXCHANGE 


Products Department, Ontario, California fe) ¥ t LERS 


400 West Madison Street, Chicago 6, Illinois | U ' Cc é S 
99 Hudson Street, New York 13, N.Y. 
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labeling jobs 


— Not as tough as illustrated 
— BUT TOUGH! 


HFN — a specialty labeling gum — labels all types of 
glass. Smooth or stippled. Cold or hot, wet or 

dry. Handles all types of label stock — including 
foil. Produces an ice-resistant bond for regular 
printed or varnished labels. A fully ice-proof bond 
for paper-backed foil. Withstands dry refrigeration. 


HFN comes ready for use. It is a ‘‘short'’ adhesive 
with top machining qualities. Extremely tacky. 


Won't crystallize or soften with varying humidities. 
Only a very thin film is required. 


We can show you we mean business. 
Mail the attached coupon! 


Address: 270 Madison Ave., NEW YORK 16; 3461 So. 
Washtenaw Ave., CHICAGO 32; 735 Battery St., SAN 
FRANCISCO 11, and other principal cities. In CANADA: 
National Adhesives (Canada) Ltd., TORONTO, MONTREAL. 
In ENGLAND: National Adhesives, Ltd., SLOUGH. 


€ 


ADHESIVES 


We've got c tough labeling job adhering 


fo 


) Please send 5 gals. of HFN. Bill us at drum price. 
[] Please have a National representative call on 
Mr 
Company 
Address 


i me me rv #8 OF AOwestveé 
FOR ev? &2 enmouesrreeat USE 


ae 
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De 1c10uU$ 
DELAWARE 
\ PUNCH, 


. 


Delicious 


cD ELAWARE 


by z 
a 
1 Pea ot og” 
igs fe i aoe . : | 
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SOME DESIRABLE TERRITORIES STILL OPEN ... FOR FRANCHISE INFORMATION 


i Rmerice 


WRITE TO: \ inoke BALLEW wiLASsoc LATES Dic. 


A MARKETING ORGANIZA SEVEN ELEVEN GULF STATES BUILDING 


= DALLAS. TEXAS 
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THIS KIND OF SELLING 
PAYS OFF! 


A tough problems are keep- 


ing the business boat bobbing up 
and down in our industry. While 
this is troublesome it also presents 
unusual opportunities to the bottler 
with real leadership qualities. ..the 
man who understands the impor- 
tance of superior sales methods and 
is willing to work hard to apply 
them in his own business 

The gravy ride has definitely 
ended, and we are now in a highly 
competitive era...in which real 
selling is paying off and bad selling 
fading out 

Horse-and-buggy sales techniques 
won't click today. Alert people now 
are studying how selling can best be 
modernized, where and to whom 
more sales can be made. This is the 
time to rejuvenate merchandising 
and sales training work. 

Here are two ways to intensify 
your own selling efforts: 

y FM velop the customers you al 

ready have 

If you could realize the full po 
tential of all your customers, you'd 
have a veritable gold mine. It’s sur- 
prising how much money the people 
we regard as our regular customers 
contrive to spend elsewhere. This is 
hidden treasure and deserves some 
careful digging 

Of course you should continue to 
work on all the new prospects you 


can; but as one sales expert recently 
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Proper sales work brings 


stated, “One good customer in the 
hand is worth a dozen prospects in 
the bush.” 

Why not broaden out in your ap- 
proaches? Many bottlers and route- 
men complain about one-track buy- 
ing minds in customers. . . but often 
the latter get that way from sales 
people with one-track selling minds. 

It pays constantly to suggest ex- 
tra sales, extra displays, and new 
and better arrangements for your 
lines. Be polite and not high pres- 
sure; but whenever appropriate, 
make suggestions that will lead te 
more business for you! 

In the same manner you can often 
increase your sales by suggesting 
larger quantities. 

For example, a young sergeant 
was passing apricots in small paper 
dishes to the chow line. It was an 
uninteresting job so he decided to 
experiment a little. 

He asked the next few men as 
they came by “You don’t want any 
apricots, do you?” and 90 per cent 
of them said, “No.” 

Then he tried a more positive ap 
proach: “You do want apricots, 
don’t you?” Approximately 50 per 
cent answered, “Oh. ..yeah, I'll take 
some.” 

The sergeant decided to test an- 
other well-known selling technique, 
and started asking, “One dish of 


9 


apricots, or two?” And in spite of 


out new customers and 
makes old ones grow. 


the fact that soldiers don’t like 
Army apricots, 40 per cent took two 
dishes, and 50 per cent took one! 

Will this work in your selling? 
Try it and see! 


Sell—Sell—Sell 


A good salesman is trying to sell 
something all the time. He doesn’t 
make a nuisance of himself, how- 
ever, because he presents his 
thoughts in the light of helping the 
prospect along. Just as you never 
know “where the lightning will 
strike,” you never know’ where 
prospects will blossom or when sales 
talk will hit the jackpot. Your sell- 
ing job is never done! 


» 


2. Help the drifters become regu- 


lar customers. 


Remember the statement in 
Grand Hotel that “people come and 
people go, but nothing ever hap- 
pens?” If such a condition exists 
in your bottling business it is a re- 
flection upon your sales ability. 
for it’s up to you to make things 
happen, and we mean sales. 

There are two kinds of drifters: 
(1) those who drift into your sales 
records for an occasional purchase 
but do most of their business else- 
where, and (2) those who have 
drifted away from you during the 
last few hectic years... perhaps be- 


cause scarcities or rationing made 
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your stocks insufficient to supply 
the needs of all. Or it may have been 
due to this: 

Sometimes, during the war years, 
customers got sore and quit trad 
ing with certain bottling plants be 
cause of some grievance, fancied or 
real and some customers were 
even encouraged by hysterical per- 
sons to keep “little black books.” 
This was pretty small most bot 
tlers were doing the best they could 
Now 


peo- 


under difficult circumstances 


that conditions have changed 


ple are quick to toss the little black 
books in the ash can and forget the 
past 

You can help them in this by 
thoughts to the old 


customers who have drifted away 


turning your 

realizing that an old customer 
regained is a builder of goodwill as 
in the bank. Many 
different methods of doing this are 
One bottler offered 
monthly prizes to employees bring- 


well as money 


being used 


ing back the most lost, strayed or 


stolen customers; another bottler 
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Full Opening Dry Ice Converter installation at the 
7-Up Bottling Co., St. Joseph, Mo 


CUT CO. GAS COSTS TO 50” 


WITH FULL OPENING DRY ICE CONVERTERS 


Pay for Themselves in 
12 to 18 Months 


BECAUSE: Dry Ice is one-half cost of cylin 
der gas. Uses 50-pound cakes 
Eliminate ice breaking and handling. Avail 
able in 300, 600, 750 and 1000-pound dry 
ice capacities—so ice may be bought in 
cost-saving quantity 
the exact weight you are buying. Will han 
dle liquid supply - 


full-size 


And you always know 


no compressors, steam 
coils or other gadgets requiring power or 
maintenance. Made of |" seamless steel to 
A.S.M.E Will withstand most 
extreme pressures encountered in operating 
conditions 


WHAT OUR CUSTOMERS 
SAY... 


. .. Since purchasing our Dry Ice 
Converters from you last sum- 


specifications 


mer we have been able to cut 
our cost on Carbonic Gas 50%. 
L. S. Uzzo 
Eunice 7-Up Bottling Co. | 


... But the main reason we are 
so pleased with our converters is 
the fact that for the year 1949 
they saved us over $5,000.00 on 
our gas expense which more than 
paid for the converters the first 
year in use. Our actual saving on 
gas by using dry ice as compared 
to cylinder gas was 44 1 /3%.... 


Coca-Cola Bottling Co. 
Greenville, S. C. 


Waddy M. Anderson, Jr. | 
Manager 








For More Information Write—- 


DRY ICE CONVERTER CORP. 


320 So. Detroit, Tulsa 3, Okla. — 


ORY ICE 
CONVERTER CORP. 


OKLAHOMA 








worked out a series of clever letters 
for a mail campaign. 
Analyze Customer Gripes 

The best way to bring back vour 
old customers may depend upon why 
they left you. 

Some customers doubtless left be- 
cause of poor delivery service, un- 
avoidable shortages, differences 
over credit, or through trouble with 
the unintentionally rude or green 
people you had to employ. In each 
case, check your records or make 
discreet inquiries and find out the 
reason. Perhaps some sort of apol- 
ogy is called for. Do whatever it 
takes to make the customer “feel all 
right” about such matters, and 
you’re back in the groove again. 

The former customer who “sim 
ply forgot about you” should not be 
difficult to woo; just bring vourself 
to his attention again. Some tele- 
both, 
should explain that you miss this 
Don’t 


past but 


phone calls or letters, or 


customer’s valued business 
be apologetic about the 
state that you are now in good shape 
to handle his requirements. Instead 
of being negative, use the positive 
him to take ad- 


approach; invite 


vantage of some special offer or 
service now available. 

The customers lost through in 
adequate or unsatisfactory contacts 
during the 


period of shortages 


should now be shown the attention 
they crave. Let them know you are 
truly interested in them and their 
patronage 

If a customer left you because 


competitors made more attractive 


offers, then it is necessary for you 
to sell yourself all over again .to 
convince him that you have what is 
best for him in merchandise or in 
service, ideas, and help—or in ac 
tual profit opportunities 
This is the way to realize the 
sales counterpart for that old say 
ing, “make two blades of grass grow 
where only one grew before”: 
(1) Go after the big business in 
drifted 
and bring them back; (2 


old customers who have 
away 
treasures in all 


and sell them 


go after hidden 
present customers 


more 
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- «the MEYER QDamore 
| | is TOPS for BOTTLE CLEANING! 


Bottlers the world over have found that there is no sub- 
stitute for the Meyer method of water-flooded brush scrub- 
bing——inside and out—to produce cleanest bottles as only 
the DUMORE can. Add to this the unequalled efficiency 
of the Meyer Syn-Cro-Mix beverage filling system in pro- 
ducing constantly uniform quality . . . and you can see 
why MEYER equipment is used the world over by bottlers 
of all flavors of carbonated beverages. For details, send for 
a copy of Bulletin SY-126. 


Rely, 
Wry 
EYER 


yan < 


GEO. J. MEYER MANUFACTURING CO. ; be 
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WANT TO KNOW WHY? 


Consumers naturally go for carbon- 
ated beverages that taste better. And 
it’s a fact that Merck Citric Acid 
brings out the flavor of a good bever- 
age—makes a good flavor taste better. 


* * * 


Other Merck Products for the Bottler: 


Lactic Acid 
Mineral Salts Phosphoric Acid 
Sodium Benzoate 


Sodium Citrate Tartarie Acid 


MERCK & CO., INC. 
Manufacturing Chemists 


RAHWAY, N. J. 


New York, N. Y. + Philadelphia, Pa. 
St. Louis, Mo. + Chicago, Ill. - Elkton, Va 
Los Angeles, Calif. 
In Canada: MERCK & CO. Limited 
Montreal « Toronto « Vallevfield 


erck Citric Acid 
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THIRSTY OR NOT 
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Distribution and availability are quickly established 
with Grapette. Consumers like Grapette. Dealers like 
the fact that Grapette takes up little room in the 
cooler. The first year can be highly profitable. 


Same quantity as in more 
/ ADVERTISED, IIN 
Avveatisto 


than 50% of all soft drinks 
MEDICAL 
ASSOCIATION 


consumed. 
PUBLICATIONS 


THE GRAPETTE COMPANY, INC. 


CAMDEN, ARKANSAS 





Plan Now To Put The New 
ERMOLD L717 UNPACKER 
On Your Line in 1950 


Hinged safety glass 
windows provide 
maximum safety 
without loss of ac- 
cessibility or visi- 
bility. 


Photo-electric eye 
control interrupts 
unpacking cycle if 
containers are not 
clear of machine. 














Colored signal 
lights indicate cause 
of interruption. 


Automatic control 
stops machine if 
flow of full cases is 
interrupted 


Carton flap guide 


Ny Right or left hand 
case feed optional 


Operational adjustments 


Handles any stand- 
ard size container 
packed in any uni- 


Compact. Overall dimen- 
sions are approximately 


are readily accessible 
Changeover to different 


6x6 «6. 


form carton, case 


or tray. 


After years of research and field work, Ermold has designed the most 
practical, most economical method of removing standard containers from 
cartons, cases or trays and placing the containers on the line. Plan now 
to integrate this new Ermold Automatic Unpacker into your production 


set-up in 1950, 


Here’s what the new Ermold Auto- 
matic Unpacker will do: 


@ It cakes filled or partially filled 
cases and discharges the containers 
on a continuous conveyor while dis- 
charging the empty cases on either 


2 OWARE 


the right or left side. 
@ It automatically rejects odd size 
or badly damaged cases, under or 


overlength or broken bottles, 


@ Fully automatic safety devices not 


size containers or cases 
is a matter of minutes 


only protect employees, but also pre- 
vent damage to the machine. 


@ Output of the Ermold Automatic 
Unpacker is ample to meet most 
practical operating needs. 


The new Ermold Automatic Unpack- 
er is now being manufactured in 
quantity. Your Ermold representative 
will be glad to give you all the facts 
and show you how this new machine 
can be put to work in your plant. 
Write us today, 


ERMOLD COMPANY 


652 HUDSON STREET, NEW YORK 14, N. Y. 
OFFICES: BOSTON * CHICAGO * CLEVELAND * LOS ANGELES * MONTREAL « ST. LOUIS * SAN FRANCISCO * TORONTO * MEXICO * CUBA * ENGLAND 
FOUNDED 1880 . Famed for Labeling Leadership for 70 Years « \NCORPORATED 1911 
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A METER PLAN HELPS YOU SELL? 


is all your dealers pay to own 


“ KELVINATOR 
BEVERAGE COOLER! 


No Down Payment! The easy 
Meter Plan offers a real induce- 
ment to your dealers to buy 
Kelvinator Beverage Coolers. 
Small daily payments are de- 
posited in the meter. The Cooler 
is easily paid for on the same 
basis as most everything else 
purchased by the average store. 

This gives you an opportunity 
to get Free point-of-purchase 
advertising where it counts the 


most. You can increase sales in 





low volume stops, and decrease 
your delivery costs. Let a Kel- 
vinator Cooler be your silent 
salesman. 

For full particulars fill in this 


coupon today! 


oh Beverage Cooler Department, Nasu-Kevvinaton Conron ation 
14250 Plymouth Road, Detroit 32, Michigan 


Cut out coupon. Gentlemen: Please send me pricing inforraation on the new Kelvinator Beverage 
Paste on penny Cooler. Also send me without cost or obh jon your illustrated booklet “Bottlers’ 
Operating Guide™ containing information on how to sell, service, and finance my 


postcard and mail own Cooler Program 
TODAY! 


\ Mail this coupon today — 
QPERATING and receive by return mail 
, , this booklet crammed full 
Wine 1 of valuable information on STREET ADDRESS 
f ° how to sell, service and 
finance your own Cooler 


Program 





“Buvez Coca-Cola” 


and west meets east in 
the pause that refreshes 


In Bangkok, where temple bells commingle 
strangely with the tempo of modern business, 
a western custom has found hearty accept- 
ance. With Thailanders, as with people 
everywhere, Coca-Cola and the pause that 
refreshes: have become part of daily living 
just as both provide welcome, pleasant 
moments to people here at home. 
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To Give You Convenient, Practical, 3-Way Protection! 


1 Provides Amazing Kill Power per Galion. . . assures rapid, com- 
plete kill with less insecticide solution . . . harmless to food and 
humans! 


2 Fogs Insects to Death. . . famous patented Enoz Vaporizer creates 
powerful fog . . . penetrates every nook and crevice . . . forces 

insects out in open to die! 

3 Complete; System is easy to install . . . simple to operate . . . 
saves money, labor. . . convenient, fast, perfect for preventive 

maintenance! 

Here’s complete, convenient, thru-out-the-plant, year ‘round insect 

control. Investigate the outstanding Enoz System today! Let an Enoz 

demonstration show you the difference in your own plant! Mail the 

handy coupon now or write: 


THE DIVERSEY CORPORATION 


Industrial Insecticides Department 
1820 Roscoe Street e« Chicago 13, Illinois 
In Canada: The Diversey Corporation (Canada) Ltd., 100 Adelaide Street West, Toronto 
MAIL THIS COUPON FOR FREE DEMONSTRATION 
ENOZ VAPORIZERS 


are supplied to users of Please have a Diversey D-Man call and demonstrate the Enoz System 


e of Modern Insect Control in our plant at no obligation to us. 
Enoz Insecticides. : 


NAME 

POSITION 
COMPANY NAME 
STREET 

CITY 


poem errs e reser 
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Crown has its own steel-reducing mill. Here the 


steel is reduced to the exact thickness best 
suited for making crown shells. 


Composition cork discs are sliced 
to exact thickness by the razor- 
sharp knives of this exclusive Crown 


machine. 


Electrolytic tin coating is another of 


—_ Firat with Cy impotlont Crown's exclusive manufacturing 


methods which helps to insure 


improvement] ot beverage ualing! uniformity. 


Te CPC PPP 
eer? eee 
ee? . 


We have recently issued an illustrated 
book, “Story of the Crown Cork,” 
which takes you on a trip through 
Crown's main plant in Baltimore. 
Step by step it shows how crown 
corks are made and the methods used 
in protecting the quality of CCS 
Crowns If you haven't received a 
copy, we will be glad to send you 
one on request 
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ALMOST anyone can turn out a product that /ooks like a CCS Crown. But the 
overwhelming preference for CCS Crowns is due to things that the eye cannot see. Q It 
results from Crown's exclusive manufacturing methods... the controlled quality 
of the cork and the metal... the exacting specifications and rigid tolerances which 
CCS Crowns must constantly meet. @ To maintain closer control 
of quality, Crown today produces many of the raw materials it uses. By starting with 
the raw materials and checking every step of manufacture, Crown laboratories thus 
e have better 
set the standard of quality ~-«:«:«. 
quality of the 
finished crown corks. Q It has taken years of experience to develop this fine production 
technique. But is pays off for you in the better performance of CCS Crowns on your 
bottling line. Users everywhere agree they are unequalled for all 


: d atisfaction. C ‘n Cork & Seal C any, Balti > 3, , 
sy ne lite ) 1round satisfaction. Crown Cork & Seal Company, Baltimore 3, Md 


+ a Originators and World's Largest Makers of Crown Corks. 
TTC ; 


— with crowns of dependable quality 


— when you want them 


- ot — where you want them 
Yer 


In the assembly machines, 
finished crown corks pass 
through hopper and chute at 
a speed far beyond that of 
the fastest bottling machines. 
Every crown cork is thus 
pre-tested before it leaves 
the factory. 


The cutting and forming dies of 
this huge punch press are constantly in- 
spected to assure accurate formation of 


every crown shell. 
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Know Your 
Ingredient 
Costs 


Per Case ‘ 


COSTS ARE A VITAL FACTOR in the beverage in- 
dustry today, and this bettler is shown in his 
office studying an analysis of his ingredient costs 
per case of finished drink, This information was 
prepared for him without charge by Hurty-Pee k’s 
helpful service department. He thereby has a 
complete and accurate breakdown as to what his 
costs actually are on each particular flavor in his 
line... and he also knows whether or not he can 


bottle each one profitably. 


+ 
THIS THRIFTY BOTTLER is telling a 


Hurty-Peck field representative what 
. he pays for sugar, flavor, acid and other 
ingredients. With this information. the 
fieldman will figure, right on the spot. 
the exact case cost of ingredients for 
each bey erage this bottler produces. Or 
the same information may be sent di- 
reet to the Hurty-Peck plant for figur- 
ing. Each cost analysis is individually 
prepared—tailor-made to a_bottler’s 
own conditions, sugar costs, bottle 


sizes, ete, 


— 
WITH COST SHEET IN HAND, this 


' RK: ES tay g 
bottler knows how many cases he reyrr sittdiin. 
should get from a run. He is shown : . “ SR Eia ee 

bbb heme eee eeee is: 
counting the number of cases actually weee 


produced to make sure his yield is cor- revi ; . ‘ ; ponies reemras Tr TEEE a 
reet. Hle knows that a short yield would ee ee. ES - 
make his ingredient costs per case ¥s ' A had s upkiidc 
higher than normal: and that too large ’ hh samt 

a vield would mean his beverages con- vaoarengey ren n ibbdae f 

tain less than the desired amount of a " 

flavor, sugar, and acid. The analysis 

sheet on which cost figures are sub- 

mitted, shows in clear, concise form the 

ease vield which should be obtained 

from the bateh, the cost of each ingre- 

dient contained in that batch and the 


ingredient cost per case 


HURTY-PECK & COMPANY 


Makers of Quality ‘‘Superb’’ Flavors 


lake advantage of this fine, free 
helpful service. An accurate knowl- 


edge of your costs is important to you, Indianapolis 7, ind. Santa Ana, Calif. 


56 National Bottlers’ Gazette 





MORE CASES 
The New HERMAN 5-case wide Bottlers’ ON SAME 
Body is now available. 10, 11 and 12 cases long IS VA 3 


(4 and 5 cases high). 


CHASSIS 


It’s another first by HERMAN — the biggest name in 
bottlers’ bodies . . . another big improvement in body 
construction. It offers more pay-load capacity on the 
same size chassis. This means your driver salesmen 
can SELL MORE beverages each trip . . . make more 
money for you. 


Added to the other HERMAN advantages of All-Steel 
. . . All-Welded construction . . . Industry Designed 
Styling ... and Streamlined Beauty it makes HERMAN 


. GET THE FACTS! FILL IN 
the best buy in Bottlers’ Bodies . . . by far! 


AND MAIL COUPON FOR 
BUY THE BEST FROM THE LARGEST BODY BUILDER DETAILED DESCRIPTION. 














Please send me literature on the new — 
HERMAN Bofttler’s Body 

















Name and Title 


(DN ONM ENA AN MNASM haNo™ 


i ee 
HERMAN {eo} >) d co. Address — 
4400 CLAYTON AVE. « ST. LOUIS 10, MO. City____- Zone ___State 


N.B.G. 4-5-6 
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SODIUM = 4 
BENZOATE 
FLAKES 4 


flakes easier to use 
practically 


Many bottlers and makers 
of fountain syrups prefer 
Monsanto Sodium Benzoate 
Flakes for the ease with 
which they are applied 


Monsanto produces sodium 
benzoate, U.S.P., in two forms 

flakes and powder, assay 
ing 99.50° purity 


For quotations and samples of 

Monsanto Sodium Benzoate 

and for free literature, mail 

‘ the coupon or contact the near- 
flakes | est Monsanto Sales Office. 
" MONSANTO CHEMICAL 
COMPANY, Organic Chem 
icals Division, 1741-B South 
Second St., St. Louis 4, Mo 


do notcake WJ 


or ball 48 


: 
| DISTRICT SALES OFFICES: Bir 
] mingham, Koston, Charlotte, Chicago 
| Cincinnati, Cleveland, Detroit, Hous 
| ton, Los reles, New York, Philadel 
: phia, Portland, Ore., San Francisco 
: Seattle. In Canada, Monsanto (Can 
sda) Ltd., Montrea 

: 


flakes MONSANTO 


dissolve CHEMICALS ~ PLASTICS 
instantly 


SERVING INDUSTRY WHICH SERVES MANKIN 


58 
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FOR THE 


BIG JOB = 


—— OR THE = 


=e 


There's a 
Schaefer Brush 
for every application 





BY SCHAEFER 


@ Every Schaefer Brush has been designed for a specific 
task based upon careful study and research. More than 40 
years of brush making know-how backs every 
Schaefer brush . . . your assurance of the finest 
brushes obtainable today. Each Schaefer Brush is fully 
guaranteed against inferior materials or faulty workmanship. 


Send Your Cleaning Problems to Schaefer 


SCHAEFER BRUSH MFG. CO. 


117 W. Walker St., Milwoukee 4, Wis. 


dl 
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- Since its introduction 
in 1930, 7-Up has made 
a national sales gain 


The All-Family Drink ! 


sii 


Li 
| 
“ 


Aes 


re 
Ny wp “prs 


Jou bike 10 tt likes YOU / 


THE SEVEN-UP COMPANY, St. Louis, Missouri 


39 
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it’s RUGGED, Dependable- 
Cuts bottle cleaning costs 


THE W Super | 
MITOMI 


eg 








yo rugged construction, long life and trouble- 
free operation of the famous Barry-Wehmiller 
Super “National” bottle cleaner make it the true 
“work horse” of every bottling plant. Its ability 
to deliver thousands of thoroughly clean, spark- 
ling bottles day after day and year after year 
with a minimum of maintenance has made it 


first choice of bottle shops everywhere, 


The Super “National” is adaptable to all space 


and layout requirements. Six standard floor styles 


are available. Soaker loading operations can be on 
another floor, or removed from the other cleaning 
processes. Bottle breakage is held to a minimum 
because of gentle operations and gradual tem- 


perature changes. 


With either brush or hydro washers, the Super 
“National” is a production expediter and profit 
maker for any plant. Write for full information 
on the model that meets your bottle cleaning 


requirements, 


BARRY-WEHMILLER. MACHINERY. Co: 


1950—OUR 65th ANNIVERSARY . 


ST. LOUIS, MISSOURI, U.S. A. 
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PWATER TREATING PL 
FOR 





Coca-Cora Borriuine Company or Warren 
Tanaer. Owe 


HE JBAS Water Conditioning Plant never fails! It in- 
variably produces water that meets and generally surpasses 
the most exacting specifications. Mr. Wm. C. Frick, Secy.- 
Treas. of Coca-Cola Bottling Co. of Warren, Ohio, freely ex- 
presses his satisfaction with the JBAS-845 in his letter repro- 
duced here. It’s a real pleasure to add his name to an already 
long list (over 500) of JBAS owners who maintain absolute 
control of the quality and uniformity of the water they use. 


Don’t take chances on ordinary or improperly treated water. 
It can easily cause .. 1. Excessive foaming, 2. Poor carbonation, 
3. Loss of syrup flavors, 4. Costly returned goods, 5. Bad ap- 
pearance. Get complete information today. Ask our nearest 
field engineer or write us for the Water Conditioning Analysis 
Sheet described below. 


ce cee eee ee ee ee ee ee we we we we we ee y 
FREE LABORATORY SERVICE... SEND FOR 


THIS WATER CONDITIONING ANALYSIS SHEET! 


| 
Make sure your water meets the exacting specifi- | 
cations you require. Send for our Water Analysis | 
Sheet, then fill in and return it with a sample. You : 

will receive our laboratory analysis and report a eS | 
promptly. A valuable INFILCO CHEMICAL CAL- . | 
CULATOR slide rule sent FREE to all who return 

our analysis sheet properly completed. No cost | 
or obligation is involved for this laboratory service | 


© BETTER WATER CONDITIONING ® 
AND WASTE TREATMENT SINCE 
1894 


SALES OFFICES IN TWEMTY SIX PRINCIPAL CITLES 
‘WORLD'S LEADING MANUFACTURERS OF WATER CONDITIONING AND WASTE TREATING EQUIPMENT 
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Mr. Fred Prescott, (left), Mr. R. L. Prescott 
Sr. (center), Mr. R. L. Prescott, Jr. (right). 
Double-Cola Bottling Company, Tullahoma, 
Tennessee. Double-Cola bottlers for 12 years. 


DRINK 


Mr. George Leon, Sr. (left), Mr. George : 
Leon, Jr. (right). Try-Me Bottling 
y, Savannah, Georgia. 


Mr. Bob Menteer (left), Mr. Tom 
Menteer (right). Double-Cola Bottling 
Company, Jefferson City, Missouri. 
Double-Cola bottlers for 11 yea 


a is. 


t 
~A 
(| — 
[meet - 


a 


he 


Mr.G. A. Dugger (left), Mr. M. F. Dugger 

(right). Double-Cola Bottling Company, 

Lawrenceburg, Tennessee. Double -Cola 
bottlers for 9 years. 
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(Continued from page 6) 


of orange-flavored soft drinks (estimated sales $75 
million annually). . . . Grapette reported to have 
spent $1,750,000 on advertising in 1949—or around 
38°). of its dollar sales. 


Costs-Prices Discussed At Maryland 
Convention 


Over 100 bottlers registered for the annual con- 
vention of the Maryland Bottlers of Carbonated 
Beverages held in Baltimore, Saturday, April 29. 


The one-day session had an unusually large list of 
scheduled speakers, who discussed a wide variety of 
subjects. They included C. S. Brinsfield, Commis- 
sioner of the State Food & Drug Dept., who dis 
cussed the Health Department regulations; Edwin 
A. Snyder, Inspector for the Department; Joseph 
F. Hale, Bottlers’ Service Dept., Nehi Corporation, 
Columbus, Ga., who in a. slide-illustrated talk 
showed the bottlers how they could cut plant ex- 
penses; D. B. Stone, Crown Cork & Seal Company, 
who discussed the factors of obsolescence in the use 
of bottling machinery; John F. Leary, Newburyport, 
Mass., who described A.B.C.B. services and’ out- 
lined the program of the national association to re 
duce the price of sugar; J. Willard Pipes, Vice 
President, Consolidated Cork Co., Brooklyn, N. Y., 
who made an inspiring talk on the future of the 





The zest is in the flavor . . . and in the new 


soft drink industry; Col. Ed M. Kirby, who made a 
business NIFTY Fruit Flavors will get for you! 


progress report on the movement to introduce inter- 


APA ALMA IAL AA Ak OEE 


Order a trial gallon . . . See for 


yourself. 


PINEAPPLE 


Packed with ripened pineapple-flavor. 
Tremendously popular. A 1-16 con- 
centrate. 


BLACK CHERRY 


A sensational honest - to - goodness 
Fruit Flavor made from real fresh 
cherries. 4 oz. Product. 


BLACK RASPBERRY 


Terrifically popular because it's made 
from delicious fresh berries. 4 oz. 
Product. 


BOTTLED UNDER YOUR OWN NAME — IF DESIRED 


@ CROWNS AVAILABLE 


@ BOTTLES AVAILABLE © ADVERTISING AVAILABLE 


SALIENT FLAVORING CORP, 


45 Suffolk Street 
et a 


mediate coinage; John J. Riley, Secretary, A.B.C.B., 
who discussed “Sales, Cost and Profits’, using new 


and interesting figures recently developed by the na- 
tional association; and M. J. Becker, N.B.G. Editor, 
who spoke on the price situation. 


In the elections, W. C. Franklin, Royal-Crown 
Bottling Co., Baltimore, Md., was re-elected Presi 
dent. Other officers are:—J. Robert Shanks, W. J, 
B. Shanks Co., Baltimore, Treasurer; W. L. Bartels, 
Popular Club Bottling Co., Baltimore, First Vice 
President; Armand Kemper, Gosman Co., Balti 
more, Second Vice President; and Harry S. Phillips, 
Phillips Bros., Baltimore, Third Vice President. 


Members of the Board of Directors, chosen to 


serve for two years, include Abe Lapides, Guy E 
Kelly, Rodger Davis, W. E. Morgan, J. E. Coons 


and Geo. R. Griggs, Jr. Those who continue on the 


Board include Albert Fine, John W. Basil, J. J 
Reinhard, M. C. Jones, John Regester and Joe 


Lapides. 





FO ciel 


Rule of Facts 


for measur 


Advertising Values 





dL 


Send the Right 
Message to the 

Right People 
Paid subscriptions and re- 
newals, as defined by A.B.C. 
standards, indicate a reader 
audience that has responded 
to a publication's editorial 
appeal. With the interests 
of readers thus identified, it 
becomes possible to reach 
specialized groups effective- 
ly with specialized adver- 
tising appeals. 
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A.B.¢ 


HERE is no substitute for FACTS. That goes 
for measuring advertising values or making 
laboratory tests of materials for your factory. 
When you buy advertising space in a publication you 


- have a cash investment in every copy of the issue that 


carries your sales message. Obviously some of the 
people who receive the paper are better prospects for 
your goods and services than others. Thus the distribu- 
tion of your advertising, via the publication, becomes 
a No. | factor in the success or failure of your invest- 
ment. To appraise a publication’s advertising value to 
your business therefore it is necessary to have all the 
facts about its circulation. 

Factual information regarding the identity, quality 
and size of business paper audiences is available to 
advertisers in the reports issued by the Audit Bureau of 
Circulations. The Bureau, a cooperative association of 
3300 advertisers, advertising agencies and publishers, 
has established standards for measuring circulations— 
maintains a staff of experienced circulation auditors to 
audit the circulations of publisher members—issues 
the information thus obtained in A.B.C. reports for 
space buyers to use in evaluating, comparing and 
selecting media. 

The audited information in A.B.C. business paper 
reports includes the answers to these questions: How 
much paid circulation? How much unpaid? What do 
subscribers pay? What is their occupation or kind of 
business? Were premiums used as circulation induce- 
ments? How many subscribers renewed? How many 
are in arrears? Where are the subscribers located? 

By using the audited information in A.B.C. reports 
in connection with market facts you can accurately 
judge media for its advertising value to your business. 
This business paper is a member of the Audit Bureau of 
Circulations. Ask for a copy of our A.B.C, report 
and then study it. 
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THE WORLD'S 


cleanest 


MOTOR 


ADVANCED IN STYLING 
IMMACULATE ENAMEL FINISH 
KEEPS SPIC-AND-SPAN 
MEETS SANITATION CODES 


“Special” Heavy Duty 
Bottle Opener. An ideal 
opener for heavy duty No: 304 
use. Made with extra Extra Long “Over 
strong steel finished The Top” Bottle 
in bright polished Opener. Handy 
nickel. and rugged. Affords 
unusually comfort- 
able grip. Heavy steel 
with bright polished 
nickel finish. 


JOD 


eS 
S39VH3A 38 


_— 





No. 3 


“Never Slip Bottle 4 — no 
Opener. Compact yet Ge . Gexbola an RS eo 
sturdy. Ideal for use ~W a ; 


on key ring. Made of we ° The attention-winning motor 


steel with bright pol- 
ished nickel finish. 


oe 


Ne. 205 ~~ increases shop pride and product appeal 
Wire Bottle Opener. A (67 : \ 
popular heavy duty /§| The U. S. Sanitary Motor reflects the newest styl- 
wire opener. Made with ing in motor power. It adds sales appeal to any 
No. 6 gauge stast wire \ powered equipment and gives plant workers 
in copper or bright pel- \. ° ‘ as A 
tehed niche? Rulel. SY new inspiration to keep equipment clean and 
\ ; orderly. There are no grooves in which water or 
dirt can lodge. It can be quickly cleansed by 
hosing or wiping with a cloth. The surface is 
finished in baked gleaming white enamel. Insula- 
tion is moisture-resistant. Type CT is totally en- 
closed; ratings, 2 to 2 hp. Type CP is splashproof, 
equipped with a removable screen; ratings, 3 to 
72 hp. Available with or without feet and with 
face type brackets for direct connection. 


U.S. ELECTRICAL MOTORS. Inc. 
Los Angeles 54, Calif. Milford, Conn. 


N34 0HN30HOS 


WV OSVIIND 


“Never Chip” Stationary Bottle of, ~~ 
Opener. For permanent mounting ] Pau ) 
to permit one-hand operation. Two , / Fe M Oo T O 
mounting screws furnished. Made / 
of heavy steei, cadmium plated to 
prevent rust. 
U.S. ELECTRICAL MOTORS. Inc. NB 


Your advertisement is stamped on ample space available on Los Angeles 54, Calif., or Milford, Conn 


| bove 
each opener as shown by samples abov Send Bulletin 1554 featuring U. S. Sanitary Motor. 


j Coughans alli | 
| 
| 





Company 
VAUGHAN MFG., CO. 
World's Largest Manufacturer of Bottle Openers and Can Openers 
3211 Carroll Avenue, Chicago 24 
Half-Century of Quality and Service 


Address 
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_ Selling 
Slants 


F st impressions are often regarded as superficial, 
yet they are often the deciding impressions. This is as 
true of men as it is of products. It is particularly im- 
portant for the salesman to make good first impres 
sions, and personal appearance has a great deal to do 
with it. No amount of sincere effort or magnetic per- 
sonality can entirely overcome the effect of unsightly 
appearance 

Women have known this for centuries. They are 
highly conscious of first impressions, and therefore 
are usually fastidious about the details of appearance. 

Attractive appearance does not necessarily mean 
expensive or flashy clothes. Quite the contrary—a man 
looks best when he is dressed appropriately for the 
work he is doing. What it does mean is attention to a 
lot of details which are often overlooked, 

Cleanliness is of first importance. Clean blue denims 
or khaki are more attractive than soiled broadcloth, 
ind are the natural garb for a man doing manual work 
\ trim haircut, a clean shave, well-brushed teeth, pol- 
ished shoes, finger nails that wear no bands of mourn- 
ing—these are the little things that don’t cost much, 
take only a little extra effort, and make a man look 
better, feel better, sell better. 

Take a look at yourself every morning before you 
go out on the job. Ask yourself whether what you see 

the mirror is the type of man who could sell you 
a bill of goods, command your respect. Delivering bey 
erages can be hot and dirty work, but there are plenty 
of places along the route where a man can spruce up, 
if he wants to 

The beverage industry has grown up It is now just 
about in the billion dollar class, which is BIG BUSI 
NESS dvertising has set the pace, and competition 
has forced the issue. We see the trend in the improved 
ippearance of bottling plants, delivery trucks, and in 
the caliber of men who are doing the selling 

Most bottlers these days are well aware of the ad 
vantages of furnishing their route salesmen with uni 
forms. Attractive uniforms, properly decorated with 
the company’s insignia, are not only the best possible 
advertisement for the bottler, but they have a de finite 
effect on the morale of the selling organization 

Whether a man wears a uniform or not, he should 
never neglect his personal appearance, fol the self 
assurance which comes with looking right and feeling 


» do with successful selling 


REG. U.S. 


Lemon:Lime 


PAT. OFF. 


oda 


SN 


SUMMER SALES Z 


of course 
En, 


“The year around seller 


with A 
or GROW 
way WOT owing DRINK 


B-1 BEVERAGE COMPANY 
4000 LINDELL BLVD. 
SAINT LOUIS 8, MISSOURI 
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—1N\j 3 OF CERTIFIED 


FOOD COLORS* 


Sterling's Hilton-Davis 
Chemica! Co. Division, Cin- 
cinnati, Ohio, the home of 
PARAKEET COLORS 


A color chemist operating 
spectrophotometer—one 
step in our color control to 
nsure quality. 


*offers a complete line of oe 
Certified Food Colors manufactured . ~_ 
by a leader in the color field for 25 years A, 


« 


~ 
Write us for Prices ard Detailed information. “Wy \ 


Exterarvre Central. 


SUBSIDIARY OF STERLING DRUG INC. 


170 VARICK STREET, NEW YORK 13, N. Y. 
445 Lake Shore Drive, Chicago 11, Hl. 
FACTORY: CINCINNATI, OHIO 
Branch Offices 
Atlanta, Boston, Buffalo, Chicago, Dallas, Kansas City (Mo.), Los Angeles, Minneapolis, Portland (Ore.), St. Louis 


WORLD’S LARGEST SUPPLIERS OF VANILLIN 








Vegetable origin. Produced by 
our patented process from con- 
iferous woods. 


Unlimited supply of basic material. 
Our process is continuous. 


C.P.U.S.P. Pure crystals having 


only the true vanilla-like flavor. 


Never varies. Enables you to use 
: Zimco Lignin Vanillin as a standard 
Dissolves quicker due to its uni- . in determining your formulas. 
form crystalline structure. 


of Zimco pure Lignin Vanillin are imparted 
to your product. 








Externe Aoi. 


SUBSIDIARY OF STERLING DRUG INC. 


170 VARICK STREET, NEW YORK 13, N. Y. 
445 Lake Shore Drive, Chicago 11, IIL. 
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New depositories are relatively 


inexpensive for both small 


and large plants; 


offer time- and labor-saving advantages, 


as well as protection of funds. 


F or years, many large plants 
have been using a money check-in 
system which permits routemen 
to deposit cash receipts and daily 
reports in a “safe” ... and then 
leave the plant promptly. This 
“system” is a night depository 
similar to that used by banks, and 
is far too expensive for installa- 
tion by small and medium-size 
plants 

Recently, a much less expensive 
Drivers’ ‘“After-Hours” Depository 
has been developed by the safe 
companies, which offers the smaller 
operator the same protection and 
time- and labor-saving advantages 
as the larger, costly units afford 
the big plants. 

This depository has two com- 
partments and two doors with a 
hopper on the inside between them. 
The salesmen place their envelopes 
or packages into the upper door 
and down through the _ hopper, 
whence it is removed by the 
cashier from the lower compart- 
ment, through the lower door. The 
capacity is large so that coin a 
cumulation can be handled. 

Its installation eliminates the 


necessity of keeping cashiers on 
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Bill Bookless, routeman for the Gary, Indiana Coca- 
Cola Bottling Co., places his collections in an “After 
Hours” Depository. (Photo courtesy of Valentine Safe 
& Lock Works, La Porte, Indiana.) 





the job “until the last man comes 
in”, and also makes it unnecessary 
for salesmen to “wait around” 
usually at the bottlers’ expense 
while the collections are counted. 

Use of the new depository also 
means reduced insurance costs; it 
carries an “E” burglary insurance 
rate, which is about 70°, lower than 
the “B” rate on many older safes. 
Even more important, its use mini- 
mizes the possibilities of burglaries 
and hold-ups. Criminals  gener- 
ally “case” the scene of their de- 
predations, and once familiar that 
a plant’s funds are protected, will 
look elsewhere. 

Even if it is attacked by bur- 
glars, the chances of actual loss are 
diminished because the solid con- 
struction of the depository provides 
a high degree of resistance 

The walls of the money compart- 
ments are made of solid steel one 
inch thick. The doors are one and 
one-half inch solid steel and both 


are equipped with dial combina- 
tion locks. 

The heavy steel money chest is 
anchored inside a sheet steel clad- 
ding. The concrete in the cladding 
provides added weight, making it 
difficult for burglars to lift or carry 
off the safe. (Most of the new 
depositories weigh at least one 
ton.) The concrete, incidentally, 
also gives a considerable amount of 
fire protection to the contents. 

The unit is obtainable with both 
doors on the same side, in which 
case it simply stands on the floor 
in any convenient space. It is also 
available with doors on opposite 
sides so it may be installed in a 
wall, with the upper door on the 
salesmen’s side and the lower door 
on the cashier’s side. 

The upper compartment (the 
part the salesmen use) houses the 
“hopper” which is a device some- 
what like the one used on the 
larger mail boxes seen on street 
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corners. Once the deposit is placed 
into the hopper, it falls through 
into the lower compartment. It 
cannot be retrieved except through 
the lower door. The upper or 
salesmen’s door, is left standing 
open until the last man uses it. 
Either he, or any one employed as 
watchman or for cleaning at night, 
can close it and turn the dial, thus 
locking it. It is not necessary to 
know the combination to lock the 
door. 
The prices of different units on 
the market vary quite a good deal. 
The usual size has a lower com- 
partment about 20 inches high by 
12 inches wide by 12 inches deep, 
and costs upwards of $500. It 
weighs approximately 2,000 pounds. 
A larger size is also available, 
about 30 inches high, 20 inches 
wide and 20 inches deep for the 
NOW FOR THE FIRST TIME— | i See ee 
A 5-YEAR WARRANTY Bottlers who have already in- 
ON THE HERMETICALLY t | stalled the new depositories are en- 
SEALED UNIT AT NO x 
EXTRA CHARGE!! 


Ruggedly built. Heavy gauge steel welded one- 
piece frame. (Most coolers have no frame.) Smooth . / : 5 die - C ie 
virgin copper sheet tanks. Heavy 3-inch fibre glass ; ~ says that “the only trouble we ever 
insulation. 


thusiastic over their ‘“perform- 
BEV-FOOD ” i. 
COMBINATION COOLER ance.” H. Banser, bookkeeper at 
& FOOD REFRIGERATOR . . . ‘ 
the Coca-Cola plant in Gary, Ind., 


have is just in addition and sub- 
Attractive enamel finish, in your standard color 

baked on ‘'Bonderite" treated steel. Stainless steel a : , : 

sliding or lift lids . And Carl A. Jones, president of 

MASS PRODUCED to give you TODAY'S BIGGEST a Dixie Coca-Cola Bottling Co. of 

| : * . : a : 
VALUES! There's an Artkraft* cooler to fit YOUR Bristol, Va., “would heartily recom 
needs. Send coupon now for complete details : 


traction—and we always had that.” 


mend it to our friends and anyone 
else needing a practical means of 


solving their sales collection needs.” 








32 CASE SPACE-SAVER 


| 
l 
| 
| COOLING OFF 
MANUFACTURING CORP. = 
“Quality Products For Over A Quarter Century"’ | see 
1125 E. Kibby St. Lima, Ohio, U.S.A. | 5 
Please send literature and prices on: | 
Space-Saver Bev-Master 
Bev-Cooler Bev-Food | 
Bev-Giant 
Name | 
Firm | 
Street 
City & State | 


6 CASE BEV-COOLER 


SS 


S 


1 


q “Fire King” William Clatt cools 
off with a bottle of Seven-Up dur- 
ing the recent Winter Carnival at 


24 CASE . 22 CASE St. Paul, Minn. It’s a nice pub- 
BEV-MASTER BEV-GIANT licity shot. 
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Who’s 


your 


best salesman? 


Ours is really something. Genuine. 
Sincere. There’s nothing artificial about him. 

And hard-working? Why, he’s on the job 
when the first store opens .. . and still on the job 
when the last store closes. 

He’s an old-timer, of course. He’s been 
covering his territory for a long time . . . 80 years 


now. It’s a big territory, too... stretches from the 
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Atlantic to the Pacific and from Canada to the Gulf. 

But big as it is, almost everybody in 
that territory has seen him around for as long as 
they can remember. He’s got millions of friends. 

How would you like a salesman like 
Hires? Well, in just the past few months, 48 more 
bottlers have taken him on. Maybe Hires can do 


something for your sales. Why not write? 


THE CHARLES E. HIRES CO. 
206 SOUTH 24th STREET * PHILADELPHIA 3, PA. 
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Ford Rotary Retorts and 
Automatic Boilers Make 
Milk Drinks More Profitable 


Retorts available in 2 sizes, extra 
set of baskets included with each. 
®e@eee  e@ 
Automatic Boiler Equipped with 
© Gas Control © Water Level Control 

®©Low Water Fuel Cut-Off Valve 


© Steam Pressure Control 


ILK DRINKS 


can be more 
profitable! Further 
—the equipment to 
produce milk drinks 
need not be costly 
or complicated. 
In the first place, 


FORD matched 
Rotary Retorts and 


® boilers operate on 


FORD Rotary Retort handles 56 e * 

of 7 ox. botties in 8 baskets. Price lOW-pressure steam. As compared to high press- 
includes 8 extra baskets. During cook- 

ing extra baskets can be loaded, ready 


ing extra baskets can be loaded. ready ure boilers, the initial boiler investment is less 


— se, a a. d T ‘ A P d 
ete ended and sterilized. Price: 

$795.00 f.o.b. Marshall. 116-case re- an ’ genera Yr insurance pena ties an cost y 
tort with 36 baskets $1,295.00 f.o.b. * . ° 

Marshall. inspection under safety codes are avoided. 
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In the second place, you save 
time and labor. Automatic con- 
trols maintain a constant tem- 
perature for each cooking, for 
every batch. Can be left unat- 
tended while cooking. 

You get a_ uniform, high 
quality drink. Rotary motion 
of retort keeps ingredients 
thoroughly mixed while cooking. 
Two steam inlet manifolds re- 
duce warm-up time, assure even 
temperatures throughout and 
eliminate cold spots. 

These features have enabled 


Low Pressure Scotch Marine boilers come equipped as follows: 
gas burner; Magnetro! (automatic fuel cut-off). Automatic water 
level control; hand controlled fuel cut-off; pressure relief valve; 
water level gauge; pressure gauge. 

10 BHP Gas fired, $1,095.00 f.0.b. Marshall. 

19 BHP Gas fired, $1,500.00 f.0.b. Marshall. 

For fuei oil firing, write for information. 


many bottlers to pay for Ford steril- 
izing equipment from current profits! 

If you are not now bottling milk 
drinks, let us show you how they can 
bring you added profit with a low 
investment. 





(5BHP Low Pressure 
Water Tube Boiler 


Designed especially for retorts, 
this 15-HP boiler requires a mini- 
mum of floor space. Initial cost 
of this low-pressure boiler is 
several hundred dollars below 
comparable high-pressure boilers. 
Comes completely equipped as 
follows: 1,000,000 BTU gas burner; 
Magnetrol (automatic fuel cut- 
off); automatic water level con- 
trol; hand controlled fuel cut-off; 
pressure relief valve; water level 
gauge. Can be fired by natural 
or manufactured gas or LPG, only. 
Price: $825.00 f.0.b. Marshall, Tex. 











If you have a line of milk 
drinks, and are not using 
modern, rotary equipment, let 
us show you how to cut pro- 
duction costs. 


Consider these FORD advantages: 


@ Low initial cost. 


@ Low pressure boilers — maintains 
correct cooking temperature auto- 
matically. 


Automatic Boiler Controls. 


Liberal Credit terms — pay as you 
produce. 


Let a Ford low-pressure boiler and re- 
tort team earn profits for you! Write 
or wire today! 


All Ford boilers and retorts are designed and built to comply with the requirements 
of the ASME Code and we are authorized to apply the appropriate code symbols. 


") TANK COMPANY 


2716 WEST HOUSTON AVE. 
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P. 0. Box 569 MARSHALL, TEXAS 
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Division General Foods Corporation 


CUTS CONCENTRATE 


PRICES ) 3 


D RING the past two years Bireley’s, like the rest of the 
soft drink industry, has been hoping for an industry- 
wide improvement in the bottlers’ present close margin of 


operat ion. 


That hasn't happened. Nor does it appear probable that 


such a change will happen in the near future. 


Therefore. as a measure of relief for Bireley’s bottlers, 
we are cutting prices on orange. grape. and berry concen- 
trates. We do this in anticipation that Bireley’s aggressive 


expansion program will, in time. absorb the cost. 


The price reductions are equivalent 


to 5¢ per finished case. 


This means that Bireley’s top-quality beverages are com- 


petitive with any soft drink in your territory. 


The longer you put off adding Bireley’s Fruit Flavor 
Drinks to your line —the more profit possibilities you are 
missing. A Bireley’s field representative will be glad to 
show you facts and figures on the Bireley’s operation. 
Write: Bireley’s Division, General Foods Corporation, 
1127 North Mansfield Avenue, Hollywood 38, California. 
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Every bottler knows—or should 
know—that errors in the selection 
of salesmen or plant personnel rep- 
“leaks” 
in business. A single error in per- 


resent one of the most costly 
sonnel selection can cost anything 
from $1000 to $100,000 or more, 
depending on the circumstances. 
Much can be done to eliminate such 
errors. 

Yet, some bottlers have the im- 
pression that the improvement of 
their present hiring methods calls 
for radical and _ too-expensive 


changes—even to throwing out 
present methods and adopting 
brand new complicated procedures. 
This is not necessary. 
Improvements can be made grad- 
ually and 


inexpensively—adopting 


a new form today, adding better 
selection techniques and procedures 
tomorrow. You can add one im- 
provement at a time to your present 
Even 
check 
plan may double the effectiveness 


hiring or selection methods 
the addition of a telephone 


of personnel selection in many or- 
ganizations. The point is: You can 
build on your present hiring meth- 
ods. Some ways and means for im- 
proving present hiring methods are 
suggested herewith: 


The Telephone Check 
The telephone check is the quick- 


est means of getting information 
about the applicant. More and better 
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information is obtained. It saves 
money, as well as time. 

The telephone check* is a care- 
fully planned inquiry, organized in 
such a way that it gets the neces- 
sary information on every appli- 
cant. It should be used in advance 
of the interview because the main 
objectives of the telephone check 
are: 


To verify statements made by 
applicant in his application. 
To obtain previous employers’ 
estimates of the applicant’s 
strong and weak points for 
the purpose of exploring them 
further in the interview. 

To obtain a general appraisal 
of the applicant from people 
with whom he has actually 
worked. 


To help you prepare in ad- 
infor- 
mation during the interview. 


vance to get complete 


More 
should be consulted 


than one past employer 
in the case of 
each applicant being investigated. 
There is som? risk in judging an 
applicant on the word of only one 
employer. 


*Telephone check patterns, as well 
as patterned interview forms, are 
available at moderate prices from 
the Dartnell Corp., 


wood A vé., 


4,660 Ravens- 
Chicago 40, Ill. 


Hiring 
the Right Man 


The Planned Interview 


Many bottlers—small and large 

have established some sort of 
standards for the interview in se- 
lecting and placing personnel. But 
the interviewing technique gener- 
ally has three great weaknesses: 
(1) the interviewer does not get 
complete or relevant information 
necessary to prevent errors in mak- 
ing a decision—in fact, many inter- 
viewers do not know what informa- 
tion should be sought; (2) experi- 
enced interviewers may be able to 
determine from the information ob- 
tained what an applicant can do, but 
they lack a means for judging what 
he will do on the job; (3) personal 
biases and prejudices enter into the 
interview, and the interviewer is 
influenced in making his decisions 
by promises and general rationali- 
zations of the applicant, rather than 
the facts that show what the ap- 
plicant will do based on what he has 
done. 

A planned, patterned interview 
therefore be designed to 
overcome limitations and faults of 
ordinary interviewing. 


should 


It should make possible a syste- 
matic and complete coverage of all 
necessary information for predict- 
ing the applicant’s probable success 
on the job. It should guide the in- 
terviewer in getting the facts and 
discovering information 
It should pro- 
vide a set of principles for use in 


valuable 
about the applicant. 
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eral OF 10,000 Use. 


An important ingredient of 
successful bottling—ENDURO 
Stainless Steel equipment con- 
tributes sanitation, easy main- 
tenance, efficiency and profit- 
® able operation. Whether in ~ 


mixers, process tanks, filters, 


STA j & L & 4 $ ST € & L tubing, utensils, bottlers— 
ENDURO pays off! 


at 
Vara. 
— 





SUPPLIES INGREDIENT ‘S" 


@ Ingredient “S”?. . . Superior quality— sets up no counter reaction. Thus color, 
Salability —Successful operation .. . all vital clarity, flavor, bouquet are completely 
to the Stimulation of profits . . . are indebted protected in process—salability is increased. 


in no small way to ENDURO equipment and 


its sanitation-sterility-stamina combination. 
Sanitation: ENDURO’s smooth pore-free 
surface is sanitary-as-glass—speedily cleaned— 
assurance of product purity —superior quality. 
Sterility: ENDURO, being chemically inert, 
is not affected by food acids or salts—in turn, 


Stamina: ENDURO’s innate strength, 
stamina, resistance to rust and corrosion com- 
bine to provide minimum maintenance, maxi- 
mum productivity and long equipment life 
—successful, profitable operation in a nutshell. 


Let ENDURO stimulate your own profits! 
Why not check with your equipment 
manufacturer—today? 


Y CHECK ALL 10 ADVANTAGES: Rust- and Corrosion- Resistance © Heat-Resistance 
@ High Strength * No Metallic Contamination ® Sanitary Surfaces * Easy to Clean e Eye Appeal 
® Easy to Fabricate e long Lifee low End Coste What more can be desired in a material? 


For Complete Details Write 


REPUBLIC STEEL CORPORATION 


Alloy Steel Division, Massillon, Ohio © GENERAL OFFICES, CLEVELAND 1, OHIO @ Export Dept.: Chrysler Bldg., New York, 17, N.Ys 


76 National Bottlers’ Gazette 





interpreting the facts obtained for 
the purpose of judging what the 
applicant will do alongside of what 
he can do. It should provide a 
minimizing the 
viewer’s personal biases and preju- 


means for inter- 


dices. 


Importance of Basic Character 
Traits 


Common sense judgment of the 
real facts is the basis for arriving 
at a rating for the applicant. Im- 
portant to be 
considered are character traits or 
habits. It is here that the 


among the factors 


basic 


bottler gets much of his informa- | 
tion as to what the applicant will | 
do as compared with what he can | 


do. The 


interviewer is 


havior, never jumping to conclu- 


sions on the basis of isolated in- | 


stances. The most important infor- 
mation is in what the applicant has 
done throughout his life, because 
basic habits rarely change. 
Although the importance of char- 
acter traits varies from one job to 
another, usually the traits to be 
considered for every job are: sta- 
bility, industry, perseverance, loy- 
alty, self-reliance, ability to get 
along with others and leadership. 
what an 


“To predict applicant 


will do”, says a personnel expert, 
“it is necessary to determine: (1) 


the extent to which he 


possesses 


. . 9\° 
certain basic character traits, (2) 


his motivation and (3) his emo- 
tional maturity. All of these factors 
can be evaluated from the compre- 
hensive review of the applicant’s 
life which the patterned interview 
provides.” 
At a time when competition is 
keener than ever .. . when profits 
bottlers 


luxury’ of 


are lower than ever 
afford the 


personnel selection. 


cannot poor 

The time invested in hiring new 
employees will bring steady divi- 
dends in better performance, in- 
creased sales and increased profits 

provided you get the right man 
for the right job. 

This is particularly true with re- 
good route- 


spect to routemen. A 


man means new outlets, more dis- 
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interested | 
in the pattern of the applicant’s be- | 


higher volume and better 
earnings. An 
that 


ahead of you. 


plays, 
inefficient routeman 
means competition will get 
So, hire your men with care. It 


pays. 


Dad’s In New Markets 


Barney Berns, vice-president of 
Dad’s Root Beer Company, Chicago, 
has announced the opening of addi- 


tional franchises in the following 
markets : 

Buffalo, N. Y.; Chillicothe, Mo.; 
Holland, Ishpeming and Iron Moun- 
Mich.; La Ore. ; 
Phoenix, Ariz.; LaGrange, 
and Atlanta, Ga.; Wichita, Kansas; 
Pa.; Enid, Okla.; 
Chamberlain, S. D.; Grand Forks, 
N. Be Abilene, 
Texas; Elgin, Westville, and Free- 
port, Il. 


Grande, 
Rome, 


tain, 


Harrisburg, 


Virginia, Minn.; 


ACCEPT 


INTRODUCTORY 
OFFER 


7-oz. bottles . 
10-oz. bottles . 
12-oz. bottles . 





FILL 





COMPANY .._. 


STREET ADDRESS 
Sener 
a 


See Coupon Below 
(OFFER EXPIRES JUNE 30, 1950) 


743 ROOT BEER 


(3 OZ.) 
INGREDIENT CASE COSTS 


- 153 per case 
. «212 per case 
. .243 per case 








IN AND MAIL THIS 


CITRUS PRODUCTS CO. 
11 E. HUBBARD ST., CHICAGO TI, ILL. 
Please ship 743 CENTURY Root Beer... 
6 gals. FREE with 6 @ $5.50 per gal. 
12 gals. FREE with 12 @ $5.50 per gal. 
24 gals. FREE with 24 (@ $5.50 per gal. 


‘ 
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Scovill’s variety of openers can glorify 
your brand name. Select from a wide 
range of colorful anodized aluminum 
and nickel-plated steel openers. Let- 
tering can be stamped on one or two 
sides with your trademark, and may 
be attractively color-filled at slight 
additional cost. 

Write today for further information 
showing how you can lower your give- 
away costs with Scovill Openers. 
SCOVILL MANUFACTURING 
COMPANY, 59 Mill Street, Water- 
bury 20, Conn 
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This small Standard 
Scovill Opener dis- 
plays your name 
smartly in plain or 
color-filled letters. 
Nickel-plated steel 
or anodized alumi- 
num assures long 
life. 


The ‘*Over *a 
Under” is the best 
functional opener 
we know of. . . one 
motion either up or 
down removes the 
cap. Plain or color- 
filled letters; alumi- 
num or nickel-plated 
steel. 


This new Economy 
Wall-Type Opener 
sells your brand in 
poster-style when 
attached to a wall, 
or doubles asa 
handy hand opener. 
Heavy nickel-plated 
steel. 


This “3-Nib Over 
*n Under” Scovill 
Wire Opener gives 
your brand double 
mention at lowest 
cost. Heavy gauge 
steel wire with cop- 
per flash or nickel 
finish. Also avail- 
able with 2-nibs 


The new Bantam 
Scovill Opener is the 
most inexpensive 
sales producer of its 
type. Curved for 
convenient grip, 
greatest strength. 
Lightweight nickel- 
plated sheet steel. 


WHEN YOU BUY LOMAX ne 


QUALITY 


. . embodying over a quarter 
century of progressive 
development 


Whether your needs are small or 
up to 30,000 Gal. capacity, you'll 
find Lomax Equipment tailor-made 
to help you lick high production 
costs. That's because Lomax is one 
of the oldest names in American 
Bottlina. It grew up with bottling 
and its problems. It knows bot- 
tlers' needs and how to meet them 


When you think of Tanks; vou think 
of Lomax... Vertical & Horizontal. 


to advantage. 


EVERYTHING FOR THE 
MODERN SYRUP ROOM 


. .. Complete ... just plug in 
and operate 


Storage Tanks @ Side, Bottom- 
Agitating and Combination Side- 
&-Bottom Agitating Mixing Tanks 
@ High Efficiency Filtering Equip- 
ment @ Transfer Pumps @ Acces- 
sories @ Fittings 


WRITE FOR CATALOGS 


MP.4 FILTER. Pilate - and - Frame 
Type. Capacity 6 to 8 Gal. per minute. 


FRANK B, LOMAX CO. mC. 
3518 N. HALSTED ST., CHICAGO 13, ILL 














Have you heard the News? 


“TORCHY” 
CHOCOLATE 


* A Real Chocolate! 

* No Special Equipment! 
* No Sterilization! 

* No Extra Labor! 


We expect to be set up for volume pro- 
duction in a few weeks ... In the meantime, 
write us for complete information 


Cloverdale 


a 
Spring CO. oa ee Mulberry 6020-6021 
BALTIMORE 2, MARYLAND 
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Cutting | Bottle Washing Costs 


Born washing costs are influ- 


enced by various factors, so a 


knowledge of these factors, as well 
as proper control of them, is neces- 
sary to effect economies in this par- 
ticular operation. 

Before considering these factors, 
it is proper to note that good bottle 
washing need not be expensive, but 
poor bottle washing is expensive. 
Now, let’s examine some of the ex- 
pensive trouble-spots in the wash- 
ing operation, and see what we can 


do to correct them. 


Clouding 


If you run bottles, 
something is wrong with the rinsing 
the alkali 


adapted to the water condition, you 


into cloudy 


system, may not be 
may be carrying too high a concen- 


tration, or you may have to add 


something to treat the water. 


Gushing 


If you have gushing bottles, the 
chances are you are doing a poor 
rinsing job, or may be leaving the 
bottles in the washer over the noon 
hour and etching them. There also 
be the 
apply same 


may film on bottles. 
You the 


ments that you do for cloudy bot- 
tles 


some 


about treat- 


Foaming 


If you have foaming, the chances 
are 


may be 


pumps drawing air, there 
is a leak in the pump line, or the 
solution is old and has built up such 


a high organic load that it tends to 
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the solution levels are low, the 


by P. N. BURKARD 
Director of Technical Service 
Wyandotte Chemicals Corp. 


foam. Always check to eliminate 
the causes of foam and only as a 
last resort use the foam-inhibiting 


agents. 


Solution Changing 


A solution should be changed ap- 
proximately every 60 to 100 hours 
and if the bottles have labels it may 
be necessary to change more often. 
If you are using aluminum labels, 
we normally recommend that the 


solution be dumped when it gets 
as high as 2 per cent sodium alumi- 
nate. 

The rinse tanks, especially the 
last rinse tank, should be drained 
every day and ought to be washed 


out once a week. The recommended 


PRE-INSPECTION ADVISED 


treatment for a rinse tank now is 
to let a 100 parts per million chlor- 
ine solution stand in it overnight 
and start right out washing in the 
morning without changing the tank. 
The water will dilute 
the solution it will cause no 
trouble, but standing overnight, it 
kill the the tank. 


rinse soon 


and 


will bacteria in 


Inspection 


Normally, you inspect bottles be- 
fore filling and after filling. Actu- 
ally, the bottles should also be in- 
they go the 
bottle contaminated 
oil going the 
great deal of 
brushes 


before into 


One 
with paint or 


spected 
washer. 
into 
washer can cause a 


trouble, foul up the and 


Bottles should be carefully inspected before they go into the washer. One 
bottle contaminated with paint or oil can “foul up” the brushes and cause 


other expensive troubles. 








do a lot of things that take time 
and are costly. If such bottles are 
picked out before they go into the 
machine, trouble is prevented 


Cost Records 


In any cost control program, you 


must have records. You should 
know how much alkali you use, how 
many bottles you wash, how many 
rejects you have and what concen- 


tration you carry. If you are carry- 


ing too high a concentration, you 


are creating problems by using 
more alkali than you require, and 
causing more scale to form on the 
machine like a chain reaction. If 
you speed the machine you get ex- 
cess carry-out. If you slow it down 
These 


you get less production. 


things tie to costs. 


Temperature 


If you raise the temperature you 


Improved Bottle Washing Methods 
The “Key” To Profitable Operation 


Bottlers everywhere are faced with a terrific problem. While 
prices on most other products have gone up, beverage prices 
still remain the same as they have been for years. To make 
a profit it is absolutely necessary to hold production costs 
down — and that is plenty hard to do, in face of increased 


costs of raw materials and labor 


The Solution Is To Reduce Operating Costs 


That's where the Ladewig Washer comes into the picture. 
Because of its compact and simplified design — sts first cost 
is lower. But the “pay-off” is in its many improved features 
which assure you proved savings in operating costs. 


For the complete story of how the Ladewig Washer’s rugged 
construction, engineering advancements, and dependable 
performance can cut your operating costs, write for the new 


book described below. 


‘The LADEWIG WASH 


If you are planning the installa- 
tion of a new washer, you owe 
it to yourself to get this 30-page, 
fully illustrated book — “The 
Ladewig Washer and Its Advan- 
tages To The Bottler."’ Sent free 
to any recognized bottler upon 
request. 


ARCHIE LADEWIG CO., Waukesha, Wisconsin, U.S.A. 


DOUBLE END 


Bottle Washer 


have higher steam cost. You also 
get more scuffing, more breakage 
and more attack to bottles. If you 
raise the temperature 27° F. you 
triple the attack of the alkali solu- 
tion on the glass. 

Scale on the machine requires 
more heat, especially if it is on the 
heating coils. It requires more 
power, because you have a heavier 
load to carry. It causes you to use 
more alkali and it may cause sewer 
other difficulties. If 


you have paper labels, it normally 


trouble, and 


would cost you more to wash bottles 
than if you had no labels. If you 
have color-applied labels, you have 
lower 


to wash at a temperature 


in order to protect the glass and 
must increase the concentration to 
do the job in the same length of 
time. Aluminum labels require 
about a 20 per cent increase in your 
bottle-washing cost because 100,000 


labels use up about 75 pounds of 


caustic. 


Good Bottle Washing Pays 


The methods and techniques that 
make for good bottle washing are 
generally the least expensive. So 
it pays to do the bottle washing 
job right, from a cost viewpoint as 


well as from a sanitary viewpoint. 








TASTY TIE-IN 


Designed for luncheonettes and 
other “sandwich outlets” is this 
new point-of-sale display featur- 
ing “ ‘Burger ‘n Dad's.” The dealer 
sets his own price for the combi- 
nation. 
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As every Clicquot Club bottler knows, the mid- 
summer season brings out the thirst for flavors—in youngsters and 


grown-ups alike. 


They want the cooling, thirst-quenching goodness of real Orange 
flavor, of Lemon and Lime, of Grape, True-fruit Raspberry, and 
other fruit-flavored beverages. 


They want Root Beer and Cola and Sarsaparilla. 
And they want summer mixers for Tom Collins and other tall coolers. 


One of the great advantages of the Clicquot Club franchise is that 
all these—and more—are available. In addition, of course, to best- 


selling Pale Dry Ginger Ale and Sparkling Water. 


Some franchise territories are open. 


Clicquot Club 


QUuC KLEEK-O ) 


BEVERAGES 


Pale Dry and Golden Ginger Ales... . Sparkling Water... . Cola... . Sarsaparille 
Root Beer .... White Soda ... . Cream Soda . . . . Tom Collins Mixer... . Lime Rickey 


Orange Soda ... . Eskimo Cooler... . Strawberry Soda ... . Cherry Soda ... . Grape Soda 
True Fruit Raspberry Soda 


Clicquot Club Company—Millis, Massachusetts 











Do you want 
COST-REDUCING 
Freezing or Cold Storage 


The Niagara “No Frost” Method saves you from 
any loss, delay, shut-down, or diminished efficiency 
from frost on your refrigerating coils, at any time. 
You always get the full capacity that you paid for 
when you bought your refrigerating plant. 

See how this means money savings. You run with 
higher suction pressures and lower head pressures, 
saving power. Your wear and tear and maintenance 
is lower; you save the loss of production and the labor 
used in defrosting periods. You save the power that 
is wasted when refrigeration is supplied through coils 
that are frost-coated. 

The Niagara ‘No Frost Method” is not just a means 
of defrosting. It is a means of operating refrigeration 
without the formation of frost at any time, reducing 
costs, quickly paying for itself. 

There are hundreds of successful “No Frost” users 
who say it is saving money, increasing production and 
improving quality for them every day in every 
type of refrigeration installation requiring temper- 
atures below freezing .. . in food freezing, ice cream, 


cold storage and in special industrial applications. 


Write for Niagara Bulletin No. 105 


for further information 


NIAGARA BLOWER COMPANY 


Over 35 Years of Service in Industrial Air Engineering 


Dept., NB 405 Lexington Ave.. New York 17, N. Y. 


District Engineers in Principal Cities 


INDUSTRIAL — ae @ DRYING 
NIAGARA 


eo 


HUMIDIFYING @ AIR ENGINEERING EQUIPMENT 


cost 
SAVING 
PACKING 
IN 
Pea ale), | 


HOW TO HAVE A SAFER, NEATER CASE 


With uniformity of cell size, American 
partitions not only assure uninter- 
rupted precision multiple loading, 
but keep bottles equidistant from 
each other. 


PARTITION CORPORATION 


3043 \ 


ACID PROOF CARAMEL 
FOAMING TYPE CARAMEL 


Caramel Coloring 
for ALL TYPES of 
CARBONATED BEVERAGES 


Samples on Request 


D. D. WILLIAMSON & CO., Inc. 


5-39 FORTY-SIXTH AVENUE, LONG ISLAND CITY 1, N.Y 
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GY 
personal s// 


Roy W 
nada Dry 
York, recently was the subject of 
a “New 


cated column by 


Moore. 
Ginger Ale, Inc., New 


president of Ca- 


York Close-Up”, a syndi- 
Tex McCrary and 

Carl C. Hud- 
of the Seven-Up Bot- 
Nebraska, 
will be “governor” of the Big Top 
Fifth Shrine 


Circus has its May opening in this 


Jinx Falkenburg 
son, owner 
tling Company, Lincoln, 


when the Annual 
territory 

Thomas B. Buck, Jr., president of 
the Dr Bottling Co., Co- 
lumbus, Ga., has named 
“Young Man of the Year” by the 
Columbus Junior Chamber of Com- 


Pepper 


been 


merce. H. A. Bortner, 74-year-old 
Bortner’s Bottling 


Hanover, Pa., will shortly 


owner of H. A. 
Works, 
complete his fiftieth year as active 
head of his firm. 

Mr. and Mrs Russo, 
of the Canada Dry Bottling Co., ot 
Mechanic\ ille, N.Y 
on the S.S. Saturnia for a ten-week 
Miss Ella Mae Barg 
daughter of Ed Bargq, 
Barq’s, In Siloxi, 


queen of the 


Salvadoi t 


, recently sailed 


tour of Italy 
head of 
Miss., was 


recent Biloxi Mardi 


Gras 


DUDE RANCH VISITORS 
Mr. and Mrs. C. W. Akers of Min 


neapolis, Minn. were recent visi- 
tors to the Triangle W Ranch in 
Wickenburg, Arizona, the “dude 
ranch capital of the world.” Mr. 
Akers is president of the Penrith- 
Akers Manufacturing Co. and 
treasurer of the National Manu- 
facturers of Soda Water Flavors. 
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HIGHER 
Chemicals 
Alcohol, ethyl] 
denatured 


$0.06 


Botanicals 
Vanilla beans, Bourbon... 
Mexican, whole 
cuts 


Flavoring Oils 
Cc love 
Geranium, 
“urkish 
Lime, distilled 
Orange, Brazilian .. 


Wintergreen, synth. 





Metals 
Tin, Straits 


LOWER 
Botanicals 
Ginger, African 
Jamaica 


Flavoring Oils 


Bergamot 

Birch Tar, 
rectified 

Cassia 

Citronella, Ceylon 


Sugar 





TABULATED PRICES 


FOLLOWING are the latest and most accurate market quotations obtainable. 
— eeteen is called to the indented paragraph next following: 
TE.— FP ome given in the following bottlers’ ingredients market re- 


eae are rss a 
ably expect to get small 
various charges to be adde 
sale dealers or jobbers stock goods. 


Articles 


ACIDS 
Acetic, U. S. P. 


Citrie gr andula: 
grandular, cariot 
1 delivery . it 


10,000 Ibs., 1 delivery. > 


small 
Phosphoric, N. F.. -lb. 
Tartaric—Dom. crystals. Ib 
10,000 Ibs., 1 delivery.Ib 


CHEMICALS 

Aleohol— Ethy! 
ax-paid 

Denatur ed, 


Cc. D. No. 12-14.... 
Alum—Ground 
Powdered 
Caffeine Alkaloid 


Glycerine drums 
Lithium Bromide 
Magnesia Carbonate, 
w. &. 2. : 
Pyrethrum concentrate, 
liquid, 20-1 gal 
30-1 . 
Soda Benzoate 
Bicarbonate, 
owd. 


6% 
Citrate, U. S. 
U . ms 


Ss 


Vanillin—from eugenol. 
From Guaiacol 
From Lignin e 
Vitamins, Ascorbic Acid 
(Cc) K to 27.47 
Nicotinic acid Kilo : to 8.20 
Nicotinamide (P-F) . Kilo to 11.30 
Riboflavin (B, G) ..Kilo 
Thiamin Hydrochloride 
(By) Kilo 


BOTANICALS— 
Vanilla 
Bourbon 
Mexican 
Cuts 


MISCELLANEOUS— 


ROOTS— 
Ginger—African 
New Croy 


k quantities in original packages. Retail buyers cannot reason- 
uantities at the figures here quoted, as there are 
, which often greatly augment values before whole- 


Artieles 
Ginger Jamaica 
No. 3 New Crop... 
Nigerian, split 
Sarsaparilla, Hond 
Mexican 


FLAVORING OIL— 
Almond— Artificial 
Anise, Lead free U.S.P. .lb. 
gamot—Natural ..... 
Synthet: 
Birch 


Rectified 
Cassia, Redis’d, U.S.P... 
——, bark oil 


Citronella es lon . 


to 19.00 
to ROO 
5.00 


70 


Lemon-—Italian 
Californian 
Lemongr ° 


utmeg 
Orange—distilled . we 
Expressed, Brazilian. é< 
Californian 
Florida . 
Italian ... 
West India 


mport ° > 
Peppermint—Natural . «tb. 
Redistilled, U. S. P. ..Ib. 
Natural 
Sassafras— Natural 
Artificial 


Wintergreen, True 
Synthetic 

METALS— 

Crown Caps, plain .. 
Decorated 

Tin, Straits 


—_,-, 


Simple 

















NEW DOUBLE-COLA 
RADIO SHOW 


Jimmy Dickens, popular re- 
cording artist, is the star of 
Double-Cola’s new radio 
program, ‘‘Double-Cola 
Double Pleasure Party.” 
Show. sponsored by various 
Double-Cola bottlers, is 
aired every Saturday night. 








Basic Chocolate Flavor 


Ouly , 17*... case” 


A LIBERAL ADVERTISING ALLOW- 
ANCE included in this low basic 
chocolate flavor cost of 17'c 
per case, to help you take 
advantage of the demand 

for this popular, nation- 

ally known choco- 


late beverage. 


* Not Inclucting 
Sugor and 
Milk 


AY 


THE Leader in 
Chocolate Drinks 


Write, Wire 

" or Phone today! 

for over 25 Years Exclusive Franchise 
in your territory may 

still be available! 


CHOCOLATE PRODUCTS CO. 


415 west scoTT STREET CHICAGO 10 rLeinoirs 


Canada Dry Launched 
In 3 Foreign Markets 


Foreign bottlers licensed by Can- 
ada Dry International, Inc., will 
open new plants during the current 
month on each of three continents: 
Europe, Africa and South America, 
according to an announcement by 
Lincoln McConnell, vice-president. 

The new plants, each of which 
will be the first Canada Dry bot- 
tling operation in its respective 
country, are located at Frankfort, 
Germany; Lourenco Marques, Por- 
tuguese East Africa; and Para- 
maribo, Surinam (Dutch Guiana). 
The Frankfort plant is being opened 
primarily to serve the U. S. occu- 
pation forces, but is to be a perma- 
nent addition to Canada Dry’s 
growing roster of foreign plants. 
Including the three new facilities, 
a total of 38 plants are producing 
the company’s full line of beverages 
in 26 foreign countries. 

Within the next few months, Mr. 
McConnell said, the company ex- 
pects to have full-line licensees in 
operation for the first time in Bo- 
livia, at La Paz, and in Peru, at 
Lima, as well as a third Venezuelan 
plant, at Barcelona. 


Special Sales Promotion 
For Liquor Stores 


A concentrated program of sales 
to liquor stores to increase volume 
has recently been set up by C. F. 
Langdon, owner of the Langdon 
Bottling Company, Squirt opera- 
tion in Bemidji, Minnesota. His 
campaign is based on the assump- 
tion that “if 50 liquor stores sell 
four cartons of beverages daily— 
their combined sales for the year 
would be approximately 18,000 
cases.” 

He is going after this business 
by paying each of his route sales- 
men a bonus of $1.00 for each 
liquor store account in which he 
sets up a carton display of Squirt, 
where the original order for car- 
tons is repeated. In addition, a 
prize of $10.00 will be awarded at 
the end of each month to the sales- 
man who has collected the largest 
bonus. 
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ATLAS 
CERTIFIED 
COLORS 


YOU CAN DEPEND ON ATLAS COLORS 


Atlas Certified Colors are the result of one-hundred years 
w-how 


accumulated kre 


manufacturing experience. That 
assuring you ol dependability and 


plus specialized counsel and 


IS a, Price less asset 
tine, 


uniformity ALL the time, 
cooperation to solve individual color proble mis an 


VELAS colors for uniformity, 


Leaders evervwhere rely on 
maximum solubility, and exceptional working qualities 


ell as an infinite variety of shades and brilliance 


is W 
of color tor every food product. Write on your letterhead 


for samples, information, color counsel. 











FIRST PRODUCERS OF CERTIFIED COLORS 
LOS ANGELES '1 


4735 O1sTRicT BivD 
“OustOw NOLAN erO.S canes 
$* sours San sco 


89 PARK PLACE, NEW YORK 7 11-13 EAST ILLINOIS STREET, CHICAGO 11 
atlanta . Bacrimort . sOSTON iwcrnmat CiLeveii ano Oaiias oeteort a9 
city, mo mitenE eros NEW Of. EaNS Omaha PHILADELPHIA rritseuaGre a 











PUT GINGER 


IN YOUR 


GINGER ALE 





SALES! 


Ginger Ale that brings your customers back 

for more and more! That's what Atlas Pale 

Dry Ginger Ale Extract can mean for you. 

This pure extract from genuine Jamaica 

Ginger, 2 oz. strength, is hitting new highs 

in popularity this season. Let us send you 

a trial gallon today. If it doesn’t give you a 

new, finer, more authentic, more distinctive gon, GINGER ALE EXTRACT 
Ginger Ale, your money will be refunded. mane = 


Order now! oa €, k One Hundre 
me ¢ 
Hiya & 
Pn nee 


FIRST PRODUCERS OF CERTIFIED COLORS 


EROHRRGTAMM ¢ COMPANY Enc. 


ESTABLISHED 1851 
89 PARK PLACE, NEW YORK 7 N-13_ E. ILLINOIS ST, CHICAGO 1 * 4735 DISTRICT BLVD., LOS ANGELES 11 
ATLANTA «+ BALTIMORE <- B T N - N Nt AN A A : ETR » H T N+ IN ANAP * KANSA 
CITY, MO.* MINNEA 











WORLD’S LARGEST MAKERS OF COIN CHANGERS 


NATIONAL 


rw san DUMIPLEX 


a¢, 1Oc, 29° CHANGER © 


brother to the famed National #3400 


Convince yourself by requesting a 
3400-Simplex for 30 to 60 days free 
trial without cost to you. 


PRICED ONLY 


| Corporison Wil Pine Te $a Mo Compas, / 


NATIONAL REJECTORS, INC., 5100 San Francisco, St. Louis 15, Mo. 


It pays to Install NATIONAL Greatest name in world-wide application of coin 
controls! Service centers: New York * Chicago * St Louis * Los Angeles 
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Three good reasons why 
you should consider a 


Pennsylvania Dutch Franchise 


It's a "FIRST" . . . Pennsylvania Dutch is the only ad- 
vertised Birch Beer . . . an entirely DIFFERENT flavor 


from any other beverage. 


NEW ideas to capture a NEW market... Be a First 
Bottler"’. 


A darned good reason why you should look into a 
Pennsylvania Dutch Franchise . . . It is one of the 
lowest cost, if not THE lowest cost Franchises ob- 
tainable. More profit to you. Secure your territory 
before some wide-awake competitor steals this valu- 
able Franchise. 


WIRE OR WRITE US TODAY FOR COMPLETE INFORMATION 
Made From An Old Pennsylvania Dutch Recipe 


THE PENNSYLVANIA DUTCH FOLKS 
DIVISION OF JU-C-ORANGE OF AMERICA 
LEBANON PENNSYLVANIA 
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How to Sell the One-Way 


Consistent promotion, a vigorous distribution program, top-notch 


publicity — and a competitive selling price — are responsible 
for Colorado bottler’s success with the no-deposit bottle. 


ou can sell the one-way bottle 
if you know how. 

Those who qualify as experts on 
the ways and means of successfully 
marketing a no-deposit bottle line 
will tell you that. It is a new pack- 
different 
whose consumer appeal lies chiefly 
And for those 


age, a package one 
In its convenience. 
reasons, it requires a somewhat dif- 
ferent merchandising approach, as 
well as aggressive and continuing 
The bottle 


will not sell itself—at 


promotion single-trip 


least not in 


sufficient quantities to make it a 


profitable item 


The bottler who realizes both the 


limitations and advantages of the 


one-way, and plans his promotion 


and distribution accordingly, stands 


an excellent chance of making it 


pay off for him 


Such a bottler is Bros., 


Duffy 


Inc., of Denver, Colo., which intro 


duced a full line of carbonated bev- 
erages in 24-oz. one-way bottles late 


1949 
Why the One-Way? 


Adopted as needed supplement 


to its regular line of returnable bev- 


bottles, Duffys’ plans for the 


erage 


new one-trip package were not 


based upon any anticipation of an 


immediate and spectacular rise in 


sales. Rathe1 they were predicated 


upon the idea that the gradual de- 


velopment of the one-way market 


would result in additional sales 


among large group of potential 


customers who preferred the con- 
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venience of the non-returnable 
package. 
In the 


sales picture, Duffys’ sales officials 


face of this conservative 


have been pleasantly surprised by 
the fact that sales of the one-ways 
since their introduction have ex- 
ceeded advance estimates. ’ 

Before Duffys’ pack- 


its initial appearance on 


no-deposit 


age made 


a 4 RRR 

Wid Blabanhg r 
cy NS 
rer RP La J 


— = 


"KIO 


WINNING COMBINATION 


store shelves, plans were in prepa- 
ration for a complete program of 


merchandising, advertising and 


publicity to promote the new con- 
tainer. It was recognized by all con- 
both 


consuming public had to know about 


cerned that retailers and the 


the package before they would buy 


it. 


To acquaint the people of Denver 


” RIE . 


The combination of an established brand name, a full line of beverage 


flavors and a large scale promotional campaign by Duffy Bros., 


Inc., 


Denver, Colorado, has been in large part instrumental in the company’s 
successful introduction of its new 24-0z. one-way beverage bottle. Promo- 
tional efforts have included newspaper, radio and bus advertising. pub- 
licity and effective merchandising support at the retail level. The non- 
returnable bottles are manufactured by the Owens-Illinois Glass Co. 











STRONG. EFFICIENT. 
LIGHT-WEIGHT 
TRUCK BODIES 


DESIGNED TO FIT YOUR NEEDS 
AT A PRICE YOU CAN AFFORD. 


WRITE TODAY ... 
BARRY & BAILY CO. pristenns 227s 


STRAWBERRY Qe re, 
CREME a hs 


(A Blend of Natural Flavors) 


Our “knack” in making delicious Strawberry- D U RABI LITY 
Creme Concentrate, is your boost in soda 
sales. Strawberry-Creme, a new flavor with a > 't n d G A ( 0 
real appeal, adds another P&S profit-maker 


to your soda line _.-*° beverage cases 


Strawberry-Creme, made with all the know- Pa : 
how and experience of P&S flavor mastery, ‘ 
. 0 a nl 






































makes taste buds come alive with its refresh- 


ing and tempting goodness. All half-depth cases 


are furnished with 
DOVETAILED center 


partitions. , 


Let Strawberry-Creme win new friends for 
you this season . . . and the rest of the year 
as well. Try Strawberry-Creme . . . the new 


soda sensation! 
Standard 


replacement 








POLAK & SCHWARZ, INC. 


667 Washington St., New York 14, N. Y. 

Midwestern Office: 173 W. Madison Street, Chicago 2, Ill. 
Representatives: Milwaukee - Los Angeles - San Francisco 
Canadian Office: Polak & Schwarz (Canada), itd. ¥ a1 " 5 fel ]>) 30). Vinsveltl 4] 
1617 Dundas Street, W., Toronto, Ontario, Canada 
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and surrounding territory with the 
advantages of Duffys’ 24-0z. one- 
way bottle various advertising ave- 
nues were utilized. Large advertise- 
ments were run in both local news- 
papers, as well as in the “Monitor,” 
a shopping guide with a large cir- 
culation, and the “Catholic Regis- 
ter” 

Spot radio announcements also 
were used and proved an effective 
medium in introducing the new 
package to the consuming public 
This program is being continued, 
with six spot announcements per 
day over local stations which also 
have widespread listener coverage 
in the surrounding territory 

City buses are another advertis- 
ing medium utilized by Duffys’. Bus 
ads consist of large exterior “day 
glow” signs which are designed to 
attract attention and which have 
many of the advantages of travel- 
ing billboards 

Publicity as another avenue of 
promotion has also been used exten- 
Duffys’ 


press have included both trick shots 


sively by Releases to the 
and pretty girl pictures so dear to 
the hearts of feature editors. These 
with 


combined have 


helped to make all Denver “Duffy- 


advertising 


conscious” 


PRETTY GIRL SELLS... 


“As Modern As The New Neck 
Line,” reads the caption for this 
picture. This publicity shot was 
one of many promotional ideas 
used by Duffy Bros., Inc., Denver, 
in introducing the company’s full 
line of beverages in one-way 
bottles. 
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Dealers Cultivated 


All these various types of adver- 
tising and publicity have tied in to 
good advantage with Duffys’ full- 
scale merchandising campaign con- 
ducted in retail outlets. Realizing 
start that 
would not prove effective unless the 


from the advertising 
product promoted was made avail- 
able to prospective customers, sales 
representatives of the bottling com- 


pany first set about to secure ade- 


quate distribution of the new pack- 
age in the Denver territory. Mer- 
chants in general welcomed the 
package because of its convenience 
factors. 

Along with widespread distribu- 
tion, Duffys’ carries on a vigorous 
merchandising campaign. A wide 
variety of point-of-sale materials 
is provided retailers in order to 
promote the product. Merchandis- 
ing doesn’t stop here. Merchandis- 


ing experts have assisted retailers 


YOU can bottle chocolate soda or 








orangeade equally well with a 
Burns MASTERLINE Filler 


Just one simple adjustment on your washer and a reli- 
able source of hot water—both inexpensive—and you 
can switch from carbonated to hot-process bottling and 

back again in a matter of moments 


with a Burns MASTERLINE Filler. 


Only BURNS gives this extra value. 


Let us tell you how to get your share 
of the increasing, profitable juice 


drink business. 


It’s so easy with 


a Burns—and the exclusive atmos- 
pheric-air-free feature standard on 
all Burns models means pure, full- 
flavored drinks that customers will 
demand again and again. 


A Burns 


MASTERLINE Filler 


with the NEW one-man return feed. 


For complete details write 


BOTTLING MACHINE WORKS 


INCORPORATED 


BALTIMORE 18, MARYLAND 


Since LOLLY 


Manufactirers of Bottled Beverage Plant Equipmien 











Peak Production Demands a Dependable Syrup Cooler 


You Can Count on the 


LITTLE GIANT 


Instant SYRUP COOLER - 


to give you a constant 50° bottling syrup. 


In addition, the LITTLE GIANT 
Instant SYRUP COOLER has these features: 


® No Foaming or Wildness © Cools Syrup from 80 F to 
40 F with Controlled Uniform Temperatures © Uniformity 
of Filling © Complete Independent Unit © Saves on CO2 
gos ®@ Higher Filler Speeds © Lower Carbonating Pressure 
© Just Plug in to Operate. . . . Move it anywhere in the 
plant on its own casters. 


Also Manufacturers of the Famous 


LITTLE GIANT WATER COOLER 


a / 


The LITTLE GIANT Instant SYRUP 
COOLER is built in 8 models, from 20 
gals. per hour to 200 gals. per hour. 


Write today to: 


KOL-FLO KOOLER COMPANY 


Kol-Flo Bidg. Bayonne, N. J. 








PROFITS 


has proven taste ac- 
ceptance from young and old 
alike Soa is tops as a thirst 
quencher, superb as a mix. 
Here is your year ‘round profit 
maker! NOW is the time to 
get your Fog franchise 
The Potential World Leade: 


Only tasting will describe 


Soy flavor 


for your sample 
Sing ror GOODNESS saxe: 
GINSING SALES CO. 


6533 HOLLYWOOD DEPT. G 
HOLLYWOOD 28, CALIF. 


Write now 





Use Berghausen’s 


CARAMEL COLORING 
It’s Sate 


CARAMELS FOR ALL PURPOSES 


Colas * Root Beer » Other Beverages 





7° E BERGHAUSEN CHEMICAL .. 


Ce ee ee ee 
CINCINNATI 32 ¢ OHIO 
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in erecting mass displays of Duffy 
beverages in their stores. These 
displays serve the double purpose 
of helping to promote Duffys’ new 
24-0z. bottle while stimulating 
greater sales and increased profits 
for the retailer 

In entering the one-way bever- 
age field Duffys’ has several factors 
in its favor. One is the fact that 
its brand name is already well es- 
tablished in the Denver area with 
distribution facilities in operation 
Another advantage is that a full 
line of Duffys’ beverages are of- 
fered in the no-deposit bottle, thus 
giving consumers a wide selection 
Choice of flavors include Ginger 
Ale, Root Beer, Sparkling Water, 
Rickey, 


Orangeade, Lime Sweet 


Soda and Cola 
Price Is Competitive 


Also highly significant is the fact 
that Duffys’ has kept the price of 
the one-way bottle competitive with 
the returnable bottle, since a wide 
price differential would tend al- 
most automatically to restrict sales. 
Duffys’ beverages in the single- 
trip bottle sell for 15 cents per 
bottle, two bottles for 29 cents 

Adopted as a means of reaching 
a substantial sales potential, rather 
than as a panacea for all the prob- 
lems of the beverage industry or as 
a way of skyrocketing sales, Duffys’ 
feels that the one-way bottle has 
established a definite place in its 


future sales picture 


New Dr. Swett’s Bottlers 


Introduction of Dr. Swett’s Root 
3eer Company products has begun 
in eight new territories according 
to a recent announcement by M. F 
Walser, general manager 

New bottlers are: Robert Matt- 
Indiana; R. E. and 
Lafayette, 


ingly, Attica, 
H. E. Yundt 
Wilbert Hoeppner, Gary, Indiana; 


Indiana; 


L. E. Farnsworth, 
West Virginia; 
Berlin, New Hampshire; 


Huntington, 
Eugene Brassard 
Howard 
Miller, Marietta, Ohio; George Gar- 
rison, Goodland, Kansas, and D. P 


Trulock, Bainbridge, Georgia 
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THREE “MASON’S” 


At a “kick-off meeting held in 
celebration of their acquisition of 
the Mason's Old Fashioned Root 
Beer franchise. officers of the 
Pepsi-Cola Bottling Co. of Wash- 
ington, D. C. take time out for a 
picture. Left to right: Paul Gor- 
don, sales manager: Samuel 
Schwartzman, president, and 
Paul M. Mayer. regional manager 
for Mason & Mason, Inc. 











OUTSELLS . . OUTPERFORMS 


Obsolete Selective Bottle Venders 


Tue Selecte 


4 








The modern Selective Vender in 


both appearance and operation 
Only $335.00 f.0.b. factory 
PROVED ... TESTED 


Genera 


Model 


Pat. Pend. 


No lids to lift or handles 
to manipulate! 
The Selecto Model is the only 


fully automatic, multi-selective bot- 
tle vender on the market. Increases 
profits with 


@ Modern Upright Cabinet 
(Less than 4 sq. ft. floor space) 
@ Startling Simplicity 
—in design and operation 
* Up to 5 cases total capacity 
* As many as 23 different flavors 


* Vends various sizes of bottles—6 to 12 
oz.—without adjustments 


and features 
“FINGER-TIP CONTROL" 

I1—To select flavor... 
Press only one push button. 


2—For bottle delivery ... 
Just insert coin. 





Also available is the 9-case 
capacity, 2 flavor 
CHIEFTAIN Model—$425 











VENDING MACHINE CORPORATION 


549 W. Washington Bivd. 
Chicago 6, Illinois 











Keeent Geverage Surwegys 


MADE BY NEWSPAPERS 








LA SALLE-PERU, ILLINOIS 


La Saile-Peru News-Tribune—Consumer Analysis 





Brands 1949 


Percent of 
Buyer Families 


APPLETON, WISCONSIN 
Appleton Post-Crescent—Consumer Buying Habit Survey 





1948 Brands 


Percent of 
Buyer Families 
1949 








Coca-Cola 

DAD'S ROOT BEER 
Enterprise 

Hires 

Hydrox 

Whistle 

Bubble Up 


49.6°/, 

16.3 

13.8 
8.1 
8.1 
6.5 
1.6 


Coca-Cola 
DAD'S ROOT BEER 
7-Up 


30.7% 
8.8 

23.4 
2.2 

15.3 
2.2 


Pepsi-Cola 
Squirt 
Grapette 


Hires Root Beer 








45.7%, 

16.1 

12.6 
8.3 
6.2 
6.0 
59 








ST. PAUL-MINNEAPOLIS, MINNESOTA 





Brands Ist 
Percent 


1949 1948 


St. Paul Dispatch-Pioneer Press-Consumer Analysis 


Choice 
Number 
1949 1948 


2nd Choice 
Number 
1949 1948 


Percent 
1949 1948 


3rd Choice 
Number 
1949 1948 


Percent 


1949 1948 





Coca-Cola 

7-Up 

DAD'S ROOT BEER 
Hires 

Pepsi-Cola 

Clicquot Club 


35.2% 

22.1 
8.7 
8.4 
77 
2.8 
2.7 


38.0%, 

19.6 
8.3 
9.8 
9.3 
2.1 


Barq's 2.0 





34,451 

21,630 
8.515 
8,221 
7,536 
2,740 
2,643 


35,049 
18,078 
7,655 
9,039 
8,578 
1,937 
1,845 


21.9%, 

25.4 
6.2 
6.6 
8.1 
2.0 
19 


20.5% 

23.4 
8.1 
79 
9.0 
1.8 
1.8 


21,434 
24,859 
6,068 
6 460 
7,928 
1,957 
1,860 


7,471 


18,908 
21,584 


7,286 
8,301 

1,660 
1,660 


10,570 
11,747 
5,774 
4,79 
5,872 
1,664 
1,957 


8,578 
10,976 
6,917 
6,549 
7,655 
1,937 
1,476 


10.8% 

12.0 
59 
49 
60 
1.7 
2.0 


9.3% 

Wg 
75 
7.1 
8.3 
2.1 
1.6 








DENVER, COLORADO 


Rocky Mountain News—Inventory Survey 





Coca-Cola 

Pepsi-Cola 

7-Up 

DAD'S ROOT BEER 
Grapette 

Canada Dry Ginger Ale 


Duffy's Root Beer 





AURORA 


ILLINOIS 


Aurora Beacon-News—Consumer Analysis 





Brands 


Percent of 
Buyer Families 


1949 1948 





Coca-Cola 

7-Up 

DAD'S ROOT BEER 
Canfields 

Pepsi-Cola 


Royal Crown 








Canada Dry Beverages 


52.2% 

31.1 
8.9 
7.4 


60.7% 

24.9 
9.7 
4.6 
8.6 
6.9 
5.2 


6.7 
5.2 
44 








Every Day—More and More statistics keep 
coming in—all establishing DAD'S Old Fash- 
ioned ROOT BEER as one of America’s most 
desirable franchises. Any smart bottler knows 
it would be good business to grab any of the 


first four franchises (if you can get one of 


94 


Here is YOUR chance to become 


one of the leaders in your own market by 


them) 


acting immediately! There may be a DAD'S 
franchise open in your area. DAD'S—the old 
fashioned root beer is America’s number 


ONE root beer— the above FACTS prove it! 


And these are but a few of many, many 
towns and cities telling the same story—So 
—Write, wire or phone today—Dad's Root 
Beer Co., 2800 N. Talman Ave. 


18 


Chicago 
Ilinois. 
(Advertisement) 
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by GREGORY M. DEXTER 


Consulting Engineer 
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OW-COST operation of beverage 
plants and the production of a qual 
ity product involve various basic 
factors which are sometimes over 
looked or ignored by bottlers. Their 
failure to make analytical studies 
and proper utilization of these fac 
tors accounts in some degree for the 
relatively poor earnings in the bey 


erage industry 


With the peak summe1 


season 
approaching, the application of 
these fundamentals assumes espe 
cial importance For as plant activ 
ity Increases, costs, as well as sales, 
start to climb. And unless these 
costs are controlled, they are apt 
to offset the benefits of volume 


valns 


What are the 


plant operation bottlers may be 
overlooking? There are many, but 
this article will focus attention on 


the major elements primarily 


Location 


While the subject of plant loca 
tion does not come under the head- 
ing ol plant operating techniques, 
It is an important factor in the over 
all cost picture. It is worth stress 
ing, therefore, that no beverage 
plant should be continued in its 
present location without studying 
the territory served in order to de 
termine its center of gravity as to 
population, as well as purchasing 
power and beverage sales The 


study should be made not only at 
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* 
Lips 


: 
H 
3 
i 
- 
2 
j 
: 
: 


Ww Ps ‘ a You're letting profits slip through your fingers 
’ “ shaped eat when you fail to cut down bottle breakage. 
Sidewalls 


Thatcher WEDG-WALLS are stronger, longer- 
lived bottles, designed especially to resist rough 
handling. (They conserve your inventory by re- 
ducing breakage in transit and in wholesale and 
retail outlets.) This is made possible by their 
special wedge-shaped construction which dis- 
tributes the glass to reinforce that part of the 
Porcelain-like bottle which receives the greatest abuse. 

- ; You'll boost your profits when you banish 

“PYRO-GLAZE ae breakage with WEDG-WALL Sue Bottles. 

v\ : If you'd like to learn what a private-mold bottle 

Label et can do for your beverage, get the facts from your 
nearest Thatcher representative. 


Write, wire or phone: 


ec Thatcher Glass Manufacturing Company, Inc. 
as ae _ ” * T M. Applied Fer 
Lower Center em 
of Gravity \ 7 MER 
. 2 
Solid Base and Wall 


“IV Form One Strong Unit 


Sales Offices: BALTIMORE BUFFALO CINCINNATI DETROIT NEW YORK PITTSBURGH ST. LOUIS 
BOSTON CHICAGO CLEVELAND LOUISVILLE PHILADELPHIA ROCHESTER, N.Y T PAUL 


Factories: ELMIRA, N.Y. OLEAN, N.Y. STREATOR, ILL. 
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the time the plant is built, but also 
as to possible conditions 5-10 years 
later. The last requires considerable 
judgment of trends in population, 


purchasing power and_ increased 


Much help can be 


Sales obtained 


from consultation with city officials 
chambers of commerce, the l¢ 


phone company, the power-an 


light company and real-estate brok 
The ar 


large territories the 


ilysis should also conside1 


in ossibility 


of branch-manufacturing 1 


warehouses. Fork-lift trucks and 
pallets in conjunction with tractor 


trailers make the use of such ware 


houses economically attr 


the large franchise te) 
city 

Express highways fo 
existence or contemplatec 
rt 


a tactor in de 


ermining 


location. The center of 


travelling times to 
tories cal 
determined Traveling 
wasted sales effort and 

pense, any ocation tha 

such was an be expressed as an 
approximat justifiable 


additional 


ince for a preterred 


Building Details 


\ll doors into special 


| rooms 


should be large enough to move the 
necessary equipment through them 
without having t 1 it sideways 
Such design will 

of a tork trucl 

cessary Tuture repairs 

This statement a 

ler, syrup, and water 


tment rooms in addition 


cks within the 


excellent 


opposite Side 
room the fork 


} 
loading 


ises 
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where loaded or empty pallets can 
be placed convenient to the drivers 
when they are loading or unloading 
their trucks. Doorways obviously 
should be large enough not only for 
delivery trucks but also for any 
tractor trailer which might be used 


in the future 


Concrete Floors 


Concrete floors at the bottling 


line when wet become slippe ry un 
less non-slip aggregate such as car- 
borundum is added to the surface 
just prior to finishing. Iron shay 
ings are objectionable as they rust 
and cause a brown-colored surface 
acids used in making 


attack 


The weak 


carbonated beverages will 


the concrete unless preventive 


measures are taken. The first step 
is a dense concrete made of gravel, 
hard, fine 


traprock, or crushed 


grained quartzite with a = small 
amount of water. The next step is 
to coat the surface from time to 
time with magnesium or zinc fluo 
silicates or equivalent 

Instructions in all the preceding 
can be obtained from cement manu 
facturers 

Finally, a plant whose floors are 
washed down from time to time 


with a hose will show excellent 
working conditions. The floor should 
be sloped to drains and be provided 
with a cove at the walls in order 
that there may be no standing pools 
after washing or cracks or recesses 


where filth may accumulate 


Special treatment is needed in 


the boiler room with concrete sepa 
rators six inches or so high in order 
that any oil from pipe breakage 


may not spread throughout the 
plant. Oil on the floor might become 
ignited and thus by spreading cause 
havo 


Tiering Pallets 


Pallets are usually tiered three 
high in the better beverage plants 
An overall height of 17-18 ft. is not 
incommon. One oil manufacture? 
cartons to an overall 

\ similar comment 


iufacturer of jellies 


and preserves in glass bottles in cai 
tons. A pharmaceutical house tiers 
pallets of cartons of empty bottles 
as a routine operation to an overall 
height of five pallets or 20 ft. Lum 
ber manufacturers with heavy fork 
trucks tier 4000-7000 Ibs. in each 
load to a height of 4 or 5 pallets or 
an overall height of 22-24 ft. Two 
pallets at once or 14,000 Ibs. are 
sometimes handled. They find this 
procedure economical even when no 
building is involved. 

The pharmaceutical house stacks 
two pallets in the usual manner 
Then two or three 
stacked offside and 


time on top of the previous two 


pallets are 


lifted at one 


This procedure is desirable for the 
beverage manutacturer in the win 
ter when he has a large number of 
cases to. store. 


empty Assuming 


four pallets of about 6 ft. each in 
height, the lower chord of the roof 
plant 


truss in a new beverage 


should be at least 25 ft. above the 
floor 

Pallets stacked two or four high 
with 50 cases each make possible 
the storage of 100 or 200 cases re 
spectively on about 13 sq. ft. plus 
aisle space for the fork trucks. The 
saving in space by storing pallets 
four high instead of two during the 
winter when sales are low would 
be about one third. Storage four 
high is possible even during the 
summer. With floor space costing 
the addi 


tional capital cost of storing pallets 


from $3 to $7 per sq. ft., 


to an overall height of 22-24 ft. is 
offset by the saving in floor Space 
A heavier fork truck 


, 
SHU00 


might cost 
more, the higher building 
might be 3 per cent more, and the 
wider aisle spaces needed for the 
larger fork truck is allowed for in 
the estimate of floor saving 
Several beverage manufacturers 
have reported no operating diffi 
enlties in stacking filled cases on 
pallets to an overall height of 18 ft 
The skilled fork-truck operator has 
not been known to drop a case or 
pallet in two or three vears of such 
operation. Occasionally, he will dis 
place a case on a previously stacked 
pallet if the iron strapping or om 


cases being stacked is not tight o1 


97 





FORK-LIFT AND PALLET ECONOMIES ... 





Tash Hy 


pereeereerele! 


“a 


Fork-lift truck makes short work of unloading thirty-case units from route . . . unloading single cases by 
truck. In larger plants, particularly. this is less costly and more efficient hand and transferring them to 
than... nearby skid platform. 

















fel = S ebb 

ote i* se " . 
in%-* « 
Fork-lift truck and pallet system permits high stacking of cases, conserves . . . Skid-platform storage. Since 
floor space and saves manpower. Compare this with the manual method these loads can't be tiered, over 
GE vs head space is wasted. 











Fork-lift truck operated by one man speedily executes other materials ... than manual handling, which 
handling jobs; it is more economical and less hazardous... requires two men for same job. 
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protrudes. The fork truck, how- 
ever, should have a guard over the 
operator’s head against the possi- 
bility that a pallet might be 
dropped. The vertical guides on the 
truck also should be marked for the 
guidance of the operator to show 
stacking heights and the floor 
should be essentially level and 
smooth 


Tiers of Cases 


Number of tiers of cases per 
pallet should be about five. More 
than that number increases the time 
and labor required to stack the 
cases. Less than that number in- 
creases the number of trips the 
fork truck has to make. Similarly, 
pallets should be about 42 in. by 42 
in. or 40 in. by 48 in., as required 
by size of cases, in order that the 
truck may have a substantial load 
A time study will soon show what 
is the most economical number of 


cases per pallet and size of pallet 


Heating Plant 


The heating boiler should be cap 
able of burning more than one fuel 
if two fuels such as oil and coal are 
available. Oil or gas are at times 
higher priced than coal, as to Brit- 
ish Thermal Units obtainable, par- 
ticularly during a war or cold 
weather. The cost of a dual-fuel 
boiler and accompanying equipment 
might be 10 per cent more than a 
single-fuel boiler but it will often 
permit lower operating costs for 
steam and heat. By proper building 
design, the problem of dust from 
coal and ashes need not be impor 
tant. Automatic operation is also 
possible with coal as with oil 

Electrical controls on the heat 
ing system and the soaker will per 
mit the economic use of steam by 
holding temperatures at all times 


to a minimum 
24-Hour Operation 


One secret of low-cost operation 
the avoidance of overtime pay 
ments and of excessive Capacity In 


1 


bottling equipment The desired 


May, 1950 


OTHER HANDLING TECHNIQUES... 


An over-and-under conveyo: system is another materials handling tech- 
nique that cuts loading and unloading time. Upper level conveyor de- 
livers full cases for loading: lower one takes empties to bottling room. 





Even the smallest plant can mechanize its handling operations. In this 
case, a power belt conveyor quickly passes filled cases to waiting route- 
man atop beverage truck. 








Automatic case packers and unpackers are other materials handling time- 
savers. Unit above empties filled or partially filled cases, discharges con 
tainers onto a continuous conveyor, and releases empty cases to a con 
veyor on either left or right side of the machine. 





FEWER SKIPS ON THE BOTTLING LINE 
WITH ARMSTRONG’S NEW HI-SPEED CROWNS 


i AS OTT a ie TS ML 


, Careful study of actual runs has shown 
that Armstrong’s new Hi-Speed Crowns 
glide smoothly and freely on the line— 
reduce the number of skips. The rea- 

son: Hi-Speed Crowns are made so that the burr, or 

sheared edge, has been removed from the underside 
of the skirt edge and therefore causes fewer hang-ups 


in chutes . not so much shutdown time 


This practical construction means that there is less 
HI-SPEED CROWN OLD-STYLE CROWN 


scuffing, scratching, and marring of crown decorations 
Burr on skirt edge has been Burr is on underside of skirt 
in transit, handling, and in the crowner. As a result transferred to upper side, where it causes snags, fric 
wher t do no damage. tion, shutdown tim 

wear on crowner hoppers and chutes is reduced, and rete re = ee Ae 


there is less dust in the crowning machine. \ : 


You can get immediate delivery of Armstrong’s THERE’S A SOURCE OF SUPPLY 
NEAR YOU 


(® 
new Hi-Speed Crowns in any quantity and at no 


extra cost. For more information address Arm 


- 
strong Cork Company, Glass and Closure ®) 
Street, I Pa 7 


Division, 6305 Prince eancaster, 
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output can be obtained by operating 
more than one shift in the summer 
or when maximum demand occurs 
A part-time shift in addition to one 
normal shift is the solution if the 
output does not justify two full 
shifts. Such arrangement is usually 
possible, college 


especially where 


students or retired workers are 
available in the summer 

One of the shrewdest operators in 
the East boasts of 24-hour opera- 


tion during the summer months 


Such operation means lower invest 


ment in equipment for the desired 
output. Fixed charges such as taxes, 
depreciation, and interest on invest 
ment as well as administrative over- 
head are spread over 24 hours of 
operation instead of eight. No bev- 
erages are made for storage and all 
filled bottles are shipped within 24 
hours after production. This pro- 
cedure is possible if all orders or 
estimates of sale for the next day 
are Classified against production as 
of 5 P.M. in order to determine 
necessary production before the 
succeeding 7 A.M 

A chemical plant will often oper 
ate 160 hours weekly out of a pos- 
sible 168. The remaining eight 
hours will be used for clean up and 
maintenance that cannot be done 
during the preceding 160 hours 
Such operation requires four shifts 
of 40 hours each, a commonplace in 
the chemical industry. The bever- 
age manufacturer should take the 


1int in order to reduce his costs 


Miscellaneous Savings 


Sottlers 


kinds 


of beverages should give considera 


making several 
tion to the economic-lot size or the 
number of cases made up at one 
time below and above which the cost 
per case increases. The economic-lot 
size is smaller than most bottlers 
believe possible It can be deter 
mined by a simple approximate cal- 
culation as soon as certain costs 

have been determined 
Another possible attack on high 
to eliminate sales of bev 


where the sales are small 
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and the costs of manufacture and 
sales are high. Such elimination 


should be made only after a de- 
tailed study of costs and sales pos- 
bilities and is complicated by the 
problem of differential costs. Some 
bottlers are trying to market an ex 
cessive number of kinds of bever- 
ages in the belief that by so doing 
they can increase net profits. 
Limitation of sales territories is 
another approach to reduction of 
costs. Analysis will often show that 
a bottler in trying to get increased 
sales has taken in sales territories 
that are not justified by population 
and purchasing power. Concen 
trated activity in a limited territory 
is usually the secret of maximum 
profits, but here again the problem 
of differential costs is involved. 
Waste and breakage is another 
leak in the beverage plant. Poor 
care of cases by failure to repair 
strapping early enough, by failure 
to paint the cases, and by abuse in 
handling operations increases costs 
Bottle breakage and pilferage of 
bottles and cases can also be re 
duced if close supervision and in 


ventory control are practised 


Liquid Sugar 
Liquid sugar where obtainable 


should be cheaper than bagged 
sugar and reduces cost of handling 
Any bacterial or fermentation 
trouble arising in its use is almost 
invariably due to lack of cleanliness 
in the beverage plant. An open tank 
with liquid sugar in it will easily 
pick up yeast cells from the air, 
particularly if a brewery is nearby 

Two tanks for liquid sugar are 
desirable in order that the tanks 
may be cleaned alternately and thus 
control accidental fermentation 
One tank, however, is possible in 
Stainless-steel 
a steel tank 


3akelite resin 


the small plant 
tanks are the best but 
lined with a put o1 
in a solution of alcohol) and known 
as Lithcote is acceptable 
Equipment to pasteurize the 
liquid sugar, although not entirely 


necessary, IS a precaution .which 


many bottlers believe is well worth 
the added expense. With flash pas- 
teurization, it is possible not only 
to pasteurize the sugar but also the 
finished syrup just before it goes 
to the syruper without changing the 


flavor by giving it a cooked taste. 


Carbon Dioxide 


Carbon dioxide can usually be ob 
tained in cake form cheaper than 
in drums. Where so available, it can 
be dumped into a converter and 
handled at less expense than if 
drums have to be hooked to the gas 
line and kept warm with flowing 
water. The cheapest way of getting 
carbon dioxide, where available, is 
to take it in liquid form in tank 
trucks 


Water Treatment 


The extent to which water treat- 
ment will be needed by a beverage 
plant will vary with local condi- 
Board-of-Health re 
quirements, and with the attitude 


tions, with 
of the plant operator as to how good 


a beverage he wishes to make 
Competent advice is needed if the 
best, disinterested solution of the 
problem is sought. 

One practical comment is, how 
ever, worthwhile. The water used 
in rinsing the bottles should be as 
good in quality as that going into 


the bottles 


Soaker and Filler 


The discharge end of the soaker, 
inspection of bottles, and the filler 
can be cared for by one man. The 
control lever or push button on the 
discharge end of the soaker should 
be extended so the operator at the 
filler can control the movement of 
the bottles from the soaker. The 
soaker and the filler should be in 
such relation to each other that the 
bottles are visible throughout their 
movement between the two units 
An inspection light between them 
would permit the filler operator, 


who has much time on his hands, to 


101 





COST-CUTTING, OPERATING TIPS ... look the bottles over as they pass 
; into the filler. 

Ample storage of crowns in a 
hopper should be provided over the 
filler. The crowns should be of good 
quality to uniform dimensions and 
the filler should be kept in good re 
pair. 

Directly beyond the filler, the 
capped bottles should pass under a 
make-and-break electrical switch so 
a bell rings if an uncapped bottle 
appears. Electronic devices for this 
purpose are also available 

The preceding method of opera 
tion with one man is possible with 


good maintenance and observation 
Every plant should have at least one man who can do at least minor 


f close tolerances. What a few be\ 
repair work. In small plants, he can double-up as production foreman. Le ee eee ieihse ee ‘ 


erage plants have done, all beverage 


plants can do 
Bottle Counter 


Each bottling line should have a 
bottle counter on it beyond the 
filler as a check on the number of 
cases filled. This counter if prop 
erly installed will not tip the bottles 
over. One good counter is known as 
the “Productimeter.” It is one of 
the secrets of good inve ntory cor 


trol and of maximum production 


Sorting Bottles 


Many beverage manufacturers 
believe that more than one man 
Guessing has no place in sound beverage plant operation. A bottle must be kept busy at the plant sort 
counter is one means of good inventory and cost control. ing bottles where beverages sold 

different sizes or kinds of 
or where “foreign” bottles 
‘requently received. This op 
eration can be eliminated by paying 
delivery men a wage based in part 
on performance. A bonus might be 
paid for the number of calls made 
daily and another bonus for the 
sorting of empty bottles as they 
are put on the trucks. Any bottles 
found not sorted should be 
charged back to all delivery men 
as a group on the same basis that 
payment is made for the return of 
empties. The delivery men would 
soon dis¢ ipline each other to assure 
the sorting of bottles 

Most delivery men, as well as 

production employees, do not utilize 


Profit “leaks” should be plugged at all points where they exist. Cases 
for example. should be repaired regularly. “A stitch in time... their entire working time fruit 
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fully Plant investigations indi 
cate that because of poor arrange- 


ment of work schedules, at least 


10 to 20 of employe time is 


“wasted”. A better arrangement of 
working schedules coupled with the 
introduction of some sort of incen 
tive system would probably increase 


labor productivity 


Bottle Lifter 


Where two men are needed to put 
bottles into a soaker, the use of a 
bottle lifter will permit the work 
to be done by one man. Even if 
only one man 18 needed, a bottle 
lifter will make his work easier and 
permit his taking on other duties 
such as moving cases of empty bot- 
tles from a pallet to a roller con 
veyvo! as expained subsequently 
or doing a small amount of sorting 
of bottles 

Bottle lifters can be obtained to 
fit various-sized cases. There should 
be no difficulty in centering them 
quickly on the cases if the lifters 
are ordered to correct dimensions 

Where the spacing of bottles in 
the cases is different from the 
spacing in tne soaker, a spreade r 
may be used on the soaker feed to 

bottles from one spacing 

othe? The bottle lifter can 

spended by counter weight or 

its operator may have 

one hand tree to remove any car 

tons or partitions which stick to 

the bottles. Rubber bands can also 

be used for that purpose Such 

suspension will make the work of 

the oper: less laborious and is 

common 1 hand tools in a ma 

chine shop or on an assembly line 
or bencl 

Ingenuity will solve about any 
problem in the use of a bottle lifter 
except where cartons used project 
above 1e top the bottles in the 

are used Success 
fully in some plants and should be 


used more extensively 
Master Mechanic 
well-operated beve 


ive a foreman who is 


mechanic that he might 


Tractor-trailer delivery to branch plants and warehouses is oftentimes 
less expensive than making direct deliveries to outlying areas. The in- 
vestment required to set up a trailer-warehouse operation should be 
weighed against possible savings in sales effort and truck expense. 


The floor in the bottling department should be sloped to drains and be 
provided with a cove at the walls in order that there may be no standing 
pools after washing or cracks or recesses where filth may accumulate. 


Greater utilization of bulk materials handling equipment, such as dry 
ice converters (shown) and liquid sugar tanks. will result in manpower 
savings, as well as more efficient operation. ‘ 





be described as a master mechani 
He can solve such problems as out 
lined in the preceding with the help 
of the manufacturer and is essen 
tial to the successful operation of 
the more complicated equipment de 
scribed in subsequent paragraphs 
He knows how to keep a plant run 
ning, knows enough to anticipate 
required maintenance, and is able 
to make repairs quickly He is 
often the way to low operating 


costs 


Case Unloaders and Loaders 


ase unloaders and loaders 


a means of reducing costs on the 
bottling line where the output is in 
excess of the capacity of one man 
at the soaker or accumulating table 
The semi-automatic units are not so 
effective in reducing labor costs as 
the completely automatic units 
The latter, however, cannot be left 
completely unattended as 25 per 
cent of the time of an operator is 
needed to watch them in order to 
make sure of continuous operation 
Another drawback is the carrying 
charges on the: substantial invest 
ment involved. Further, the cases 
have to be of the standard dimen 


sions for any particular setup and 


Everyone knows that COLOR has a 


definite merchandising value . espe- 


cially 


the bottler who is packaging 


his brand in Glenshaw COLOR-PRINTS 


The 


label's in COLOR on the giass 


no labeling operations, speedier 


returns, positive sales-pulling power! 


Glenshaw Glass Co., Inc., 
Glenshaw, Pa. 


GLENSHAW 


Color-Prints 


in good condition or they are not 
handled successfully. 

Finally, the empty cases have to 
be taken off the pallets and the 
loaded cases returned to the pal- 
lets. Both operations require man- 
power which is not eliminated by 
the case unloaders and_ loaders 
Note that where several bottling 
lines converge, an expensive unit 
can be installed to put filled cases 
onto pallets. Only the largest bot 
tling plants, however, could justify 
such a unit 

If semi-automatic units are to be 
used, a foreman who is a _ good 
smechanic is desirable if a master 
mechanic is not employed. Lack of 
such a mechanic explains much of 
the trouble bottling plants have 


with automatic equipment 
Alternate Handling Method 


Instead of taking empty cases 
from the pallets and putting them 
on roller conveyors to the soaker or 
putting them into an automatic un 
loader, the loaded pallets themselves 
could be deposited on roller con 
veyors by fork trucks. The convey- 
ors should be long enough to act 
as storage for pallets for at least 
an hour’s run of the bottling line 
Such roller conveyors are usually 
built of two separate tracks, one 
for each on opposite sides of the 
pallet. This arrangement permits 
the pallets to pass around a curve 
easily. The rollers are usually about 
2%, inches diam. and are good for 
2,500-3,000 Ibs. of pallet load. Sim 
ilar conveyors have been installed 
for pallets weighing 5,000 Ibs 

The pallets move easily if the 
slope is about 14 inch to 5 ft. on 
the straightaway. The drop on 
90 curve should be 4 inches The 
inside radius of the curve should 

be less than 5 ft. 

The pallets with empty cases 
perhaps 50 in 5 tiers of 10 each 
as they reach the operator at the 
soaker, should pass 
tuble with rollers on ; ynt slope 
The turntable should placed 
that the operator does not 
turn more than 90° from 


+ 


ion ¢ the soaker and as 
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ie | Lia 
~. . an Speed — flash performance — is important. But in bottling, 
DS a) as in sports, it’s over-all efficiency that counts. It’s the tally 
at the end of the shift — the total of cases produced — that 


is impressive in the profits column! 


For example—the Coca Cola Bottling Company, Greenville, 
S.C., using a 50-spout Liquid Filler, has averaged approx- 
imately 97 per cent efficiency on a two-shift, all-summer- 
long operation. A typical run accounted for nearly two 
hundred thousand bottles with only 5 brief stops totaling 
2% minutes! 


That's performance! That’s the kind of day-in, day-out 
dependability that puts Liquid out in front — that is estab- 
lishing economy-and-efficiency records for bottlers from 
coast to coast! 


al 


~~ 


i | 
the LIQUID carBonic coRPORATION 
/ 3110 South Kedzie Avenue * Chicago 23, Illinois 


\ 


| 
Get the facts. Write for Liquid’s new, 32-page Bottlers’ Equipment Catalog. \ 
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the roller convevor for cases as 
possible 

The turntable is mounted o1 
cylinder Its 


height is controlled by 


ram in a hydraulic 
hydraulic 
pressure that in turn is responsive 
to a foot-operated leve) The op 
erator drops the pallet With its 
empty cases i the top row of 
cases 1s at working height or about 
waist high. The drop of 6 ft. can be 
made almost instantaneously or as 
slow as desired. The cases nearest 
the operator are pulled off onto the 
roller conveyor serving the soake1 
Then the platform is quickly turned 
90° against a stop and the nearest 
cases on the top row pulled off. In 
increments of 90°, the operator 


turns the platform and the pallet 
on it and continues the removal of 


Wher 


revolution of S60 has 


the cases on the top row 
complete 
been made, the foot-operated lever 
is used to raise the platform about 
12 inches or until the next row of 
working 


platform will rise at the rate of 18 


height The 


cases 18 at 


tt il one minute or one foot ut 


{ 


seconds The removal of 


about 


the cases 1s 


continued until the pal 
let is empty and hi been brought 


back to the height of rotier con 
veyor for pallets 
Note the platform has a. skirt 
ibout it so the operator's foot car 
aught between the bottom 
platform and the fioor, Fun 


{ 


thermore automatic operation of 


the platform in increments of 10 o1 


DOSS 


12 inches is | 


desired 


operatot 


is raised by hydraulic pressure at 
the rate of 18 ft. per minute or 6 
ft. in about 33 seconds. It is then 
pushed off onto the roller conveyor 
for pallets to remain there until a 
fork truck can pick it up and move 
it to a waiting delivery truck or to 
storage 

The empty shells pass from the 
soaker as usual along a roller con 
veyor to the operator at the ac 
cumulating table or case loade1 
The shells can be cleaned and parti 
tions or handi-paks inserted by an 
operator between the soaker and 
the case loader 

A foot-operated lever controls the 
release of the stops which are set 
for increments of 90 

Time studies will show that the 
operator requires about two sec 
onds to move a 30-lb. case of empty 
bottles from the pallet to the rolle: 
conveyor. This time includes about 
15 per cent allowance for fatigue 
About the same time is required to 
move a 50-lb. case of full bottles 
from the accumulating table to the 
pallet 
these 


Two of platforms with 


rams, hydraulic cylinders, pumps 
and piping as well as controls will 


$4,000 


cost about installed If 


equipped with automatic devices 
for raising and lowering at 10-12 
inch intervals, the cost might be 
$4,600 The cost of the 
rollet 


added to the preceding 


necessary 


conveyors will have to be 


The foregoing assumes that any 
necessary sorting of bottles is done 
yy the delivery men. Any minor 
sorting of bottles re jected DY the 
operator at the soaker can be done 
by the operator who cleans the 
shells A pallet and rolle1 


conveyor should be provided for the 


empty 


cases of empty bottles made up by 
that operator 


Many 


plants have one operatol 
inspection of full goods. This 


tt necessary if bottles 


are Closely watched at discharge 


from soaker and filling tubes are 


properly adjusted 


prope. 
idjustment of duties and = good 


the secret of low 


Required Operators 


A bottling line handling 120 bot 
tles per minute or 300 cases hourly, 
on the basis of the preceding dis 
cussion, needs five operators, as 
below : 

1 operator for the discharge 
end of the soaker, for the in- 
spection of bottles, and for super 
vision of the soaker 

l operator at the recelving end 
of the soaker (soaker should be 
of such design that the bottles 
do not have to be turned upside 
down and space should be pro 
vided for the accumulation of 
bottles on the feed table to the 
soaker 

1 operator cleaning shells and 
putting in partitions 

1 operator at the accumulating 
table or semi-automatic case 

loade r 

1 operator for fork truck (he 
will have time on his hands t 
assist in loading and unloading 
delivery trucks, to move pallets to 
and from storage, and even to 
mix syrups. He might well be 

the foreman 

The preceding assumes the use of 
labor-saving devices in order that 
operators may work as easily as 
possible Most bottlers have ignored 
the time studies which have made 
possible the phenomenal low manu 
facturing costs of the metal-work 
ing and textile industries 
of the five 


Instead 
listed above, bottling 
plants of the size discussed may 


have 7 to 10 operators 


Delivery Trucks 


Palletized delivery trucks will re 
duce costs if they are of the right 
type so they can be worked easily 
by their drivers and loaded and ur 
loaded with the use of fork trucks 
Two manufacturers make a drop 
frame type which when loaded has 
the top ol the frame about 2 ft 
above the ground. A 
be provided along the side of the 
frame and below its top in orde) 


to ease the work of the driver 
Various capacities are available but 
two popular sizes have capacities oft 


10.000 and 20,000 Ibs The bodies 
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on the frame can be divided by needed alongside the bottling-line about $8,000. It can be used also 
vertical panels to keep the palletized machinery to be repaired or in the for refinishing cases and vending 
loads from sliding about. The floor garage where trucks are over machines 
of the truck can also be sloped to hauled Equipment for refinishing vend 
wards the longitudinal center for ing machines only might cost about 
a similar reason Paint-Spray Equipment $5,000 installed. This amount in 
Where delivery men make large cludes a water-wash booth. Such 
deliveries during summer months Any bottler having  five-dozen installation is desirable for a plant 
they should not be obliged to return delivery trucks or more can prob with more than 3,000 vending 
to the plant for a new load about ably use to advantage hand-oper- machines 
mid-day if the traveling time is ated, paint-spray equipment for The smaller bottler shipping 
great as in a large city. They can keeping the trucks in good condi about 1,000 cases daily can probably 
telephone their needs to the plant tion. Such equipment installed with use spray equipment and booth for 
and loaded trucks can be sent out booth for water wash might cost operation dry that might cost 


by chauffeurs who do not earn as 





much as the regular delivery men 


These chauffeurs will bring back ISO You Can't Buy A 


the empty trucks 


The preceding means a small pool “y Better 
of trucks to take care of break- \ SEBEL If © 
downs in a large fleet and to per- at, See sth S Boiler ! 
mit all possible sales rather than 


lose sales to competitors It does WATER TUBE 
not require a spare truck for every BOILER 


route 


Kisco’s Amazing 
New Development 
Any bottler selling 500,000 o In Steam 


Machine Shop 


more cases yearly should have a Production 


small machine shop in order to 


make many of the needed repairs The Kisco SteemAtic Water Tube KA 
to bottling equipment and trucks Boiler is the long-sought answer ” 
to the demand for a compact, 
medium-small boiler that can be 

plant, the more elaborate the ma fired with any fuel . . . that is fast 

chine shop should be. This recom steaming, safe, efficient, com- 
mendation ties back into the need pletely insulated, easily accessible 

and highly economical. Write for 
catalog DSA-5. 


The larger the capacity of the 


for a master mechanic as previously 
recommended 


A regular maintenance schedule 


Another “Packaged” Power Plant... 


should be set up, with most of the 


i Cis Kisco Oil or Gas Fired Cabinet Boiler 


months. Costs should be reduced it 


Se ee ee Quick Steaming! Fast Installation! 
heavy-duty, low-hug dollies ‘so they 

} yed al } i A compact, fully insulated, automatic boiler, de- 
can be moved about the plant as slime enntecicalg She ms or: dl Cy: sees 
needed Phe dollies should be 13 Way Heat Travel’ is an important economy fea- 
equipped with screw jacks at — ye ture, which absorbs practically all possible heat 


\ 7 ; units from the fuel. This boiler was built for hard 
corner so the dollies can be set ; ‘ 
water conditions. There are no coils to corrode or 
ipon special pads to prevent vibra cause trouble and the large submerged horizontal 
tion and to anchor the dollies to - fire tubes assure a low upkeep cost and long life. 
4 th t | J Furnished completely assembled in 3 to 15 horse 
| Ww oul aving 
oo! l ou avi power sizes, ready to connect in your plant. Write 


ation bolts The pads P tas Catalog DC-5 
released from the floor 


Designers and Manufacturers of Boiler Room, Heating ond Ventilating tquipment 


A work bench and small-tool stor Ki 34 H | & E a rg 
cabinet on wheels should also 1sco ol er ngineer ng 0. 


vided. Workmen can then ich ansaesababise at. FOSS Se 


ir tools and equipment as 
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UNITED’S 1950 sturdy DURAMATIC carrier is 
time-tested. Designed and engineered for multi- 
trip easy carrying. Easier stacking and filling by 
automatic machines. The 1950 DURAMATIC is 


the answer to al! your problems. 


# UNITED'S 1950 DURAMATIC CARRIERS 
- “set up quickly save handling 
“have sturdy construction _last longer 
* stack easily ____mass displays 
*“ precision cut automatic filling 





WRITE, WIRE OR PHONE UNITED TODAY, WE ARE READY TO SHOW YOU WHY 
1T PAYS TO PACKAGE WITH UNITED 


UNITED BOARD & CARTON CORPORATION 


Folding Cortons and Package Specialties « From Pulp to Finished Product 
P. O. BOX 1318, SYRACUSE, NEW YORK 





CARTON PLANTS VICTORY MItets, SVFEACUSE,. CONKGES, SCROCKLIYIN, W.. ¥.6 
SPRINGFIELD, O BOARD MILLS: LOCKPORT, THOMSON, N. Y., URBANA, O 
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about $1,000 installed. Dry opera 


recommended. Equip- 


tion 1s: not 
ment for wet operation would cost 
more and might be required by fire- 
department and insurance-company 
representatives. It can be used to 


refinish trucks, cases, and coolers 


Where a bottler has a large num 


} 


vr of cases to refinish, automatic 


equipment is probably economical 


It has to be designed to order and 


approximate prices are not pos 


sible. It is 


desirable only where 


a bottler is shipping about 50,000 


Cases daily 


\ modern spray room with ex 


ans, wet wall, and other 


equipment is required’ by _ fire 
insurance companies and fire de 


partments many communities 


The preceding estimates are ap 


should he 


limitations 


proximate at best and 
checked against local 
buildings 


They assume existing 


ind alt compressors Can be ised 


e changes 


Insecticide Control 


modern bottling plant does 


ipon the occasional 
exterminator for the 


visits of 


control of insects and pests A 


system with atomizers or 
A plant 


floor is 


is installed 

with equipment all on one 
easily protected with an expendi- 
ot about £9()() for 100,000 cu 
about 


$1,000 for 500,000 


excluding the air compres 
sol al cost might be somewhat 
less. Th operating cost should be 
insects 


low as soon as control over 


and pests has been established 


One spraying 


weekly at a_ cost 
ranging from about $10 to $50 for 
the two sizes of plant given should 
be sufficient Such installations 
cover the I . ) it and get ex 

cellent 
The basic economics of success 
peration have too long 
As stated earlier, 
the reasons 


in the bev 


“ge! bottler 


being in a 
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better position to utilize the cost- 
and labor-saving techniques and 
equipment discussed in this article ; 
fork-lift 


installations, as two 


trucks and liquid sugar 


examples, 
probably be too 


would expensive 


for a plant marketing 75,000—-100,- 


000 cases annually. But this is not 
that 


can do nothing to improve its effi 


the smaller operation 


to Say 
ciency; indeed, there are cost-sav- 
ing methods and machines available 
to all bottlers. 


For example, a_ million-case-a- 


year plant might do well to have a 


machine shop to cut outside repair 
work. On the other hand, a good 
mechanic (who can and should also 
be used as a production worker) 
will suffice for the 100,000-case-a 
vear operation. 

The point is: Efficiency can be 
improved in plants of all sizes. All 
it takes is applying the basis eco- 
nomics of plant operation to you 


business. 


olV4, 


A soLvay Special cLEANseR 


Bottle 


Washing 


ANCHOR 
ALKALI 


“Specialist” */ 


When it comes to bottle washing, Solvay 
ANCHOR ALKALL is a “specialist because 
it was carefully compounded for this specific 
job. ANCHOR ALKALI washes bottles 
whistle-clean; it sterilizes the bottles; and it is 
easily and completely rinsed, leaving no specks, 
spots or dulling film. Result: bottles that are 
really clean! Today—order ANCHOR ALKALI, 
the bottle washing “specialist” that does the job 


best! Used by America’s leading bottlers 


SOLVAY SALES DIVISION 


40 Rector Street, New York 6, N.Y 


BRANCH SALES OFFICES 
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MISSION DRY CORPORATION 


Bottlers 
use 


Anchorglass 


Beverage Bottles 
with 


4 








ISSION Beverage Bottlers enjoy many supplier of these attractive bettles that can 
advanteges a full line of quality be used for one or all of a full line of bev- 
flavors, all popular sellers, and all flavors erages. Anchorglass Bottles are uniformly 
bottled in the same distinctively styled and strong have smooth, accurate, fire 


decorated bottles polished finishes attractive, permanent 
ANCHOR HOCKING 


Anchor Hocking is proud to be a licensed applied color labels 
GLASS CORPORATION 


Anchorglass Beverage Bottles are available in all popular sizes, in sparkling crystal, rich amber 


and emerald green glass. Samples for test purposes will be gladly supplied upon request *Reg. U 
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Price Problem Spotlighted 
At Minnesota’s 50th 
Anniversary Convention 


Wo nnesora bottlers took a brief 
time out from their trials and trib- 
ulations last month to join in cele- 
brations commemorating the Golden 
Anniversary of their State associa- 
tion. 


More than 350 bottlers, supply- 
men and their ladies, gathered at 
the fiftieth annual convention of 
17-18 in 


nostalgic as 


the association, 


Apr. 
Minneapolis, waxed 
memories of the “good old days” 
were recalled in specially-prepared 
historical skits and playets, through 
an exhibition of antiquated bot- 
tling equipment and supplies, and 
introduction of 


through industry 


old-timers 
Their 


short-lived, however. It died as as- 


collective nostalgia was 
sociation officials and tradé leaders 
jolted the convention with strongly- 
worded charges that conditions ex- 
isting “then” were far more favor- 
able than conditions’ existing 
“now”. Typical was the declaration 
of vice-president Richard Ryan who 
said: “There is no parallel between 
those past days of large profits and 


Newly elected officers of the Gophers Club, Minnesota sup- 
plymen’s organization. Chas. Deicke: Dick Wagner: Geo. 


Weed and Ben Wood. retiring president. 


MINNESOTA OFFICERS AND DIRECTORS 


Seated—V.P. Jim Henry: Al Zender: Richard Ryan, President: John Farrell, 
Secretary. Standing—Joe Dudley: Cliff Lande; Wayne Austin; Joe Grant- 


man; Ed. Kiewel; Frank Minars. 





no volume and these days of large 
volume and no profits.” 

Mr. Ryan’s remark pinpointed 
the chief problem of the trade today 
high 


low prices in the face of 


costs, a subject which was fully 
developed by National Bottlers’ Ga- 
Managing Editor, M. J. 
Becker, in his address. 

Mr. Becker told his audience that 


zette’s 


“Old Timer” bottlers and supplymen relived a 1912 associa- 
tion battle, and dramatized the first use of an automatic 


bottling machine in the mid-west. 





May, 1950 


lll 





112 


Fourth in soft drink volume and 
rapidly moving into the third spot, 
that’s the record Milt Bonn has made 
with Squirt in the short span of ten 
years. 


Buffalo, the “Queen City of the 
Lakes,” is not a lady who bestows 
her favors easily. Second largest city 
in New York State...in the 500 mile 
circle wherein 65,000,000 people 
live...whose own reach of consumers 
is over a million, she is constantly 
wooed by the big-time salesman... 
and to win sales and favor, she 
demands the keenest of competitive 
ability, the finest in quality products. 


They love Squirt in Buffalo. 
Quality-wise Squirt is distinctive; it 
is a sparkling blend of pure natural 
ingredients which makes it an ex- 
tremely popular family soft drink; 
it is a widely accepted all-purpose 
mixer; and between these two uses 
Squirt provides the retailer year 
‘round volume. 


The key that unlocked Buffalo 
for Squirt is relatively simple as 
explained by Milt: "A good product 
with careful controls for guarding its 
quolity...streamlined distribution... 
and a buck back for every dollar 


The man who wooed the 
“Queen City of the Lakes” 


ae 


...and WON! 


spent in sales and advertising. These 
things are vital in any business, but 
they are the only way to survival in 
the soft drink industry where pro- 
duction and distribution costs have 


tripled in the past ten years and 
where selling prices stubbornly in- 
sisted in staying at pre-war levels. 


“The Squirt Company is a leader 


in this basic economic problem of 
the industry. And, today, the trend 
is toward higher prices which will 
return a fair profit and security to 
the bottler. Too, The Squirt Company 
gives me many other advantages — 
expert laboratory help...continuous 
and aggressive advertising, mer- 
chandising and sales promotion 
programs. These helps, plus my 


ne 
= LOSE LE 


Malt Bonn, owner, Squirt Beverage Co. of Buffalo 


and his fleet of Squirt trucks 


own extensive sales promotion and 
advertising activities, have been re- 
sponsible for the rising position of 
Squirt in Buffalo.” 


A Squirt Bottling Franchise is a 
guarantee of continued security... 
of leadership backing in merchandis- 
ing and advertising...the elements 
you need to build permanent sales 
volume and substantial profits, year 
after year. 
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...-Write The Squirt Company 
today for complete information on 
a “Profit-Rated” Squirt Bottling 
Franchise. 


BE HEALTHY + BE HAPPY 


THE SQUIRT COMPANY 
202 South Hamilton Drive 
Beverly Hills 

California 
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the old timers of the trade who by 
their courage, vision, hard work 
and rugged individualism had built 
a great industry, solved their in- 
dividual problems without waiting 
to see what a competitor was doing. 
“There seems to be a considerable 
lack of courage today,” he said, 
“and a dearth of ‘leaders’ who are 
willing to chart relatively unknown 
courses toward adequate prices for 
bottled soft drinks. While many 
bottlers in many states have already 
raised prices, with good results and 
little trouble, there are still too 
many in desperate financial straits 
who are waiting for some other bot- 
tler to take the first hurdle. You’ll 
get no help from anyone, either in 
the industry or in government,” he 
declared. 

Other speakers on the program 
discussed a wide variety of trade 
topics. Dr. G. A. Vacha, Chief Bac- 
teriologist, Department of Agricul- 
ture, Dairy & Food Commission of 
Minnesota, described at length the 
prerequisites of good bottling plant 
construction from a_ sanitation 
standpoint and suggested that the 
association provide him with co- 
operation in amending and rewrit- 
ing the beverage law to make it 
meet present-day conditions. 

Ben H. Wells, vice-president in 
charge of sales and advertising for 
Seven-UP Company, St. Louis, Mis- 
souri, was virtually a one-man sales 
training show as he assumed the 
roles of various retailer “types” of 
retailers and beverage salesmen. 
Describing how markets have im- 
proved’ and expanded and how 
products and selling methods must 
follow suit, Mr. Wells stressed the 
need for “upgrading salesmen” by 
fitting the training to the man to 
capitalize on his dominant charac- 
teristics rather than trying to fit all 
routemen to a common mold. 

Remaining speakers on the pro- 
gram were Thomas F. Mansfield, 
past president of A.B.C.B. 
Newark, N. J.; 
vice-president of the Coca-Cola Co., 
Atlanta, Ga.; and Mike Michael, 
editor of the “Mid-Continent Bot- 
tler” 


from 


Edgar J. Forio, 


May, 1950 


Top — Bottlers reenacted the parts 
they had played at the 1912 conven- 
tion (in New Orleans) of the original 
national association. Center — Ben 
Wells, general manager for 7-Up 
Company. donned a routeman’s uni- 
form to play the part during the 
course of his speech. Bottom—Dis- 
played in a lobby cabinet, curios 
from the early days of the industry 
drew much attention. 





New Officers 


The elections, on a single ballot 
cast by executive secretary John 
Farrell, Jr., 


were as follows: 


President—Richard Ryan, Velie-. 
Ryan Co., Rochester; Vice-Presi- 
dent—Jim Henry, Nesbitt Bottling 
Co., Minneapolis; Treasurer—Wm. 
R. Anderson, Minneapolis Bottling 
Co., Minneapolis; and Secretary 
John Farrell, Jr., St. Paul. 

Directors named were Joe Dud- 
ley, Coca-Cola Bottling Co., Min- 
neapolis; Harold Costello, Pepsi- 
Cola Bottling Co., St. Paul; Wayne 
Kopp, Wadena Bottling Works, 
Wadena; Joe Grantman, Coca-Cola 
Bottling Co., Red Wing; Wm. J. 
McGraw, Dr. Pepper Bottling Co., 
Hibbing; Cliff Lande, Minneapolis 
Seven-Up Bottling Co., Minneapo- 
lis; Al Zender, Tracy Bottling Co., 
Tracy ; Ed Kiewel, Kiewel Products 
Co., Crookston; Frank 
Bottling Co., Fergus 
Falls; and Wayne Austin, Gopher 
Bottling Co., Austin. 


Miners, 
Seven-Up 


The Gopher Club, supplymen’s 
group affiliated with the associa- 
tion, elected Charles Deicke, Crown 
Cork & Seal Co., president; Dick 
Wagner, W. H. Hutchinson & Son, 
vice-president; and George Weed, 
Pure Carbonic, Inc., 
treasurer. 
Ben Wood, 
Company. 


secretary- 
Retiring president is 


Warner Jenkinson 


Kreeger Elected Michigan 
Bettlers Head 


William E. Kreeger, Coca-Cola 
Bottling Company of Wyandotte, 
Michigan, was elected president of 
the Michigan Bottlers of Carbon- 
ated Beverages at the 39th annual 
meeting of the association, March 
7-9 in Grand Rapids. 

Other Quinn 
Boughey, Dr. Pepper Bottling Co., 
Traverse City, vice-president; B. 
Thomas Smith, Canada Dry Bot- 
tling Co., Flint, secretary. 


officers are: 


Directors named were: William 
J. Young, Coca-Cola Bottling Co., 
Detroit ; John Q. Adams, Chapman’s 
Beverages, Saginaw; Ivan Brow- 
ers, Howard Sprague, Seven-Up 
Bottling Co., Flint; Ralph Hansen, 
Royal Bottling Co., Me- 
nominee and Frank A. Wegener, 
Wegener’s, Inc., Detroit. 


Crown 
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TO SAVE YOU MONEY 


Whether you deliver by the case or by the load 


You get lower-cost performance, more miles of trouble- 
free hauling, and longer life from every new Interna- 
tional Truck because every new International Truck 
is HEAVY-DUTY ENGINEERED. 


Proof of this statement boils down to this: 


1. Heavy-duty truck buyers keep records of hauling 
costs right down to the last penny. On the basis of 
what these records show, these cost-conscious men 
have bought more heavy-duty International Trucks 
than any other make for 18 straight years. 


2. The extra values that for almost two decades have 
assured America’s most exacting truck buyers of 
better performance at lower cost per mile are engi- 
neered into every new International Truck from the 
smallest to the largest 

Every new International Truck from 4,200 to 90,000 

pounds gross vehicle weight offers heavy-duty engi- 

neered stamina and operating economy combined with 
new comfort and ease of handling. 


You get new comfort and driving ease in the “room- 
iest cab on the road.” Step into the Comfo-Vision Cab 


ALL NEW, ALL PROVED 


and discover how much more “move-around room” 
there is in the “roomiest cab on the road.” Note how 
easy it is to adjust the wide seat to just the right 
position. 


Look out through the one-piece, scientifically curved 
Sweepsight windshield. Place your hands right where 
they feel natural for driving—and you'll find them 
gripped around the sturdy steering wheel. And just 
wait till you start going— you'll enjoy more positive 
control... thanks to new Super-steering. 


You get more all-‘round truck value in every new 
International Truck. See the new valve-in-head truck 
engines, new rear axles, new features throughout — all 
proved under actual operating conditions. Get the facts 
about new Internationals —the world’s most complete 
line of trucks. 


See for yourself ...see your International Truck 
Dealer or Branch, soon. 


Internationa! Harvester Builds McCormick Farm Equipment and Farmall 
Tractors... Motor Trucks ... Industrial Power... Refrigerators and Freezers 


Tune in James Melton and “Harvest of Stars”— NBC, Suaday afternoons 


nn 
INTERNATIONAL “= TRUCKS 


INTERNATIONAL HARVESTER COMPANY ° CHICAGO 
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HIGH WATER 


Typical of the conditions under which the North Dakota convention was held are these two pictures 


of the Red River in flood. The pictures were taken within 100 yards of the hotel. 





North Dakota Bottlers 
Convene Despite Floods 


§ xrezuma adverse conditions 
failed to reduce either the atten- 
dance or the effectiveness of the 
thirty-fifth annual convention of 
the North Dakota Bottlers Associa- 
tion, at Grand Forks, April 20 
and 21 

This city of 27,000 people, on the 
banks of a river which runs north 
instead of south, as do all others 
in this section, was one of a score 
of North Dakota communities to 
be ravaged by floods. This is prob- 
ably the first State convention to be 


Left—A. H. Rabe, new vice-president (second from left) is 
congratulated by retiring president E. A. Bostrom. At right 
is J. R. Bernabucci, secretary-treasurer, and at left. Roy Ken- 


held under water, since the meeting 
room in the Dacotah Hotel was in 
the basement and about four feet 
below the level of the swollen river 
only a hundred yards from it. Ex- 
cept for a few bottlers completely 
isolated by the floods, all of the 
thirty plants in the State were 
represented. About forty supply- 
men also were present. 

Although 
speaker scheduled with the price 
NATIONAL 
BOTTLERS’ GAZETTE Editor M. J. 


there was only one 


situation as his subject 


the convention. 


Becker—this topic was the prevail- 
ing one of the convention, cropping 
up in other speakers’ addresses, get- 
ting a thorough going over in an 
open forum and being discussed by 
bottlers and supplymen before and 
after the regular meeting periods. 
Adequate deposits, both for cases 
and cartons, were also under con- 
sideration. 

Mr. Becker, making his third 
convention appearance in eight 
days, stressed at the North Dakota 
meeting, as he has at nearly a dozen 


nelly, director. Right—Tom Moore, representing A.B.C.B. and 
E. J. Forio, Coca-Cola Co. vice-president. were k at 
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TASTE APPEAL—It is a tip-top delicious, full-bodied 
blend of fruity flavors . . . truly tops in refreshing drinks. 


EYE APPEAL — It is a sparkling colorful beverage that in- 
vites them to buy. 


SALES APPEAL —lts favorable consumer acceptance 


makes South Seas a year-round profitable seller. 


Quality in Flavor Since 1835 


Inquire about Franchise Rights now 


while some territories are still open. 


E 
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RG! ll CO., Inc. 


Bush Terminal Building No. 10 
Brooklyn 32, New York 
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others this season, the need for bot- 
tlers to re-evaluate their positions, 
cost-wise and price-wise and then, 


if the move was clearly indicated, 


to raise their prices without regard 
to the actions or lack of action on 
the part of competitors. He told 
the North Dakota bottlers that 
hundreds of others in many States 
had “upped” their prices, some as 
long as two years ago, meeting sur- 
prisingly little resistance and los- 
ing, at the outset, not more than 
20% of their volume. This, with 
proper merchandising and advertis- 
ing, is soon reduced to where many 
bottlers with higher prices reported 
an actual increase in volume over 
the level established at their old 
scales, Mr. Becker pointed out. 

The two business sessions, with 
President E. A. Bostrom presiding, 
such 


also produced outstanding 


trade leaders as E. J. Forio, vice 
president of Coca-Cola Company, 
who emphasized the importance of 
making friends for the industry on 
all levels of the economy to help 
such 


legislation and unwarranted attacks 


prevent things as punitive 
on soft drinks; and Tom Moore, 
Minneapolis bottler and former 
A.B.C.B. president, who discussed 
the development and execution of 
the national association’s public re- 
lations program. 

John Brown of Owens-Illinois 
Glass Company and Mike Michael 
of Mid-Continent Bottler, both re- 
ported on what’s going on among 
the bottlers in relation to selling 
plans, incentive pay programs and 
production and cost short cuts. 
bottlers 


should do to inspire employees and 


The selling job the 


encourage consumer acceptance of 
soft drinks, was the subject of a 
talk by Edward A. 
Crush Company, Chicago, Illinois. 


Heep, Orange 


A talk on the economics and prac- 
tical use of bottle washing com- 
pounds by P. N. 


of technical 


Burkard, director 
service, Wyandotte 
Chemicals Corporation, Wyandotte, 
Michigan, completed the program. 

A pre-convention get-together at 
the plant of Grand Forks Coca-Cola 
Bottling Company with E. A. Bos- 
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trom as genial host and hot piano 
player, the annual banquet and a 
refreshment hour, constituted the 
entertainment periods. 

The elections made A. B. Carlson, 
Oakes, president of the association ; 
A. H. Rabe, Dickinson, vice presi- 


dent; J. R. Bernabucci, James- 


town, secretary-treasurer; and di- 
rectors, Spencer Sell, Bismarck; 
Norris Skinner, Grand Forks; J. C. 
Dybwad, Carrington; C. F. Brick- 
ner, Fargo; Roy Kennelly, Mandan; 
Mrs. Florence Howell, Hettinger. 
Jamestown is the next convention 
city. 


Price, Deposit Forum 


Highlights 


South Dakota Meet 


Fad DEMOCRATIC roundtable discus- 
sion of beverage prices, bottle and 
intermediate 
coinage featured the 40th annual 
convention of the South Dakota 
Bottlers Association, April 13-14 in 


ease deposits, and 


Watertown. 

The open forum followed imme- 
diately on the heels of a straight- 
from-the-shoulder address on the 
price problem by M. J. Becker, 
Managing Editor of National Bot- 
tlers’ Gazette. Mr. Becker, in fur- 
therance of N.B.G.’s campaign to 
get bottlers to  price-for-profit, 
stressed the need for higher whole- 
sale prices to offset the high tide 
‘which have 


of costs already 


NBG EDITOR ADDRESSES MEET 


swamped several hundred bottling 
businesses and threaten thousands 
more. 

The industry is suffering unneces- 
sarily, Mr. Becker pointed out, by 
trying to hang on to an unrealistic 
price level without regard to the 
radically changed conditions which 
have arisen during the post-war 
Freely acknowledging the 
fact that not all bottlers are af- 
fected in the same degree by cur- 


years. 


rent high costs and a “fixed” price, 
Mr. Becker denounced the “wait till 
I see what my competitor does” at- 
titude exhibited by those bottlers 
who need an upward price adjust- 
ment most. “Better do it now for 


M. J. Becker, managing editor of “National Bottlers’ Gazette,” urged South 


Dakotans to price-for-profits. 
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the sake of your own business”, 
he declared, “before the opportu- 
nity ceases to exist’. 


During the roundtable discussion, 
the bottlers indicated their lack of 
faith in fractional coinage as a 
“way out” of the high cost—low 
price dilemma. A show of hands re- 
vealed six bottlers for and ten bot- 
tlers against intermediate coinage. 
The split coin idea, recently debated 
by a Congressional committee, cur- 
rently is being vigorously promoted 
by Edward W. Mehren, president of 
the Squirt Co., and others in (as 
well as out of) the industry. 

Although the 
dominated the meeting, there were 
other important discussions. 
Thomas F. Mansfield, Newark, N.J., 
past president of A.B.C.B. and pres- 
ently a member of its Executive 


subject of price 


Board, gave a stirring address on 
the subject of “Wake Up America” 
in which he denounced socialism 
and communism as threats to our 
American way of life, and hidden 
taxes as a serious danger to busi- 
ness. “We need another Washing- 
ton—in Washington”, he said. 
Kenneth Sohns, Regional Admin- 
istrator of the Wage and Hour 
Branch of the Department of Labor, 
Kansas City, Mo., described the 42 
changes made in the original 1938 
Wage and Hour law, and discussed 
briefly the effects of the six major 
groups into which these changes 
fall. A spirited exchange of ques- 
tions and answers followed his taik. 


Speaking on his favorite topic, 
William E. (Bill) Mankin, Public 
Relations Director for the Grapette 
Co., Camden, Ark., outlined a sim- 
ple, workable approach to the es- 
tablishment of good. public rela- 
tions by bottlers in their respective 


communities 


C. L. Loucks, Watertown attor- 
ney, also addressed the convention. 
His major point was that business 
and politics go hand in hand. 

The business sessions were ad- 
President A. H. 
Brueggeman, of Rapid City, ably 
Fred W. 


ministered by 
assisted Dy 


Secretary 
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Left to right—John Rohl, director: G. L. Leonard, director: A. H. Bruegge- 
man, president; and Fred W. Witte, secretary. 





Witte, of Sioux Falls. In the elec- 
tions, both Mr. Brueggeman and 
Mr. Witte were re-elected, as was 
Richard 


Vice-President Ellwein, 


Mitchell. Directors chosen were An- 
drew Ellwein, Mitchell; Harry Bin- 
der, Yankton; John Rohl, Aberdeen, 


and G. L. Leonard, Watertown. 


Ginger Ale Big Seller 
Ohio Convention Hears 


@ onsumpnion of ginger ale and 
lemon-lime soda by Ohio and Michi- 


gan families—in both quarts and 


splits—is far above the U. S. aver- 


age, members of the Ohio Bottlers 


OHIO OFFICIALS 


of Carbonated Beverages were ad- 
vised at their 38th annual conven- 
tion, April 3-4 in Columbus. 

Dent Hassinger, an official of the 
Bureau of Advertising, American 


Left to right—W. C. Harrison, retiring president: L. C. Webber, director; 
R. K. Kerr, Jr.. incoming president: Mary Lou Marlay. secretary: W. Pabst, 
director, and H. Schmidt, vice-president. 











Union Caramel Color 


@ You can depend on Union Caramel 
Color to meet your most exacting 
requirements. 


Union Acid Proof Caramel Color No. 
125 is specifically created for acidu- 
lated and non-acidulated carbonated 
beverages. Based upon years of prac- 
tical experience and strict laboratory 
control, it is manufactured to rigid 
specifications assuring a permanent 
brilliance in all types of beverages. 

You can be sure when you standard- 
ize on Union Caramel Color No. 125. 
Free-flowing, it is easy to remove from 


containers, easy to measure, disperses 
quickly and permanently—all impor- 
tant in reducing production costs. 
Possessing high tinctorial power and 
color uniformity, Union Caramel Color 
will give your products lasting, eye-ap- 
pealing brilliance to win increased sales. 
Our Technical Staff is ready to help 
you solve your color problems and is 
prepared todiscussspecific applications. 
For further information on Union 
Caramel Color write us today. Re- 
quests for samples and prices will 
receive our immediate attention. 


UNION SALES CORPORATION 
DISTRIBUTOR FOR 


UNION STARCH & REFINING CO. 


ESTABLISHED 1902 


COLUMBUS, IND. 


RPORATED 1012 
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Newspaper Publishers Association, 
told the convention that sales of 
ginger ale in splits in Ohio-Michi- 
gan are more than three times the 
national average; quart ginger ale 
sales approximately 50% 
quart 


greater ; 
volume 20% 
higher; and small lemon-lime busi- 
ness about 30° 


lemon-lime 


greater. Surpris- 
ingly, Hassinger noted that Ohio- 
Michigan sales of sparkling water, 


another mixer-type beverage, do not 
amount to even half the national 
average. 

In his discussion on brand and 
Ohio- 
Michigan, the speaker presented 
other interesting data. He noted 
that: 


bottle-size preferences in 


1. Consumption of cola, orange, 
and grape beverages in these states 
is far below the national average. 
drink con- 
sumption in Ohio-Michigan is lower 
than the national average—91% of 


2. Per capita soft 


the national average in quarts, 72% 
in smalls. 

3. Cola, lemon-lime and ginger 
ale, in that order, are the most 
popular flavors in smalls. Ginger 
ale, root beer and lemon-lime are 
the leading quart sellers. 

Included among the other speak- 
ers at the two-day meeting were 
J. HN Bauman, vice-president, 
White Motor Co., Cleveland; A. G. 
Beaman, vice-president, A.B.C.B.; 
Dr. Paul Brown, Professor of Mar- 
Ohio State University; C. 
Emory Glander, Tax Commissioner 
of the State of Ohio; Carl Taylor, 
president, Waukesha State Bank, 
Waukesha, Wis.; Col. Edward M. 
Kirby, public relations advisor to 


keting 


the American Institute for Inter- 
mediate Coinage; and W. V. Ballew, 
Smoke Ballew & Associates, Dallas. 
In his address, Mr. Ballew urged an 
wholesale 


immediate increase in 


beverage prices 


New Officers Elected 


At the close of the business ses- 
sions, R. K. Kerr, Jr., of Athens, 
was elected president of the associ- 
Other 
Schmidt, Columbus, vice-president; 


ation. officers are: H 


M. M. Jones, Columbus, treasurer, 
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and Miss Mary Lou Marlay, Co- 
lumbus, secretary, 

New directors are W. Pabst, 
Hamilton; Julius Darsky, Akron; 


C. Mashburn, Cincinnati; Fred 


Mandel, Cleveland, Harry Schmidt, 
Columbus; R. Williams, Pleasant 
City; W. H. Davis, Greenville; L. 
C. Webber, East Liverpool; and R. 
K. Kerr, Athens. 


Beverage Taxes 
“Destructive’’, 
Nebraskans Told 


Pracsame that a beverage tax is 
“like being hit on the head with a 
knotted club”, George S. Derry, an 
official of the Keystone (Pa.) Bot- 
tlers’ warned Ne- 
braska bottlers recently that they 
must be ever alert to threats of 


Association, 


discriminatory taxation. 

Addressing ‘the annual conven- 
tion of the Nebraska Bottlers of 
Carbonated Beverages, held March 
23-24 in Grand Island, Mr. Derry 
said that “bottlers in every state 
must be more vigilant concerning 
legislation and must cooperate with 
their state and national associa- 
tions if they are going to success- 
fully fight adverse and discrimina- 
tory taxation.” 

Another feature of the two-day 
convention was a panel discussion 
on increasing profits titled ““Opera- 
tion Profit, 1950.” Raising deposits, 
changing over trucks to burn Bu- 
tane gas instead of gasoline, in- 


NEBRASKA OFFICERS 


stalling labor-saving equipment 
were some of the means suggested 
to accomplish this. 

The panel was composed of Herb 
Feierman, Whistle Vess Bottling 
Company, Omaha, who acted as 
moderator; Con H. Keating, Dr. 
Pepper Bottling Company, Colum- 
bus; Lyle Parkin, Coca-Cola Bot- 
tling Company, Grand Island; J. G. 
Sawicki, Seven-Up Bottling Com- 
pany, Omaha, and Walt W. Winter, 
Lincoln Bottling Company, Lincoln. 

In the elections, Jack R. Beard 
was re-elected president of the as- 
sociation. Other officers are Del C. 
Leffler, 
president, Donald E. Devries, Lin- 


Holdredge, re-elected vice- 


coln, re-elected treasurer, and J. G. 
Sawicki, Omaha, secretary. 

The Cornhuskers, supplymen’s 
group, affiliated with the Nebraska 
association, elected Morton Rich- 
ards president and _ re-elected 
Charlie Rice as secretary-treasurer, 


Left to right—J. G. Sawicki. secretary: Donald E. Devries, treasurer; Dei C. 
Leffler, vice-president: and Jack R. Beard, president. 











One man washes ‘em all 


with a HEIL KHQ Bottlewasher 


Cleaner bottles at 
lower cost per case 


PRE-RINSE removes loose dirt 
before bottles enter first soak 
compartment. You save on 
caustic. 


SOAKER-HYDRO WASHING 
assures you of sparkling clean, 
sterile bottles. 


NO BRUSHES OR INJECTOR- 
TYPE SCRUBBING DEVICES to 
pass dirt from bottle to bottle. 


4-COMPARTMENT DESIGN per- 
mits wider range of tempera- 
ture control, for thorough clean- 
sing action and less bottle 
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breakage. 


Yes, you can wash splits, pints, and 
quarts with a Heil KHQ Bottle- 
washer. And you don’t have to make 
time-consuming adjustments to 
change from one-size bottle to an- 
other. This flexibility lets you push 
your popular sizes, yet continue to 
offer a full line. 

What's more, one man can keep 
the machine operating at full ca- 
pacity. Load and discharge, temper- 


ature and pressure gauges, pump 


and drive controls — all are right 
in front of him. Thanks to Heil’s 
accumulative bottle loader, he can 
load continuously — and does not 
have to time his movements with 


the operation of the machine. 


Heil KHQ Bottlewashers are 
available in capacities ranging from 
60 to 240 bottles per minute. Ask 
your Heil agent about the size that 
fits your plant. Write today for 


literature giving complete details. 


THe HEIL co. 


Dept. 2750 3028 West Montana Street, Milwaukee, Wisconsin 
Factories: Milwaukee, Wis. — Hillside, N. J. 


District Offices: Hillside, Washington, D.C., Atlanta, Milwaukee, Detroit, Chicago, 
Minneapolis, Kansas City, Dallas, Los Angeles, Seattle 
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ARIZONA 

Ralph W. Applegate and Colin W. 
Campbell have been awarded the 
Dad’s franchise for the State of 
Arizona. Operating as Dad’s Root 
Beer Bottling Company of Phoenix, 
the new plant represents an invest- 
ment of approximately $300,000 
and has started operations with an 
&-truck fleet under the supervision 
Hoots 
Applegate and Campbell 


of general manager J. E. 
Messrs. 
also have the White Rock franchise 
for the Arizona market . . . Ruel 
Wilkins has assumed the manager- 
ship of the Seven-Up Bottling Co., 


Prescott. 


CALIFORNIA 

D. A. Kenmuir, Jr. has joined the 
Long Beach Grapette Bottling Com- 
pany as sales manager .. . Coca- 
Cola Bottling Co., Barstow, recently 
completed the installation of new 
equipment, an 8-wide 
Meyer Dumore washer and 2 Dixie 
Frank Moon heads this 

Henry Krofts, formerly 
associated with the Mundet Cork 


Corp., San 


including 


fillers. 


piant 


Francisco, has taken 
over the Fresno Beverage Com- 
. A Dad’s Root Beer fran- 
chise for the 
Stockton markets has been granted 
to the Grapette Bottling Co., Sacra- 
mento. This operation is under the 


pany . 


Sacramento and 
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general management of Robert C. 
White. 

White Rock Bottling Co., San 
Francisco, has recently installed a 
Western water treating system... 
A Cem 28-filler, Heil washer and 
an Evans Automatic solution heater 
were installed by the 
Seven-Up Bottling Co., Fresno... 
Bottling Co., Los An- 
geles, has purchased a tract of land 
in nearby Downey and will open a 


recently 
Coca-Cola 
sales branch there shortly. 


Bottling Co., 
installed a 


Coca-Cola Sacra- 
Western 
water softening unit. This plant is 
managed by Nate Sellers ... Fred 
A. Karr is now in charge of bot- 


mento, has 


BOTTLER 
BRIEFS 


Shasta 
Water Co., San Francisco. Leo An- 
drade has joined Shasta as assis- 


tling operation for the 


tant sales manager. 


COLORADO 
New $1,500,000 plant of the Den- 
ver Coca-Cola Bottling Company 
started operations last month. The 
new structure contains more than 
65,000 square feet of floor space. 
H. W. Hahn is general manager 
Valley Beverages, Inc., La 
Junta, headed by Lee Vance is ex- 
panding its truck fleet. 


FLORIDA 
Pop-Kola Bottling Co., Jackson- 








NEW DOUBLE-COLA PLANT 


New home of the Koelling Bottling Co., Double-Cola bottlers in Green- 
wood, Miss., features wide expanses of glass and glass brick. Two-story 


plant serves the Greenwood territory with five route trucks and one relay 
truck. 











ville, is now bottling Frostie. 


Charles Hilty heads the firm. 


GEORGIA 


Gilbert S. Kennedy has purchased 
that portion of the Grapette fran- 
chise centering around 
which was 


Augusta, 
formerly served by 
Grapette Bottling Co. of Aiken ... 
Denman T. Snow is the new owner 
of the Royal Crown Bottling Co., 
Athens. 


INDIANA 


Quality Distributors, Inc., Evans- 
ville, is erecting a new plant build- 
ing. Head of this firm is Stanley 
Atkinson. Bottling Co., 
Batesville, is now bottling Hires. 


Currin 


IOWA 

Jim Thurston has been promoted 
to district sales manager of the 
Seven-Up Bottling Co., Cedar Rap- 


EveryTHING a bottler needs and most everything 


he buys is supplied by firms everywhere co-operating with 


each other through Bureau service. Companies in these 


cities have joined the Bureau since the first of the year to 


enjoy the advantages of this service. The products they 


sell include vending machines, sugar, boxes, signs, extracts, 


and plant equipment. 


If you do business with bottlers, the Bureau can 


help you. 


Your inquiry will bring you complete information 
without obligation. 





MEMBERSHIP 
EMBLEM 


FURNISHING A NATIONAL CREDIT AND COLLEC- 
TION SERVICE 


FOR THE BEVERAGE INDUSTRY 


Affiliate of United Mercantile Agencies 


UNITED BUILDING «. « « »« LOUISVILLE 2, KENTUCKY 


ids .. . John W. Herndon has pur- 
chased controlling interest in the 
Dr. Pepper Bottling Co., Cedar 
Rapids, from H. B. Kirkland. Mr. 
Herndon will act as‘ general mana- 
ger of the operation, while Merle 
Wise, former manager, will become 
sales manager . . . Seven-Up Iowa 
Co., Des Moines, recently completed 
an expansion program which in- 
cluded installation of a Meyer Du- 
more 24-wide washer and a RCA 
case unloader, a Meyer Syncrome- 
ter and deaerator with Carbo-cooler 
mounted on the same base, and an 
Evans Automatic heating unit. 


KANSAS 


Central Kansas Bottling Co., 
Great Bend, has moved into a new 
plant building. Owners of the firm, 
which holds the Bireley’s franchise, 
are C. J. Knop, H. T. McDowell, 
Melvin Nuss and Roy Dixson. Mr. 
Dixson is plant manager... A new 
Liquid filler and washer have been 
added to the plant of the Dr. Pepper 
Bottling Co., Arkansas City, as part 
of the $50,000 improvement pro- 
gram. 


_ KENTUCKY 


A new warehouse and garage will 
shortly be constructed by the Coca- 
Cola Bottling Co., Hopkinsville. 








UTAH LAUNCHING 


Discussing preparations for 
launching B-1 Lemon-Lime Soda 
in Utah are (left to right): Oliver 
C. Thener. president of the B-1 
Beverage Co., St. Louis: G. R. 
Fitzgerald, sales manager of the 
parent company, and M. P. Dun- 
can, owner of the B-1 Bottling Co. 
of Salt Lake City. 
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LOUISIANA 

Stuart Seelye has been elected 
vice-president in charge of sales by 
the board of directors of the Louisi- 
ana Coca-Cola Co., Ltd., New Or- 
leans. The board also re-elected 
A. B. Freeman as chairman of the 
board; R. W. Freeman, president 
and F. E. Lind, secretary-treasurer 

..d.C, Mills is the new manager 
of the Bottling Co., 
Bogalusa. 


Coca-Cola 


MARYLAND 


A new storage house addition, 
which will cost an estimated $25,- 
000, is now being constructed by the 
Coca-Cola Bottling Co., Salisbury. 


MASSACHUSETTS 


Coca-Cola Bottling Co., Marlboro, 
has been purchased from the Coca- 
Cola Bottling Company of Boston 
by Earl G. Stringer, manager of 
the Marlboro plant for the past four 


years. 


MINNESOTA 


Willmar Bottling Co., 
and Capitol 


Willmar, 
Beverage Co., Owa- 
tonna have recently been awarded 
Hires franchises ... Edward Cohn, 
Virginia, has been granted an O-So 


Grape franchise. 


MISSISSIPPI 


J. W. Jordan, Jr., owner-manger 
of the Royal Crown Bottling Co., 
Vicksburg, recently established a 
plant in Natchez. The Natchez op- 
eration, under the management of 
Paul Brown, is bottling and dis- 
tributing Royal Crown Cola, Par-T- 
Pak and Nehi beverages. 


MISSOURI 


Club 


have 


Interests of the Clicquot 
Bottling Co., City, 
been purchased by the B-1 Bottling 


Kansas 


Company, same city. Owner Charles 
H. Chapman 
H. H 


Harry Peterson and F. Rainey have 


recently appointed 


Carter sales manager 


been granted an O-So Grape fran- 


chise for Albany. 
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NEW YORK 

Ellenville Hires Bottling Co., El- 
lenville, recently started production 
and distribution on Hires. 


NEVADA 


Water treating units have re- 
cently been installed by the Pepsi- 
Cola Bottling 
Nehi Bottling 


Elko. 


Company and the 


Company both of 


NORTH CAROLINA 

New plant of the Royal Crown 
Bottling Co., Goldsboro, was opened 
last month with D. H. Tadlock as 
manager. four 


Firm will serve 


North Carolina counties. 


OHIO 

Kenneth A. McClave has pur- 
chased the Grapette Bottling Com- 
pany, Dayton, and will act as mana- 


MarBert Cora and M-P Cuerry Cora are reasonably 
priced to insure your profit without sacrifice of quality. 


Their taste appeal insures repeat business. For just 


$1.00 we'll send you a full gallon of syrup* 


ready for bottling. Bottle it; sample it, test it on dealers— 


you'll be convinced. Use the coupon to order. 


YOU CAN'T BUY BETTER CONCENTRATE 


MarBert Coua 


MARBERT PRODUCTS, INC., 19 E. Lombard St., Baltimore 2, Md. 


j M.-P 


nly to bottiers in U. S. and Canada. MarBert Cola 
regularly sold as 


oncentrate 


oS ee ee ee 


MARBERT PRODUCTS, INC., 

19 E. Lombard St., Baltimore 2, Md. 
and information on prices to: 
Name 

Company 

Address 


City 


Here's your dollar, send a gallon of the flavor checked 


[] MarBert Cola 
[] M-P Cherry Cola 


~ 
i 
(Check here) 5 
i 
i 
I 
i 


Zone State 


amu eo =e ee eee ee ee ee ee 
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ger... Seven-Up Bottling Co., Day- 
ton, plans the erection of a new 
. Sidney Bottling 
Co., Sidney, has added Frostie to 
its line. 


plant building . . 


Owners of the firm are 
Frank and Armand Wurstner 


OKLAHOMA 


A new $600,000 plant will shortly 
be constructed by the Coca-Cola 
Bottling Co., Tulsa. F. N. Batsell 
is president of the firm. 


PENNSYLVANIA 


New Star Bottling Works, Inc., 
Johnstown, has been sold to a group 
organized as the .Squirt Bottling 
Company, Inc. Officers of the new 
firm are Joseph Incardona, presi- 
dent and treasurer; Fred L. Sois- 
son, vice-president and Paul F. 
. . Nealer Bot- 
tling Co., Indiana, is now produc- 
ing Dad’s Root Beer Nehi 
Bottling Co., Farrell, has changed 


Yahner, secretary . 





performance . . 


Compare! | 


appearance .. 


write to... 


MACHINERY 


633 E. Main Street 





. - for simplicity of design . 


HEADQUARTERS for 
Compact, Inexpensive Bottling Equipment 


For Still Drinks!... 


. . for trouble-free 


. for sound value . . . for handsome 
. and you'll choose MS Equipment 
for bottling fruit drinks, chocolate and other non- 


| carbonated beverages. 


Illustrated above is the MS 10 tube filler, complete 
with MS engineered conveyor, polished stainless 
steel base. Capacity 120 cases per hour. Available 


in a variety of sizes and capacities. 


SERVICE COMPANY 


Louisville, Kentucky 








ownership. New owners are Joseph 
A. and John R. Schmidt ... Te- 
gano Beverage Co., Ridgway, has 
added Frostie to its line . . . York 
Bottling Co., Columbia, now bot- 
tling Hires Root Beer. 


SOUTH CAROLINA 


S. J. Verenes has purchased and 
will manage the Grapette Bottling 
Co., Aiken . . . Kist Bottling Co., 
Greenwood, has granted a 
Frostie franchise. F. Brandon 
Smith, Jr. is owner of this firm... 
An O-So Grape franchise has been 
granted to H. E. Henry at Aiken. 


been 


TENNESSEE 


A. D. Alissandratos has taken 
over the ownership and manage- 
ment of the Canada Dry Bottling 
Co., Memphis . . . Seven-Up Bottling 
Co. of Memphis recently completed 
an expansion program which in- 
cluded the addition of a loading 
platform and installation of a fully 
automatic case packer. 


TEXAS 


Jim Holland has assumed active 
management of the Royal Crown 
Bottling Co., Paris. He recently 
purchased a half interest in the 
plant from his brother, Dave Hol- 
land. Co-owner of the firm is Will 
Abbott. 


VIRGINIA 


Grapette Bottling Co., Lynch- 
burg, recently announced comple- 
tion of its new plant. Robert Q. 
.. William Engle- 
man, Jr. is the new plant manager 


Davis is owner . 


of the Canada Dry operation in 
Richmond. Rube Cheatwood heads 
this firm. 


WYOMING 


A branch plant and warehouse 
will shortly be constructed in Raw- 
lins by the Coca-Cola Bottling Co., 
Casper. Waldo Hurley heads the 
plant. 
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Model OC 510-E 


Model P 510-E [ee 
Model M 510-E ~ eee ens 
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Purrnse @ 


Tersuasi 
Pelco Salesman 


TOC WORK FOR YOU...! 


PELCO sanitary, dry-type electric ec 
beverage coolers are gleamin => —~ 

g : g & Nae 
super-salesmen! Put them to 










work for you to boost your 

beverage consumption. De- 2 ( 

pendable, fast-chilling PELCO ci¢ ) 

coolers are available NOW im 

authentic franchised colors. ELECTRIC BEVERAGE COOLERS 


Manufactured hy G Leading Pioneer 


Model N 510-E 





Model K 510-E 




















PELCO Model 510-E 
7.36 cu. ft. capacity; 
chills 6 cases standing 
or 10 cases corded 
bottles 


Outside dimensions 
Length 43 
Width 27 
Height 36 


4 






Efficient insulation, 

22 ‘Fiberglas in 

sides; 3° Fiberglas 
on bottom 


; Dupont Dulux baked 
J finish. Zinc-coated and 
Bonderized steel 





© Huge capacity 7 ft. cooler 


* Bottle capacity 
bottles. 30 cases 12 oz 
® Ovtside§ dimensions 
Width 27°; Height 36 


© Tank dimensions 
Width 22 ; Depth 


Stainless steel lift lid. 


sates 


ee ae 


int 


~ ae 





-PELCO Model 530-E 


over condensing unit 


_® Approximate weight: Crated 





Sanitary, Vu iy, Electric 
BEVERAGE COOLERS 


S/ 





Rubber: lid gasket 
assures tight seal 





) 
Ready to plug in 


if 





( 


Adjustable cold control 
to meet your cooling 
needs. 








PRODUCTS OF 


REFRIGERATION DIVISION 


PORTABLE ELEVATOR MANUFACTURING CO. 





BLOOMINGTON 6, ILLINOIS 


Form No. PI2—75M—1/50 Printed in U.S.A 


Compartment dividers 
are sanitary dry-type 
plate evaporators. 


15 H.P. hermetic unit. 


Heavy angle iron base. 
Cross braced. 
Electrically welded 
steel cabinet 





Master Corp 
Beech Air Craft Builds Rock 


Vendmaster the Beech Aircraft Corp 


( Little 


has contracted with 


(Wichita, Kans for the 
production of its 2-flavor “Vendmaster” bottle vendo1 
This dual unit, which is used by Pepsi-Cola and Tru 
\de bottlers, among others, holds 132 drinks ready 
for sale (66 on each side) and stores 44 more in pre 
cool. Fully-automatic, it utilizes built-in coinchangers 
The firm is slated to start production on “several 
thousand” Vendmasters this month, and the Master 
Corp., which is shifting its sales offices to Wichita 
will offer the vendor. for general bottler use. The 
Vendmaster debuted at the 1948 ABCB exposition 
and an initial run of the machines was produced by 
the Yoder Co. (Cleveland). C. M. MeMullin, president 
of the Master Corp., told the Cooler Corner that the 
current model being built by Beech Aircraft will con 
tain a imber of improvements based on operational 


experience In the field during the past two vears 


Making an effective use 
Nehi Cup Machines of cup vending to tap a 
In Colo. Cinemas lucrative theatre market in 
its territory, the Nehi Bot 
of Pueblo, Col. is currently operating ma 
5 of that city’s leading movie houses and 2 

cinemas in Colorado Springs. These units are 
selection 1000-cup “Frostidrink’” models, built by 
rb, Inc N. ¥ for the parent Nehi Corp., and 
Royal Crown Cola as their “lead” beverage 
th various Nehi flavors 


operation as an asset in giving Nehi 


Bottler W. B. Lamar 


sites where his bottled product would 
With each unit finished in Nehi fran 


carrying a large decal plugging Royal 


VENDOR AND COOLER NEWS 


@ PLACEMENT 
FINANCING 
MERCHANDISING 
MARKETS 
cosTs 
SERVICING 


NEW MODELS 


Crown Cola, he also cites the advertising value of the 
machines, which are viewed by movie-goers as they 
pass in and out of the theatre lobbies. Pleased wit 
the results of its initial experiences, Nehi Bottling is 
planning to install additional cup equipment in other 


sites 


Looking ahead to 1960 


and long range problems 


i s 
Vending Forecast affecting department store 
Professor Mal 


McNair of the Harvard Graduate School of 


retailing, 
colm P 
Business made some interesting comments and pre 
dictions on open display, self service, and automatic 
merchandising in a recent issue of Stores, organ of 
the Natl. Dry Goods Assn. Observed Prof. Me Nair 
“T think you can get far greater productivity out of 
people employed behind the scenes in preparing mer 
chandise for effective self-selling or automatic vend 
ing than you can from people out in front supposedly 
to exercise alleged salesmanship on an irregular flow 


of customers.” 


How important is the 
What About Color? ne 
Vending Corp., which oper 

ates a route of cup ma 

chines in the BMT line of the New York subway 
system, has been using 4-flavor 2,000-drink square 
Chicago) vendors in station mezzanines. Initial mod 
els, which were originally developed for movie theatre 
locations, carried a sedate two-tone bluish-green fin 
ish, but current units are coming through in a fire 


engine red, as that color has a greater degree of 
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e COLA DRIVES © 





2 poeT BEER 








* FRUIT FLAVORS 


Improved design of vending door for eye- 
appeal, selection and access to cup. 


improved design insures closer temperature 
ond carbonation control 


Improved speed of operation—due to better 
flow characteristics throughout the 
system—means faster drink delivery. 

improved efficiency of operation due to better 


cleaning and service facilities. 


The Golden Days of automatic vending machines 


are here! The new, improved SuperVend 3-flavor cup- 


drink vendor will help you get your full share of the 
harvest of golden profits! Always the finest—the new 
SuperVend has been improved more than 20 ways 

includes all the most modern improvements many 


of which are exclusive in the SuperVend 





The new, improved Super Vend is now on display! 
Production lines are turning at top speed to meet the 
unusually big demand. Thousands of SuperVends are 
coming off the lines. Hurry place your order now 


for immediate delivery 


Shown is the new, improved SuperVend 3-flavor cup 
drink vendor Also available with hot drink attachment 


SALES CORPORATION 


134 N. La Salle Street, Chicago 2 
MIKE HAMMERGREN, Pre t 


and non-carbonated drink attachment 
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vibrant visibility in dimly-lit subway stops. With 
more attention focused on the machines, more impulse 
sales are expected to result. Trade sources note that 


while red rates as a “hot” color (associated with fire, 


etc.), it has done an excellent visual merchandising 


job in selling “cold” soft drinks 


Tailoring a vending pro- 
Varied Vendors, gram to handle both its 
Varied Rental brands and the locations in 
its territory, the Dr. Pep- 
per Bottling Co. of Victoria, Tex. is utilizing varied 
types of coin coolers and two rental rates. In a number 
of school sites, the plant uses two-flavor 6-case Na- 
tional Gas (Terrell, Tex.) “Duals,” which are rented 
at 10c per case. Owner D. A. Strane explains this choice 
by pointing out that Dr. Pepper and Delaware Punch 
are the only franchised drinks bottled by the firm, while 
fully-automatic large-volume machines provide the 
quick delivery deemed essential in schools, where pat- 
ronage is concentrated during the lunch and recess 
periods. However, in other locales, such as oil refineries, 
rice mills, and gas stations, Dr. Pepper Bottling in- 
stalls multi-flavor Ideal (Bloomington, Ill.) and Rou- 
lette (Kansas City) vendors, rented at 15 cents per 
case. On the basis of overall volume, Mr. Strane notes 
that “‘schools are our best location by far.” Claiming 
something of a service record, he cites four Nationals 
that were placed in a school site last Labor Day and 
‘and that 


have yet to require a repair call, adding 
makes me very happy because they are 60 miles from 
the plant.” 


Representatives of paper 


cup firms, parent soft drink 


NAMA Names Cup 
Drink Leaders 


manufacturers make up the 
1950 executive committee of the National Automatic 
Merchandising Assn. (NAMA) Cup Vending Divi- 
sion, trade group sponsoring a sanitation research 
project in bulk vending (see Jan. “Cooler Corner”, 
p. 111 Elected from the beverage field were C. H. 
Berry, Coca-Cola, and C. D. Clarke, Hires; while ma- 
chine makers are represented by S. G. Lyon, Lyon In- 
dustries; R. A. Hoagland, Mills Industries; W. V. King, 
Spacarb; and P. Y. Danley, Westinghouse. Cup person- 
nel include E. C. Scully of Lily Tulip and H. A. Nolan 


of the Dixie Cup..Co., named as chairman 


SelectiVend Corp. (Kansas 
City), which has been pro 
New Dr. Pepper Vendor ; ¢ 
PP ducing the 2-case S-48 up 
right coin cooler for Dr 
Pepper bottlers, is now turning out a larger-sized ver- 
sion, the S-96. Also a single-flavor machine, the new 


unit vends 4 cases and is manually activated. Ralph J 
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companies, and cup vender 


a 


SOFT DRINK “SERVICE” 


Ever-popular as vending locations are the country’s 
225,000 service stations, where the coin cooler has be- 
come almost as much of a standard fixture as the gas 
pumps. In this Texas site, a 2-case SelectiVend dis- 
penses Dr. Pepper exclusively. 





Powers, former head of the Dr. Pepper cooler and 
vendor department and subsequently the company’s 
general field representative, was recently named sales 


manager for SelectiVend. 


Bottlers who have vend 
: ing machines in schoo! sites 

Word To The Wise 
which will close during the 
warm weather vacation 
months are busy lining up summer locations for the 
equipment. Where necessary, such seasonal shifts also 
afford an opportunity to get coin coolers back into the 


plant for a check-up, overhaul, repaint job, ete 


With an accent on auto 
7-Up Bottlers View 
10 Vendors ous types of equipment 


matic merchandising, vari 


“approved” for franchised 
bottler use were shown at the recent Seven-Up con- 
vention in St. Louis. These included 10 different 
models of bottle vendors built by 4 coin cooler manu- 
facturers. Shown in the single-brand field were High- 
way Steel (Chicago) 3 and 6-case vendors; Mills 
Industries (Chicago) 2%, and 5-case Models 65 and 
120B; and Vendorlator’s (Fresno) 1 and 10-case 
machines. Selective vendirg equipment on view fea 
tured a 2-flavor Highway Steel unit, and the Ideal 
Dispenser (Bloomington, Ill.) complete line of 5, 7, 
and &-flaver coin coolers, including the small “Pan 
tam”, intermediate 70B, and large 300B. Open-top 
coolers on display were built by Kelvinator (Detroit 
S & S Products (Lima, O.), True (St. Louis) and 
Bevco (St. Louis), while a line-up of small portable 
‘picnic’ coolers featured models produced by Progress 
Refrigerator (Louisville), Faris (St. Louis), and 
American Gas (Albert Lea, Minn.). Also exhibited 


131 





was the International Coin Meter (Chicago), a device 
which can be attached to electric coolers to collect 
installments from outlets on a daily pay-as-you-go 
basis. With this array of sales tools at their dis- 
posal, 7-Up bottlers are expected to make a major 


drive for added outlets during the next year 


Something new in minia- 
—— Tr ture coolers, utilized for 
idvertising purposes, is the 

plastic Coca-Cola model be- 

ing turned out by the Sales Development Corp. (At- 
lanta). When the lid is opened, a Swiss musical move 
ment swings into action to tinkle the Coca-Cola 
theme. As the opening move of a presentation in be- 
a vendor or cooler installation, the novelty 

aus a sales tool designed to capture a location 
owner's attention. The unit will probably also see 
us a door prize, trinket box, paperweight, etc., 

a Coca-Cola sales message. Utilization of 

music bex gimmick for soft drink promotional 
voses has been made by Pepsi-Cola, which attached 
device to a fountain dispenser and produced a 
gle pump” that played the Pepsi tune every time 
ink was dispensed. A few years ago Pepsi-Cola 


ed a similar device in a cup vendo1 


DR. PEPPER “PLUS” 
SALES 


With cup vendors offering a 
mushrooming market for 
added soft drink volume, 
most major franchise firms 
are busily cultivating this 
phase of automatic mer- 
chandising. Single-brand 
unit shown dispensing Dr. 
Pepper is a 500-cup Stew- 
art. 





An annual refreshment 
2 Out of 3 Movies Sell sales survey recently con- 
Soft Drinks ducted by the Motion Pic- 

ture Herald, exhibitor 
trade journal, showed that of the theatres replying to 
a questionnaire, 2 out of 3 (67.1%) serve soft drinks. 
Of this group, 32°, use vending machines, 62° mer- 
chandise their drinks manually, 3°; use both tech- 
niques, and another 3°, operate full-fledged soda 
fountains in conjunction with their cinemas. Bottled 
beverages were served in 24°; of the houses, cup drinks 
in 64°, and the remaining 12°, combined both 
methods. Brands listed as best sellers with movie- 


goers included Coca-Cola, Canada Dry, Hires, Orange 


When MR. CONSUMER GOES 
outdoors for the SUMMER— 























have him carry YOUR ADVERTISING 


on PROGRESS 


PORTABLE COOLERS 





Available in a number of colors. Can carry 
your trade-mark or sales message embossed, 


imprinted or in decal. 


WRITE FOR COMPLETE FOLDER 


REFRIGERATOR COMPANY 


LOUISVILLE 1, KENTUCKY 
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The coin changer that guarantees tip-top performance without 
a worry in the world ... the GUARDIAN CHANGER. Here you 
see the most ingenious design combined with highest quality 
materials and sturdiest construction to insure care-free operation. 
It accepts nickels, dimes and quarters thru a single coin opening 
Pan . makes change in nickels for a quarter or dime in less than 

IN PRACTICALLY ; one second. 
ALL VENDORS Every conceivable coin handling problem under every condition 
ae” of temperature and humidity has been forestalled by the de- 
e a 4 signers of the Guardian Changer. But .. . to give positive assur- 
REMOVAL OF ance of COMPLETE SATISFACTION ... the Guardian 
ONE ee | Changer will be sent to you on 30 DAYS TRIAL upon receipt 
SCREW ‘ of your refundable deposit of $45.00. You must be satisfied! 
OPENS ENTIRE ‘ Moreover, should your Changer become inoperative under aver- 
MECHANISM age conditions of use within 5 YEARS from date of purchase, 

FOR QUICK ; 

INSPECTION you don’t have to worry about who to call—where—or how to 
describe required service. Simply return it to Guardian, post- 


. 
PLUGS paid, plus $7.00, and receive an immediate replacement. 


INTO ANY 


po ao a The Guardian Changer does NOT infringe any existing 
e ~ patents— No Royalties—No license fees—No tie-ins! 

PATENT a = 

PENDING wai TEAR-OFF... FILL-IN... MAIL THIS COUPON Today! 


a, CY ey Cee, SO COU Oe ee 


Vucrtease Sates e SAVE ON SERVICING! GUARDIAN ELECTRIC MFG. CO., Inc. Serial No. N-550 


1621 W. Woainut St THIS OFFER EXPIRES 
. Chicego 12, HI AUG. 15, 1950 
Jatc . , > ‘ ‘ iB ' ; 

Watch profits GROW with the Guardian Changer in isles ou, “Weck: sianiesaih a Ramaeibdant Chehuas: xara anne 
stalied. It’s FAST! Complete manual makes simple 1 enclose $45.00 Deposit, refundable upon return of changer within 

, 30 days from dote 
installation even more easy. Remember—Guardian’s 

Nome — 

5-Year Replacement Warranty eliminates mainte- 


Address 
nance expense. c 
'y 


GUARDIAN (G)ELECTRIC [hss 


1621 W. WALNUT STREET CHICAGO 12, ILLINOIS 


May, 1950 








Multiplex *scr* Dispensers 
For BARS and TAVERNS 
Fresh Carbonated Drinks 
COLA 
LEMON 


GINGER ALE 
SELTZER 


SPEEDS SERVICE 
INCREASES PROFITS 
ELIMINATES BOTTLES 
Write for Folder and Prices 
MULTIPLEX FAUCET COMPANY 
4321-27 Dunean Ave., Dept. N.B.G.-14, St. Louis, Mo. 


Manufacturers of Beverage Dispensers for 45 Years 








COOL SYRUP and 
speed up FILLER 


Why not let a Mojonnier Syrup Cooler deliver 
cool syrup to the fillers! Many plants thereby 
have speeded up filling 10% or more. 


Mojonnier Junior Syrup Cooler (illustrated) is rated 
at 16 and 48 gallons per hour; Senior models rated at 
115 and 265 gallons per hour. Cover all requirements 
of the Industry. Fit in any type plant. Descriptive 
literature sent upon request. 


Bro. Co. 


4601 WEST OHIO ST., CHICAGO 44, ILL. 


MENI-DRIV 
STAINLESS STEEL ROTARY ACCUMULATING TABLE 
Features: 


@ 36°’ Stainiess Stee! Disc 
@ Variable Speed 


@ Drives Both Conveyor 
Chain and Disc 
Custom Built for Long Life 
Height Adjustable 
Modern Design in Appecrance 
and Engineering 











For further information write 


MICELI EQUIPMENT CORP. 


2038 Bergen St., Brooklyn 33, N. Y. 














Giuger Ale Flavors 


MONTE CRISTO 
THESCO 


A Full Line of Distinctive Extracts 
and Concentrates 


THEALL & PILE, Inc. 


297 Peart St. New York 7, WN. Y. 
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Crush, 7-Up, Mission Orange, Pepsi-Cola, Dr. Pepper, 
and Grapette, although the survey cited no figures 
indicating their relative theatre coverage or cinema 
sales volume. Of interest to bottlers is the fact that 
26.30 of the replying houses that sell thirst-inducing 
popcorn do not serve soft drinks; while there’s still 
plenty of room for a brand drive in the theatre field, 
as many a replying exhibitor does not mention selling 
a drink by name but refers to the flavor, such as 
“orange”, “grape’’, etc. 


One of the queries di- 
Payment For Vendor 
Placement 


rected to this column by 
bottlers is: “What commis 
sion should be paid to 
driver-salesmen for obtaining a vendor or cooler loca- 
tion?” While such compensation naturally varies with 
the particular plant and territory, some bottlers recom 
mend that a flat rate should be utilized (ranging 
from $5-$10, and depending on the selling price o1 
cost of the drinkbox). They point out that the sum 
should be large enough to stimulate interest in this 
added employee task, but yet not so high as to dis- 
tract driver-salesmen from performing their regulat 
route functions. On the: other hand, another plant 
felt the need of a “contest” gimmick to spur its place- 
ment drive and utilized a “jackpot” variation. While 
a $5 commission was paid immediately to a man for 
each location secured, a matching $5 was placed in a 
special fund until a designated date had been reached 
At that time, 40°) of this extra “jackpot” was paid to 
the man with the greatest number: of points (scored 
for different types of vendors and coolers), and the 


balance pro-rated among the runners-up 


Bottlers have been find 
Nedick’s Cup Vends ing exhibitions and fairs 
At The Fair valuable not only as a 
means of displaying their 
wares to the public, but as sites where “plus” soft drink 
sales can be tallied via vending. Nedick’s New York 
Bottling Corp., which operates a route of single-flavo1 
cup machines in the Manhattan territory, spotted a 
1400-drink Lyon (New York) vendor at the recent An 
tiques Fair, staged in a local armory, and garnered 
some nice volume from thirsty visitors, as well as a 
valuable “plug” for its beverage. Lyon Industries, In¢ 
is going into production on a 2-flavor model of its cup 
vendor, known as the 1400-2F. Most component parts 
of both the single and dual drinkers are interchange 
able, and both machines are tailored to meet the needs 


of top-traffic locales 
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SOFT DRINKS & SHOOTIN’ IRONS 

In Claremore, Okla., site of the Will Rogers memorial. 
a Vendo (Kansas City) V-83 is spotted in a hotel coffee 
shop, which also houses a firearms collections. Fea- 
tured as a tourist attraction, the guns are those of 
Western desperadoes, and are said to include the 
shooting irons of Belle Star, Emmett Dalton, and the 
more recent Bonnie Parker. 





With a 


vending 


full-scale cup 


operation under 


Hotel Showing For 
Cun Vendor way, the Royal Crown Bot 
tling Co., Inc. of Louisville 
Ky. is steadily increasing its route of pre-mix Refresh- 
O-Mats (Automatic Products Co., N. Y Bottler Wil 
liam S. Mowry reports that the units, spotted in ove 
10 locations in the territory including industrial plants, 
theatres, ete., are valuable as an advertising aid 
benefitting Nehi’s bottle sales. Placed on a commission 
basis, the vendors dispense non-carbonated Nehi Or 
which has proved a popular seller. With an ex 

nsion program under way that will include school 
ites, Royal Crown Bottling last month put a Refresh 
O-Mat on display in Louisville’s Brown Hotel for a 
meeting of the Kentucky Education Association, where 
the cup vendor scored a favorable impression on school 


officials 


Many a bottler has talked 


about designing his own 


Okla. Bottler Designs 
Vendor 


vendor, but Clell C. Long, 


who formerly operated a 
Pepper plant in Bristow, Okla., is one of the few 
vho actually executed the idea A coin cooler he de 
veloped is scheduled for production this month by the 
Taylor Mfg. Co. (Tulsa, Okla.), with Long serving as 
sales manager for the machine. Unit is an electrically 
operated single-drink 3-case model, operating on a 
vity-feed principle and incorporating a coin 
as optional equipment. With 72 drinks ready 
ling, the machine holds an equal number o 
1 pre-cool. O. R. Taylor, who heads the firm 
the vendor, told the “Cooler Corner” that 
n plans call for about 1,000 of the new ma 

ae 


built prior to November at the rate of 25 


lay 


== SWANEE FLAVORS = 


HELPS YOU PRODUCE 
BETTER TASTING, FASTER SELLING BEVERAGES 
@ GRAPE e LEMON e ORANGE 
e GINGER ALE e ROOT BEER @ STRAWBERRY 
e CREAM SODA @ LEMON-LIME 
e SHAMROCK LITHIATED LEMON 


JO-JO & SWANEE CHOCOLATE 


Begin bottling our chocolate now 
Keep winter sales high. 


BOB’S-COLA CO., INC. 
867 LEE ST.,S.W. ATLANTA, GA 
Replies West of Mississippi address to 
30-30 CHOCOLATE CO. 

1127 S. Beckley Street, Dallas, Texas 


























Ry O FUMBLING 
CHIPPING 

With Krag’s 

New Bottle Opener... 


This sturdy, nickel plated steel opener is 
perfect for all outlets. Easy to operate 
Prominent space available on opener for 
colorful trade mark or advertising message 


WRITE 


ARrag Steel Products, Ine. 


319 W. Albany Ave., Chicago 12, Illinois 











Benzoate of Soda “Seydel’ U.S.P. 


Standard for over a quarter of a century 


SOBENATE 


A special benzoate for beverages of delicate 


flavor. Does not impart a taste. 


Samples and literature on request 


SEYDEL CHEMICAL CO. 
JERSEY CITY 2, N. J. 


Established i904 











“AFTER HOURS" 
DRIVERS’ 
DEPOSITORY 


“We find that the convenience 
ond saving of time for our 
salesmen well worth price of 

your equipment. We can 

recommend your Drivers’ 

Depository to any bottler 

as we feel it is a natural 
for the industry."’ 


—Coca-Cola 


Bottling Co. 
Sioux Falls, S$. D 


Available 
wih both doors 
on same side-or with 
doors on opposite sides 


VALENTINE SAFE & LOCK WORKS 


LA PORTE, 
INDIANA 
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WORLD’S FINEST 


The Makers of 
the World's Finest DRINK VENDE 
Single Drink 


Cup Vender 


ceebeae R MODEL 1400-2 F 


INSU APPEA! 
Streamlined beauty for added sales 
attraction. Every drink . . . either flavor 
... freshly served, ice cold, properly 
carbonated and uniformly mixed 
PERATOR NVENIENCE 
The Lyon 1400-2F is engineered for 
maximum efficiency, economical 
maintenance. Most component parts 
are interchangeable with Model 1400 
Single-Drink Cup Vender. 


w > PR 


Large capacity for heavy traffic locations 
dispenses 1400 drinks from one 

filling of syrups and cups. Fast 

vending for faster profits 

t N MAY t PERQAT P 4 

Takes little floor space 24” by 30”. 

Mechanical reliability permits larger 

roures, minimizes service calls. Dollars 

saved are dollars earned! 


WRITE, WIRE, PHONE TODAY 


INC. 
General Offices 


342 Madison Ave. New York 17, N. Y. 
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Westinghouse Electri¢ 
Small Westinghouse 
Vendor 


Corp. (Springfield, Mass. 

whi h has been producing a 
10-case single-flavor coin 
cooler for Coca-Cola bottlers, is now at work on a 
Dubbed the BV-56, the 


new machine vends 56 Cokes and pre-coois 44, to pro- 


Smaller version of the unit 


verall 100-bottle capacity 


Utilizing a spiral 

ramp, this model is mechanically operated 
lever action. The current line-up of other manu- 
turers building small Coca-Cola vendors includes 
Detroit), Mills (Chi- 


Vendorlator 


Chattanooga), Jacobs 


Vendo Kansas City), and 


Mfg. Co. (San 
Which markets 
nickel and dime coin ope) 

ated crown removers aimed 

vil fe aye trom open coolers, 18s now 
ent model of the unit. New device 
rracketed to a ve ndor, and used to 
where a 6-cent price is charged 

the coin cooler and receive 

bottled beverage, but thev’re unable to utilize 
puller until a penny is deposited in the 
Pennsylvania and South Carolina, the 

iS 4 penny tax collector, focusing 


the nuisance levy 


SuperVend Sales Corp 


(Chicago) plans call for 


In The Vending Chute 


3,000 of its multi-flavor 
600-cup vendors to be built 
in Dallas this vear by Texas Engineering & Mfg. Co 
(Temco Army & Air Force Exchange reports that 
there are now 160 main exchanges (PX’s) in opera- 
tion, With many camps and air bases utilizing cup and 
bottle vendors 
named D. W 


cial, secretary to handle the firm’s finance program for 


Cole Products Corp. (Chicago) has 
Donohue, former Mills Industries offi- 


its cup vendor. Cole is embarking on increased produc- 
tion as well as expansion of regional sales facilities 

Cup Machine Service Corp., operating in the Philadel- 
phia and Wilmington, Del., areas, has combined with 
Spacarb of Philadelphia, one of the East Coast’s oldest 
bulk drink routes. Also absorbed is the Spacarb Read- 
ing, Pa. branch, and the new organization will control 
over 250 Spacarb (N. ¥ , and West 
With a num- 


. Mills (Chicago 
inghouse (Springfield, Mass.) machines 
ber of Nehi bottlers using Pre-mix Refresh-O-Mats 

\utomatic Products Co., N. Y.) machines to dispense 
“still” fruit drinks, Lily-Tulip is now manufacturing 
With a 


partial relaxation of Canada’s embargo on some U. 8S 


an imprinted cup for use in the vendors 
coin operated devices due July 1, some North-of-the 
Border bottlers look for the ban on drink vendor im 


ports to be similarly liberalized 





IDEAL 


Now.better than ever. ..! The Ideal Bantam” selective ven- 
der, always a “best seller” for locations where lack of space 
formerly prevented vender installations . . . has been com- 
pletely re-designed and improved. Greatly increased vending 
and pre-cooling capacity. Smart, new appearance with stain- 


Write for Complete Literature and Prices. 


May, 1950 


® improved Cabinet 


@ Cold Wall Cooling 


The LEADING 
Selective Geuerage Vender 


ANNOUNCES ... 


BANTAM 


® Water Proof Coin 
Unit 

® Completely New 

With Sealed Unit Model 55-B 


less steel roll-top protector panel ... one piece stainless steel 
lid. Many other sensational features. New Model 55-B vends 
SO bottles; pre-cooler: Large capacity, variable depending on 
bottle size. Height 38"; width 18%”; length 32”. Two other 


models —- medium and large.‘All are selective — up to 8 flavors. 


OPERs 


IDEAL Déssenser Company @ 


DEPT. 525, BLOOMINGTON, ILLINOIS 
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5 “FILPACO” 
Aids to Increased 


S A L E S ' Free booklet 


: tells where it fits 
STAINLESS STEEL in your business! 
TANKS 1 hundreds of applications 


For storing and mixing your syrups. om flavoring to freezing, 
Sanitary construction - Vertical, hor- versatile glycerine is playing 
izontal and squat types. Standard n it sing] ort t 
teaks ead special designs : an increa nety importan 
role in the food industry .. 
and iny oO 





tions can n rate rially improve 


ia aa The pe Oe in 
“one ormative, up-to-date bo me t 
aC : y Glycerine for Fo ‘ 


compact intorma 

SYRUP FILTERS tion on ie physical properties of glycerine ts « 
ment and chemistry grades and thet phi ion 

Sanitary construction - in practical, useful data—you ug! 

which capacities can be va- management, production, or research 

ried by adding or removing thoroughly unfamiliar with the subje« 

lates. ©; ted with filt = ‘ z : 

Saper, filter cloth. or rad booklet, Write for your free cop 

bestos pads. 


GLYCERINE PRODUCERS’ ASSOCIATION, DEPT. 23 
295 Madison Ave. « New York 17, N. Y. 


FILTER PAPER 


Asbestos Pads and filter cloth for 
filtering your water, syrups, and 
acids. Working samples furnished & 
without obligation; advise sizes re- Fi 
quired 





WATER POLISHER 


The ‘‘Common Sense'’ Disc Filter 
is designed to give your water the 
sparkling clarity you require for 
your beverages - at a low cost 
Utilizes filter paper, cloth, or as- 
bestos pads 


Don't be too late for 








a Sun Spot Franchise. 





Other “FILPACO” Products Protect your territory... 


Portable Agitators, Sanitary Transfer Pumps, Stain- write for information, NOW 
less Steel Measures, Sanitary Fittings, Tygon Tub- 
ing, and Conveyors. 











- IT’s ee Sic. y, 
<=") The FILTER PAPER CD. || -wnc-now 


2414 S. Michigan Ave. 
Chicago 16, Ill. SUN SPOT COMPANY of AMERICA 


1520 Ridgely St., Balto. 30, Md. * Western Office: Long Beach, Cal. 


WRITE TODAY FOR FURTHER INFORMATION and LITERATURE 
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A. W. Griffin 

A. W. Griffin, 72, head of the 
Coca-Cola Bottling Works, Johnson 
died Feb. 9. Mr. Griffin, 


a noted civic and church 


City, Tenn., 
leader, 
had been associated with the John 


son City plant for thirty-five years 


T. W. Smith 


Thurston W 
Manager of the Beverage Division 


Smith, Assistant 
of Owens-Illinois Glass Company, 
Toledo, O., died Feb. 25. He had 
been in poor health for several 
years 


Born in Albion, Ill, Feb. 5, 


Mr. Smith was a graduate of the 


1899, 


University of Illinois. He joined the 


Root Glass Company at Terre 
Haute; Ind., in 1925. Several years 
later, this company was acquired 


by Owens-Illinois 


Robert C. Buttrick 


Robert C. Buttrick, district rep 
resentative for the Blue Seal Ex 
tract Co., Cambridge, Massachu- 
setts, died March 5 

He had been associated with the 
Blue Seal Extract Co. for many 
years, and was active in associa 
tion affairs. He was a veteran mem- 
ber of the Bottlers’ Service Club of 


New England 


George H. Robertson 


George H. Robertson, territorial 


representative of the Pepsi-Cola 
Company covering 19 states, died 


March 6th in Chicago. He was 66 


J. W. Gibson 
John W 


the “dean” of 


Gibson, 83, often called 


Virginia bottlers 


May, 1950 


died on Gibson, 


April 10th. Mr 
head of the Bottling 


started 


Pepsi-Cola 
Company of Danville, In 
in business in 1898. He was a 
past president of the Virginia 
Manufacturers of Carbonated Bev 


erages. 


L. Martinelli 


Leask Martinelli, an official of S 
Watson 


ville, California, passed away re 


Martinelli and Company, 


cently. The Martinelli firm is one 
of the oldest on the West Coast 


having been founded in 1868 


C. C. Teague 


Charles Collins Teague, 77, presi 
dent of the California Fruit Grow 
ers Exchange, passed 
March 20th Mr 


credited with many of the develo; 


away or 


Teague was 


ments which led to the processing 
of citrus by-products 

He was a regent of the Univers 
ity of California and a director of 
the Agriculture 


Council of Cali 


fornia and the State Chamber of 


Commerce, 


Joseph W. Milner 


Joseph W. Milner, a member of 
the A.B.C.B. Executive Board since 
1931, and President of the Associa- 
tion in 1945-46, died April 16th at 
Gulfport, Miss. Mr. Milner had been 
a member of A.B.C.B. since it was 
formed in 1919, and since 1916 had 
been president and general man 
ager of the Coast Coca-Cola Bot- 
tling Company of Gulfport. He was 
active in the Mississippi Bottlers 
Association and was a member of 
the National Legislative Committee 
of A.B.C.B 

Mr. Milner was born at Columbi 
ana, Alabama, January 23rd, 1892, 
and spent his early boyhood in An 
niston, Alabama. In 1905, his fam 
ily moved to Gulfport where he at 
tended the public schools. In 1913 
he was graduated from Marion In 
stitute, and he was graduated in 
law from Washington and Lee Uni 
1915 


versity, Lexington, Va., in 


Long interested in national and 
local politic s, he served several con 
secutive terms as Mayor of Gulf 


port 


J. W. Barnes 


John W 
Dr. Pepper 


Barnes, owner of the 
Bottling Company of 
Paris, Texas, and a former presi 
dent of the Texas State Bottlers’ 
Association, died recently. Mr 


Barnes, formerly mayor of Paris, 


became associated with the Paris 


bottling operation in 1932 





DAD'S STARTS 
SAMPLING DRIVE 


Led by the parent Dad's 
Root Beer Co., 
Dad's 


the country recently inau- 


Chicago 
bottlers throughout 
gurated a store sampling 
drive. Aim is to acquaint 
new consumers with the 
product and to solidify its 
popularity with estabiished 
Dad's drinkers. 














WHAT’ 
NEW? . 


ONE-MAN FEED 


Its new Masterline one- 
man return feed enables 
one man to produce a 
minimum of 360 cases 
per day (either carbon- 
ated or hot process), ac- 
cording to the Burns Bot- 
tling Machine Works. 
Baltimore, Md. 





CASE PACKER 


A completely automatic case and 
carton packer for splits (6 to 12 
oz.) has been placed on the mar 
ket by the Miller Hydro Co., Bain 
bridge, Ga. Compact in design. 
the unit requires no adjustment 
when switching from cases to car 
tons; in fact, the cases and car 
tons may be intermingled. 


ip 


yy 


WATER HEATER 


A new industrial water heater. 
with a capacity of 600 gallons per 
hour at 80 F. temperature rise, is 
now available from Clayton Mfg. 
Co., El Monte, Calif. Utilizing a 
high velocity. forced circulation 
principle, the unit has a guaran- 
teed thermal efficiency of 75%, 
either oil or gas fired. 


SPECIAL FILLER 


A 30 spout. fully-automatic rotary 
liquid filling machine with over- 
head drive, specifically designed 
for filling highly corrosive mate- 
rials, is offered by MRM Co.., Inc., 
Brooklyn, N. Y. Unit, featuring a 
removable 50-gallon capacity 
tank, can fill fractional ounces up 
to gallons. 





STANDARDIZED WATER 


A complete and self-contained 
water conditioning plant is the 
Filter-Cooler,”” made by Filtrine 
Mig. Co., Brooklyn. N. Y. It clears 
water of all rust and sediment 
removes chlorine taste and odors, 
and delivers uniformly cold water 
as low as 34 at a rate of 30 to 
$00 gallons per hour. 
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DISPLAY CASE 


A new-type beverage case is the 
“Bottle Box.’ which also functions 
as a point-of-sale display stand. 
Bottles or cartons are placed up 
right in the case. (as shown), per 
mitting full visibility and easy 
accessibility. Unit is made by 
Eastern Bottle Exchange. Malden, 
Mass. 





“AD-BAGS” 


They're ordinary kraft grocery 
bags carrying advertising in two 
colors. The advertiser buys only 
the space on the bags (through 
National Bag Advertisers, Inc., 
N. Y. C.). Bag distribution is made 
through local paper jobbers to re- 
tail grocers, and is guaranteed 
and controlled. 








DOUBLE-END WASHER 


A compact double-end 
washer for handling 6 
to 12 oz. bottles has 
been designed by the 
Archie Ladewig Co.., 
Waukesha. Wisc. Offered 
in various widths, it is 
only a few inches wider 
than the firm's No. 101 


model. 





TEE FITTING 


New stainless steel Tee fitting, 
offered by Tri-Clover Machine Co., 
Kenosha, Wisc., is available in 
sizes from 1” to 4”. Unit has no 
sharp corners, thereby reducing 
agitation and friction to a mini- 
mum. Tri-Clover also recently re- 
ported development of a free-flow 
streamlined reducer. 


NEW PUMP 


A new addition to its sanitary 
pump line has been reported by 


Waterous Company, St. Paul, © 


Minn. The new pump is a direct 
drive deluxe model mounted on 
a new-type, self-draining sanitary 
base. It has a built-in 3 to 1 gear 
reduction which makes possible 
the use of standard speed motors. 


NEW BOTTLE CAP 


A new bottle stopper which per- 
mits air-tight sealing through a 
“lip and lever” design is offered 
by Filter-Kleen Mig. Co., Everett, 
Mass. Known as the “Bev-Tite.” 
it features one-lever action for 
easy handling. Made of a chrome 
finished white alloy, the cap will 
not rust or tarnish. 





¢ 


“FEATHER-LITE” 


It's a new. lighi-weight (less than 
25 lbs.) Wheel-Ezy hand truck, 
recently added to the material 
handling equipment line of The 
Rapids-Standard Company, Inc., 
Grand Rapids. Mich. The new, 
single-handle model has a‘capac 
ity load rating of 400 pounds, and 
is designed to fold six cases. 





ACID-PROOF PAIL 


Designed for handling virtually 
any type of corrosive solution is 
a new acid-proof, unbreakable 
chemical pail. Known as “Ace- 
Hide.” it has a 3-gallon capacity 
and is made of a tough, resilient 
rubber. Featuring an easy-to-pour 
spout, it is made by American 
Hard Rubber Co., N. Y. C 





IMPROVED MOTOR 


Sterling Electric Motors, Inc., Los 
Angeles, reports its variable speed 
“Speed-Trol” motor is now avail- 
able with provision for sealing 
speeds at a positive setting or 
within any predetermined range 
of speeds. The new unit is avail- 
able totally enclosed, splash-proof 
or drip-proof. 








FLAVORS 
SCORE WITH THE BASES LOADED! 


De Lisser Extracts and Fiavors have been batting |,000 
over 80 years. Add these All Stars to your sales 


HI-Y-EE A delicious Pineapple beverage—!, 10 


Tempting Black Raspberry—4 oz. 
TRUE FRUIT Tantalizing Black Cherry—4 ox. 


Full Line of Soda Water Flavors. 
Write for Samples and Prices. 
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THE GINGER HOUSE” 





Club soda sales offer you the big 
gest profit potential in the bev 
A FREE erage business! Don't jeopardize 
this important income with an in 
ferior, unpalatable product . 
GALLON OF Take advantage of this SPECIAL 
OFFER 


CLUB SODA SEND US A GALLON OF YOUR 


BOTTLING WATER 


SOLUTION ion ie We'll Make Up A sponte one 


Soda Solution 


Individually Prepared} You can bottle approximately 65 
cases of club soda (quarts) with 
this trial = lon of solution No 
obligation whatsoe 


Lorree Laboratories ¢2° Astoria, touleer 


for Your Water 











"Se Made of High Carbon 
cal Spring Steel — 
CAPTIVE BOTTLE STOPPERS Nickel Plated 


Not Only 
Preserves 
Your Beverage 
But Also 
Gives It A 
Permanent 
Identification 
Captive Type 
te ts : onsumed . A one 
; ht “All the live sparkling 
ed bott * Cap remains clea 


’ E the appearance f the bottle 
FOR PRICES AND SAMPLES “WRITE OR PHONE 


SEAL- AGAIN BOTTLE STOPPER CORP. 


AVENUE Als NEW YORK CITY 


It 





ALL THE TIME 


Any season, every season Julep Flavors outsell others 
Quantity discounts and prepaid freight increase your profit 
margin. Write tor details: THE JULEP CO., (famous 
for Howel’s Root Beer 353 W. Grand Ave., Chicago 
10, Hl. or 200 Davis St,, San Francisco, California 














The READER WRITES 


“We Need A Raise...” 


To the Editor: 











We need a raise for a profitable operation, but 
so far no one bottler in this territory has seen fit 
to go up and stay up. Pepsi tried it at 96c per case 
about a year and a half ago, but lost most of the 
dealers and had to drop back. Since then 80c per 
case has been the rule 

e have out in this 100,000 population territory 
about 100 venders, and to change them over for 
multiple coins would be quite an undertaking. Com- 
petition has approximately 200, doing more volume 
than we are 

While we are managing to stay above water, our 
profit is practically nil, and unless some relief is 
obtained somewhere within the next few months 
it seems that we will continue to work for the 
pleasure of it 

We certainly look forward to the results of your 
campaign, and compliment you on the undertaking 


HARRY T. Cook 
Tullahoma Dr. Pepper Bottling Co 


Tullahoma, Te nnessee 


“Don’t Let Up On Price Crusade” 
To the Editor: 


You are to be commended for arousing the apathy 
of the bottling industry. While there are a few 
bottlers that have had the good sense and judgment 
to correct their price structures and bring them 
into line with their costs the industry as a whole 
is subscribing to a policy that spells its doom. These 
are pretty strong words but I must confess that 
when an industry is so bent on self-destruction that 
it will not take the one step that is necessary to 
keep itself on a sound and healthy footing then 
we must agree that there are not words strong 
enough for the occasion 

The tragic part of it is that more and more bot- 
tlers will turn to the support of taxes if cooperative 
price action cannot be obtained. To them it will 
appear to be the only way to break a price ceiling 
that is now breaking them 

Please don’t let up on your crusade. It is too 
important to thousands on thousands of people who 
are dependent upon the bottling industry for their 
bread and butter 

EDWARD F.. BEACON 
Oranage-Crush Bottling Co 
{sheville, North Carolina 
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What About Concerted Price Action? 


To the Editor: 

The trade press and speakers at recent State Bot- 
lers association meetings now endorse the idea that 
higher prices per case at the dealer level may be 
necessary for some bottlers—-and that the individual 
bottler must decide when the time arrives for him to 
take action 

I can’t even agree this is a sound conclusion for 
my competitor, let alone for myself. To illustrate 
suppose some, but not all of my competitors in 
crease an 80¢ item to 90c. I might do likewise 

But just as long as 80c beverages are available in 

asonable quantities there will be 5c drinks avail- 
able in many outlets—including some of the 90« 
lines of merchandise. The net result of this situa 
tion, however, is that our dealer friend will net an 
even lower average profit than before all this hap- 
pens 

Just how long this situation would last is de 
batable—but you'll concede its unsoundness. Sooner 
or later we must recognize the dealers’ position 

There well may be a number of bottlers operating 
at a profit now, but certainly not at the same profit 
margin during prewar years. This same statement 
of fact applies to our dealers’ margin of profit on 
soft drinks. The same profit enjoyed then is just 
impossible now for either the bottler or the dealer 

It is my deep conviction that larger profit margins 
ire required for all bottlers, and for all dealers that 
still sell a cold bottle of soda at 5c, as well as the 
dealers selling cartons of 6 for 25¢ 

10c additional revenue per case would be wel 


by any bottler—of that I am certain 


comed 
L5c addit al revenue per case would seem like 
I en to the bottler ind 15¢ per case 
ng to take to break the 5c¢ price and 
way both the bottler and the dealer 

r to be benefitted 
If a concerted effort were made DY bottlers who 
eed more revenue to point out to dealers that 
their profit is not what it should be and then 
present th rofit picture of 7c beverages (or 6 
would such group action of incit- 


prices run afoul of any Federal 
G. A, LEONARD 
Watertown Bottling Co 


Watertown, S. D 





Editor's Note—The question of group price 
action was fully covered in last month’s issue 
(“I Went to Washington”, April 1950 N.B.G.). 
It was pointed out that “the law does not permit 
collective price action, no matter how much need 
there is for it—no matter that the industry’s 
survival depends on it.”” However, it was further 
noted that “in the interests of self-preservation, 
other industries and other businesses had raised 
prices collectively.” For a detailed discussion of 
other aspects of the Government's position with 
regard to collective price action, readers are 
urged to refer to the complete article. 
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MORE TRIPS PER CASE 
LOWER COST PER TRIP 


TREEN QUALITY COTTONWOOD 
BEVERAGE CASES STAND 
THE TEST OF TIME... 


The Treen name has been synonymous with 
quality for more than a half century, on bev- 
erage cases of every description. If you want 
a case duplicated or specially designed, con- 
tact us expecting a case supreme at an eco- 
nomical price, and dependable, prompt 
service. 
——n 

‘ : ok AS. 
For acarry-home we \ en KN 
recommend our low K pnt 4) 
4-compartment case. \ \A id 
Wewill manufacture il 
any type, ste or size 
of beverage case to 
meet your specifica- 
tions and require- 
ments. Wire, write 
or phone JEfferson 
5-4490 for delivery 
information. 


TREEN BOX COMPANY 


Tioga and Memphis Sts., Phila., 34, Pa. 
“ACES IN CASES” For OVER 50 YEARS 





302 S. CENTRAL 


Real or Imitation 


Today the preference is for real fruit drinks. Here 
at Flavorex we have seen the demand and accept- 
ance for our real fruit flavors grow so considerably 
that now they are outselling many other flavors. The 
Flavorex ‘Know-How" process uses only the finest 
fruits and juices to capture and hold the delicate 
goodness of the original fresh fruit, and gives you 
flavors that produce full bodied, fine tasting real 
fruit beverages. 


REAL FRUIT 
BLACK RASPBERRY 
& BLACK CHERRY 


Step up your volume and profits with these two 
excellent flavors that are growing so popular all over 
the country that they are definitely a must in your 
own line. Black Cherry and Black Raspberry are made 
from fruits and juices. Your trade will love them! 

Write to us for a generous free sample of syrup 
ready to bottle. Better yet, order a trial shipment of 
concentrate now. Crowns are available for both Real 
Fruit Black Cherry and Black Raspberry. 

Also tru fruit blackberry jganberr 


berry and fruit punch 


MAKERS OF FINE FRUIT JUICE FLAVORS 








SERVICE PROVEN 


TRUCK BODIES 


These custom-built bodies have 
proven their merit among bottlers 
throughout the nation. 


PUT THEM TO WORK FOR YOU!! 


Write for Complete Data. 


WEST PENNWAY AT SUMMIT STREET 
KANSAS CITY 8, MISSOURI 





If it rolls 


lightning—it's 


the nationally preferred 
Wheel-Egy/ 


Smooth-rolling eT tly balanced that’s Wheel 
Ezy the land uck with the « USI tep- 
climber” feat: Whisk it up alr 1 down 
h cramp 1 qu irte 
zvV ii pret ed | 
ility to give years ¢ 
vailable with open 
lles, rubber | 


The RAPIDS-STANDARD 
COMPANY, Inc. 


249 Rapistan Building 
Grand Rapids, Mick 


Representatives inP. 








AVE., BALTIMORE 2, MD. 


a * 
. A 
my" 
HAND TRUCKS * PLATFORM TRUCKS © CASTERS 
Also CONVEYORS: power or gravity, portable or stationary 
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Inspection Unit Operates On 
New Principle 
A glare-free inspection 
light developed several months ago 
by the Miller Hydro Company of 
Bainbridge, Georgia, is said to “em- 
ploy a new principle in inspecting.” 
Bottle-shaped cut-out shields ac- 
tually travel with the bottles as 
they cross in front of the light, thus 
permitting the use of light strong 
enough to shine clear through the 
bottle without “blinding the opera- 
tor.” According to Miller Hydro en 
gineers, it is physically impossible 
for direct light to reach the opera- 
tor’s eyes if the 


correct shape 


shields are used. Special shields are 
available for any size and type 


bottle 


Are Welding Film Available 
ro Bottlers 


\ “how-to-do-it” sound 
slide film, “Maintenance Magic,” on 
the 1 f are welding, is now avail 
ible ! ing to interested 
groups he Lincoln Electric Com- 
pany o eveland 1, Ohio, has pro- 
duced h Im to show how the 

partmen 


New Keenline Distributors 
Keenline Equipment Cor 
Wisconsin, has 


e following « 


j 
¥ al 


poratior Oshkosh, 


announced tl 


nppointments 
appolntm 


Buckner Equipment Corporation 
32 South Wabash Avenue, Cl 
listributors in the Central 

1 also as exclusive export- 
Company, 

Mart, At 

Southern Dis 


tributol 
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PACKAGE PLANT 


Permanent, low-cost buildings. especially designed for bottlers by Wm. 
W. Burns. Sr., head of the Burns Bottling Machine Works, Baltimore 18, 
Md., are now immediately available to industry. The material used is a 
hard-surfaced insulating board that requires no further finish for either 
outdoor or indoor use. Construction is designed so that the entire struc- 
ture can be dismantled and moved without damage. Full particulars are 


obtainable from the company. 





Gets Full Patent for 
Split Sprockets 

The United States Patent 
Office has recently granted a full 
patent (No. 2,465,570) to the A-1 
Bottling Machinery Company, 
Dover, New Jersey, for its split 
A-1 Split Sprockets can 


be employed to quickly replace solid 


sprot kets 


sprockets in this manner: The worn 
sprocket is broken or burned off 
without disturbing the bearings, 
and the split sprocket is bolted on 


by tightening two nuts. The com 
pany also makes solid replacement 


sproc kets 


Wood Preservative Now 
Available Nationally 


Monsanto Chemical Com- 
pany, St. Louis, Mo., has announced 
that its chemical pentachlorophenol 
is now available nationally in a 1-to- 
10 concentrate as a permanent, non 
discoloring and paintable wood pre- 
server and termite repellent 

Sears, Roebuck and Co., the first 
national distributor to be merchan- 
dising this wood preserver formula- 
tion is offering the preparation 
through its new midseason spring 
catalog and 640 retail stores under 
the Sears *“Master- 
Mixed.” 


brand-name 


INSTALL FIRST ERMOLD CASE UNPACKER 


The first Ermold automatic case unpacker went into actual service re 
cently in a Cleveland plant. This is the new Ermold machine designed 
to automatically remove bottles or other containers from uniform cases 
or cartons. Photo shows the unit discharging unpacked bottles onto a 
3-row conveyor leading to the soaker loader, while emptied cases are 


leaving it. 











BOTTLE 


7 
“Custombilt’ « « » can handle any size bot- 
tle from 4 ounce to 5 gallon! Widely used by bottling 
plants, food companies, mineral water, fruit juice, 


bleach and wine bottlers. 


e Available in several capacities and sizes. 
Expertly designed and engineered. No jets to clog, solution 
renovator filters solution water every few-minutes and dis- 


charges contamination. 
rinse pressure; saves water. 


Two compartment; makes its own 
Completely welded, no castings, no breakage. 


¢ Write for complete details. 


NIAGARA BOTTLE WASHER MFG. co. 
. TOLEDO 5, OHIO 


225-27 FIRST STREET 





Full Ownership of Filter Paper 
Acquired by Charles Miller 


The Filter Com- 
pany, Chicago, Illinois, manufactur- 


Paper 


ers of filtering materials and liquids 
handling equipment, has announced 
that Charles Miller, general man- 
ager and co-owner of the company, 
has become sole owner, having pur- 
chased the full interest of H. D 
Buckner 


The company handles a_ large 


variety of including 


equipment, 
filters, 


MIXINg 


syrup and water 
steel 


stainless 
tanks, 
, transfer pumps, 


storage and 
portable agitators 
gravity conveyors, sanitary fittings, 
filter paper, filter cloths, quartz, ac 


tivated carbon, and many other 


pl oducts 
The home office 
cated at 


Chicago 16, 


and plant is lo- 
2433 S. Michigan Avenue, 


Illinois 


Diversey Relocates 


Removal of its general 
offices and laboratories to 1820 West 
Chicago 13, IIL, has 
announced by the 


Roscoe Street, 
been Diversey 


Corp 














NEW WATER STERILIZER 


Development of a new water 
sterilizer, known as the “Steri- 
tron’’, has been reported by 
Hanovia Chemical & Mfg. Co.., 
Newark, N. J. Through its use, 
constant purity of water is ob- 
tained, without the addition of 
chemicals, while taste and physi- 
cal structure remain unchanged. 
Completely automatic, Steritron 
units can be furnished for 110. 
220 and 440 volts 50. 60 or 25 


cycles. 





Thatcher Officers Reelected 
Officers of the Thatcher 
Glass Manufacturing Co., Inc., El- 
mira, N. Y., 
board of directors at a special meet- 
ing last month. 
Franklin B. Pollock, president; 
William H. Mandeville, vice presi- 
dent and chairman of the executive 
committee; F. K. 
tive vice president and general fac- 
tories manager; D. R. Parfitt, vice 
Whit 
ney S. Powers, secretary and ‘treas- 
urer; W. E. Stroup, 

tary-treasurer. 


were reelected by the 


They are: 


Rodewald, execu- 


president in charge of sales; 


assistant secre- 


Aluminum Gravity Conveyor 


A lightweight aluminum 
Rapid-Roller gravity conveyor has 
been developed by The Rapids- 
Standard Company, Inc. of Grand 
Rapids, roller 
conveyor is designed to handle ma- 
terials similar to those 
rollers 


Michigan. The new 


moved on 


steel boxes, kegs, 
light drums, cans with chimes, lum- 


ber and many others 


crates, 


In addition, 
aluminum models. are 


adapted to 


the new 
installations 
where steel might rust or corrode; 


outdoor 





REG. U. S. PAT OFF. 


One Taste Invites Another 


FOR FURTHER INFORMATION 





&» A WONDERFUL NAME 

» A WONDERFUL FLAVOR 

» WE CAN SUPPLY CROWNS 
» TERRITORIAL PROTECTION 


USE YOUR OWN BOTTLES—NO INVESTMENT 


WRITE TO: 


WINE-DIP CO., Moberly, Missouri 
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Brilliant * Free Flowing * Acid-Proof 


Sethness means uniform, dependable Caramel. Your cus- 
tomers depend upon you . .. you can depend upon us for 
brilliantly clear, free flowing, acid-proof, Caramel Color- 
ing. Take no chances—be assured of quality and uniform 
strength. Take advantage of our experience and service. 


Sathunese PRODUCTS COMPANY 1300 W. Division Street, Chicago 22, Illinois 


Long Island City, New Yor 


SALIENT SWITCHES ... To new and enlarged quarters at 45 Suffolk St.. New York City, last month. moved Salient 


Flavoring Corp., manufacturers of the “Nifty” line of flavors. Shown above in their new 
offices are J. Greenberg, president and Harry Jackness, secretary; next. a view of the 
manufacturing department; and extreme right, Nat Jackness, vice president in charge of 
production. 





or for use in dusty or hazardous as a one-man institution with walk- ing liquids or solids into high level 
locations Where non-sparking equip- up quarters in a rickety building kettles or tanks has been developed 
ment must be specified Its present huge plant serves liquid during the past year by the Lee 
processing equipment users all over Metal Products Company,  Inc., 

Alsop Celebrates 30th Year ‘ the world. The firm maintains offices Philipsburg, Pa. 
or distributors in every major With this new Lee Handler it is 
Celebrating its thirtieth U.S. city, and also in South Amer- possible for one man to empty a 
ica and Europe. 500-pound-capacity barrel, or a 55 
gallon drum in less than a minute 
tendered a banquet for all company Large-Capacity Materials Handler and with 
employees 


anniversary, Alsop Engineering 
Corp., Milldale, Conn., recently 


no mess or spill. No 
A new, large-capacity hy- power, other than water from the 
The company was formed in 1920 draulic materials handler for dump- plant water main, is required. 





STANDARDIZED CANE SUGAR SYRUP 
CONTROL batches by the turn of by the 
a valve... use of 
DECREASE your labor costs... \ @ stable, 
INCREASE your production . .. uniform 
ELIMINATE bag dust, lint, and LIQUID 


sugar spillage... SUGAR 
“ THE NULOMOnR Division 7 | 


Soon ee TANK CARS—TANK WAGONS—DRUMS 


Order direct or through your Sugar Broker 


THE NULOMOLINE DIVISION 


AMERICAN MOLASSES COMPANY 
120 Wall Street New York 5, N. Y. 
Plants at 
BROOKLYN, N. Y. LOS ANGELES, CAL. 
CHICAGO, ILL. MONTREAL, CANADA 
* Reg. U. S. Pat. Of 
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RENT A REBUILT MACHINE 


Such as a filler, carbonator, labeler, etc. Be ready 
for your busy season or possible breakdowns. 

Rental very reasonable and may be applied toward 
purchase of machine. 


Write for Further Information 
and Details. 


“eco \EIRSTENBERG 


BOTTLERS’ EQUIPMENT CO.INC. 
301-307 Powell St., Brooklyn 12, New York 








Inexpensive Displays By 
Transichrome 
A chain of coincidences 
has moved W. Arthur J. Govan 
from the bottling industry into the 
field of point-of-sale display, and 
given bottlers, parent companies 
and others Transichrome a 
new way of converting printed ad- 
vertisements into dramatically 
lighted display units, quickly and 
inexpensively. 
UNVEIL “DEHYDRA” LINE Well-known 
O-So Grape—Dr. Swett's Root Beer Co. unveiled its new “Dehydra” line 
(all water left out) of flavor concentrates at a special sales meeting last . : a 
month in Chicago. Key personnel attending the meeting were (left to World War II headed Hasko Ex- 
right): R. A. Conover, president; B. R. Koch, vice-president; E. A. Thomas, 
Eastern representative: M. F. Walser, general manager: F. V. Bohner. 
Western representative; T. C. Bateman, Southern: P. W. Schauff. North portation of complete bottling 
Central; Geo. Pearson, South Central, and Dr. R. Linne, chief chemist. 


in the bottling ma- 
chinery field, Mr. Govan during 


port Company, which handled ex- 








New Schaefer Brush Service Merck Net Up 


Schaefer Brush Mfg. Co Merck & Co., Inc. Rahway, W. A. J. Govan, 


has instituted a new brush research N.J., reported net sales for 1949 of president of 
Transichrome 


ind development division to help $73,578,038, as compared with the Corp. 


industry and all users of brushes previous vear’s record high of 

to solve their cleaning problems $72,904,214, in its annual report to 
The division will undertake to an stockholders 

ver all bottlers’ problems relative Net income from current 


to brush cleaning tions was $6,921,927 





AMERICA’S FINEST BEVERAGE COOLERS 
Use FAMOUS’ Pure Unadulterated 


“ e 99 
Petroleum Lubricating Greases! Beuco ¥ Waid 


@ Cut Maintenance Costs SHE'S SHE'S 


@ Red Replac t Ex 
g tnertoinonen tome 1 | CLEVER 2 SMART 
@ Avoid Hard Starts 


Write for Lubrication Circular! 


Watch for Something New 
in Coolers and Vendors 


FAMOUS LUBRICANTS, Inc. | __ Export Agents tie BEVCO Company, Inc. 


124 W. 47th St., Chicago 9, Il 129 Canal St., N.Y. 13 © M. ttm 8 reuis 7, 
Agents in Principal Cities Throughout the World 311 “4 t treet © St. Louis 7, o- 


CHOICE OF THE TRADE IS THE “BEVCO-MAID” 
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RACE 
MIXER 


WAL - 


only ; 04 BOTTLES 
$1185.00 ' 


@ The KEENLINE CASCADE MIXER handles all size bottles 6 oz, to 
32 oz. The bottles are turned in a complete circle which keeps the 
syrup and carbonated water mixing continually during its course of 
travel through the mixer. 6 oz. bottles receive 6 complete turns. 


For complete information write for folder G-7. 


KEENLINE EQUIPMENT CORP. Oshéosh. Wis 

















Philip d’Andrea, chairman of the Transichrome was a hit of the 


art department of the City College recent Point-of-Purchase Advertis- 
of New York, and a Fellow of the ing exhibit at the Waldorf-Astoria 
Royal Society of Arts. in New York, which featured all 


Mr. Govan quickly saw the com- the latest devices for “clinching the 
mercial possibilities of the patented sale at the pay-off point. 
process, and helped Professor d’An- Mr. Govan says that he hopes to 
drea and his associates to set up have production set up by the end 
production, acquiring worldwide of May, and that shadow-box units 
sales rights for the process and housing Transichrome will be avail- 
formed Transichrome Corporation able in standard style shadow-box 
ae ; units, or in units designed to spe- 
rhe process makes possible for > . 
: ; : cification. He points out that the 
the first time full-size actual color : . 
d transparencies can be used for 
transparencies from printed mat- 
het - bill ; large exhibits as well as displays, 
5 ter, whether of billboard or postage- are < 
Placed in a shadow box. with ; —— and that the low cost ($1.50 for 
lighting from behind, the Transi- stamp size, without the usual cost 
chrome display unit transforms a and delay of making new plates,” 
printed advertisement into a dy- : 
namic eye-catcher. Its transpar- according to Mr. Govan. 
ency is inexpensively made di- ow s é 
rectly from the printed page. with- , hen lighted from behind, with current advertising. 


out use of plates. Transichrome actually enhances the Further information may be had 


& by 10 inch transparencies ) 
makes it possible for bottlers to 


change transparencies to coincide 





beauty and effectiveness ‘of the by writing Transichrome, 43-77 
plants for the armed forces for one original subject due to the pris- Vernon Boulevard, Long Island 
of the. leading soft drinks manufac- matic play of light on the trans City 
turers. He later organized Bottlers parency, creating almost a three- 

Service Corporation, and in 1947, he dimensional effect. Thus a printed Self-Adhesive Paper Tape 

sold out his interest in this equip advertisement, poster or brochure Developed 

ment company can be converted into a dynamic Having pioneered in the 
The Transichrome process was window, floor or counter display, development and production of 


developed by Professor Albert quickly and inexpensively.” printed pressure-sensitive (self-ad 


STAINLESS NICKEL 
STEEL ALLOY 


SANITARY VALVES LINE 
AND BRINE FILTERS 
on 


{ 


c delicious real lemonade 
+... the kind millions have 
‘ enjoyed since childhood e 
now bottied by over 250 bottiers with phenomenal 
and profitable) sales. Write today—franchises FITTINGS TUBING 
evailable in many territories. 


Say TEHMAN CO. gE eg L. C. THOMSEN & SONS, INC., KENOSHA, WIS. 


Cincinnati 2, Ohio Sanitary Equipment for the Processing Industries 
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hesive) cellulose tapes, Topflight 
Tape Company of York, Pa., now 
announces that it has perfected a 
self-adhesive printed paper tape 
Processed in rolls, it can be used in 
the same way, and in the same dis- 
pensers as the cellulose Topflight 
tapes 

Information, prices and samples 
are available on request, from Top 


flight Tape Company, York, Pa 


Diamond Alkali’s Sales, 
Earnings Show Increases 

An upturn in sales and 
earnings of Diamond Alkali Com- 
pany, Cleveland, one of the nation’s 
largest producers of chemicals, was 
reported last month by Raymond 
F. Evans, president of the company, 
at the company’s annual meeting of 
stockholders. 

Sales and earnings for the first 
quarter of 1950 were $12,700,000 
and $1,055,609 respectively, com- 
pared with $12,480,000 and $806,- 
008 for the similar period in 1949 


Philadelphia Warehouse 
Opened by Mathieson 

Mathieson Chemical Cor- 
poration, one of the largest produc- 
ers of dry ice in the United States, 








ADVERTISING COORDINATION 


YOUR 
INVITATION 
Ape) 


Refresh 


Coordinating its point-of-purchase promotion with its national advertis- 
ing. the Charles E. Hires Co. has just released a series of wall and 
easel cards featuring the theme. “Got A Minute—Have A Hires.” The 
theme will also be used in outdoor advertising. 





opened a new Philadelphia ware- 
house last month. The new facility 
will serve the greater metropolitan 
Philadelphia area with door-to-door 
truck delivery, and will ship to 
Trenton, Wilmington and Chester 

Eric S. Jeltrup is district sales 
manager and Robert Lyon is the 
resident representative in Philadel- 
phia for Mathieson’s Carbon Diox- 


ide Division. 





fa a Wr yy 


BOTTLERS’ 


Hyster Acquires 
Salsbury Turret Truck Line 


The Hyster Company of 
Portland, Oregon, Peoria and Dan- 
ville, Ilinois, has taken over the 
manufacture and sale of Turret 
Trucks formerly produced by the 
Salsbury Corporation of Los An- 
geles, according to an annoucement 
from Ernest G. Swigert, president 





BOXES 


and prices. 





Its a Double “reat: 
GOOD and GOOD for YOU 


IT'S THE BEVERAGE FOR 1950 


It's the only cranberry drink to be carbonated 
and blended with cola—makes a real treat. The 
children love it and it's a super mix for the grown 
ups. Start now with this new beverage. Use your 
own small bottles to start. Crowns and bottles 
available as you want them. Write for samples 


CRANBERRY COLA CORPORATION 
Abington, Massachusetts 
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Smoke Ballew.& Associates, Inc. CT a 3 


Mark Powers, Jr. has been ap- 


pointed an associate of Smoke Bal- 
lew and Associates, Inc., Dallas 


Mr. Powers, connected with the 


1) 
tt 


soft drink industry for nearly 


coll) iNLAIANAL 


twenty years, will represent the 
3allew organization in the states of 
Alabama, Mississippi, Arkansas, 
Tennessee and Kentucky 


H. Kohnstamm & Co. 
Louis J. Woolf has been elected ea re 
i 


president and treasurer of H. Kohn- 
stamm and Company, New York : “A 
City, succeeding Lothair Kohn- 


-~ -_ 
stamm who passed away recently ‘\ 
The action was taken at a recent 
board of directors’ meeting | > 


Other officers named by the board ESSENTIAL PRESIDENT JOINS NuGRAPE 


were C. D. Allen, Hugo Pulver, and L. N. Conrad recently resigned his Newly-appointed assistant sales 
R. S. Carmel, vice-presidents; R. A position as president of Red Rock manager of the National NuGrape 
Phair, secretary: E. W. Mayer and Bottlers, Inc. to become president Co. is E. L. Withers, formerly vice- 

: : ‘ and general manager of Essential president of Red Rock Bottlers, 
J. M. Castellano, assistant secre- Products, Inc., Atlanta. Essential Inc. He will supervise field repre- 
taries: Walter J. Kohnstamm and specializes in dietary supple- sentatives and bottler relations for 


Isidore Streisfeld, assistant treas- ments. NuGrape. 








urers 
W. Crane as Mid-West Regional consin and Northern Illinois terri- 
Durant Manufacturing Co. Sales Manager for Durant Produc- tory. 
Durant Manufacturing Company, timeter counting and measuring The company also announced the 
Milwaukee, Wisconsin, has an machines. Mr. Crane formerly was appointment of John C. Turner as 
nounced the promotion of El/sworth a field representative for the Wis- representative in Georgia. 








FRANCHISE NOW AVAILABLE 


It's the taste that sells GOODY ROOT BEER. 
; It's TOPS IN FLAVOR! Send today for three 
finished samples of GOODY ROOT BEER. 
Chill, then compare with any other leading 


brand. You'll discover why 9 out of 10 
choose GOODY .. . the root beer that b & reven S 


spells PROFITS FOR YOU! 


STARR. vc" MUAY MRM ALLL: 


TRADE MARK REG. Opener 


aa STATIONARY ( ALE 
sons, BOTTLE 
OPENERS 


Eliminate loss of : Write for FREE Test 
bottles and contents. 

Prevent danger to 

the public. 


Have long life. “ay | a ee | IMEX Cor P. 


Brown Manufacturing Co., Inc. 905 MASSACHUSETTS AVE. - INDIANAPOLIS 2, INDIANA 
HOW IT WORKS NEWPORT NEWS, VA. 
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THEONETT APPOINTMENT 
Albert Mayer has been named 
field technician of Theonett & Co., 
Chicago. Mr. Mayer has been ac- 
tive in the beverage business for 
twenty-five years. 





he Cm 
iw ~ ‘ 
| ome 
ADDED BY DOUBLE-COLA 


Dave Carnahan, formerly mana- 
ger of Double-Cola Bottling Co.. 


Gadsden, Ala., is now a field rep- 


resentative for the Double-Cola 
Co., in south central states. 








G00 


EO a: 
DRINK!” 


PLYMOUTH BRAND 


F; ° 


Cnange : 
CONCENTRATE 0 


For—BOTTLED DRINKS ( 
Plain or Carbonated 


Made from fresh, vitamin-full, sun-sweet oranges. A high’ ne’ 
quality concentrated orange beverage base for refresh- : 
ing, healthful bottled drinks. Easy to use and standardized 
for sugar, citric acid, stabilizing vegetable gum, orange 


oil, Vitamin C and color. 


MR. BOTTLER: Here is your economical base for fast- 
selling bottled drinks. Shipped in cartons of 6-96 ounce 


containers. (4!/, gallons). 


TASTE WILL TELL . 


PLYMOUTH 


CITRUS PRODUCTS 


COOPERATIVE 
PLYMOUTH 


AND SELL! 


Write for 
detailed 


information 


FLORIDA 





FORMS OWN FIRM 
W. R. Kendrick, former general 
sales manager of SuperVend 
Corp.. has formed his own firm, 
Vendors Supply Co., in Dallas. 
Firm will handle varied automatic 
merchandising items, and serve 
as distributor for SuperVend's 
multi-flavor cup machine. 





LOMAX PROMOTION 
Named chief of the recently-cre- 
ated Technical Research Depart- 
ment of the Frank P. Lomax Co., 
Co., Inc., is Eric A. Steinbiss, vet- 
eran of 25 years with the com- 
pany. He will also continue to act 
as superintendent, in charge of 
production. 








Cyclotherm Corp. 

A reorganization of the manage 
ment of Cyclotherm Corp., manu- 
facturers of steam generators 1! 
Oswego, N. Y., was effected at a 
recent meeting of the board of di 
rectors 

Lewis H. Dietz 
Cyclotherm as West Coast distribu 


, associated witl 
tol Since the corporation was 
formed, was elected vice-president 
charge of sales 
jatto P. Saha, also affiliated wit 
he organization since its inception, 
Was named vice-president in charge 


of production and engineering 


Polak & Schwarz 

Polak & Schwarz has announced 
the appointment of Gustav Carsch 
as manager of their Chicago branch 
Having been connected with P & 8S 
as a sales representative in the mid- 
west territory for several years, 
Mr. Carsch is well acquainted with 
the flavoring problems of the trade 


National Bottlers’ Gazette 





California Fruit Growers 
Exchange 


M. L. Chapman, manager of the 


California Fruit Gowers Ex- 


change, Products Department, re- 


cently announced the promotion of 


L. Cletus Gallagher to Sales Man- 
ager of the Industrial Division, with 
headquarters at the home office in 
Ontario, 
formerly was New England district 
manage} 


Two other promotions also were 


reported. ( E 
merly Assistant Central Division 


Scovern, Jr P for- 


Manager, was named Southwestern 
Division Manager with headquar- 
ters in Dallas, Texas. J. P. Haman, 
York District Man 
ager, was appointed Eastern Divi 


previously New 


sion Manager with headquarters in 
New York City 


Heil Co. 

George Pryor, formerly assistant 
sales manager of the tank division, 
has been named sales manager of 


the bottle washer division of the 


Heil Co., Milwaukee, Wisc. He suc 
ceeds Sam Tuttas 


Inter-American Orange-Crush Co. 


Raymond D 


assistant manager, has been ap 


Sedgley, formerly 


pointed manager of the Inter-Am 
erican Orange-( 


sales and field organization. 


FOUR GENERATIONS 


A four generation family whose 
name is one of the oldest in the 
bottle washer manufacturing in- 
dustry is shown above. Left to 
right: Archie Ladewig, president 
of the company which bears his 
name; his father, Julius C. Lade 
wig. formerly vice-president of 
the original Ladewig & Stock Co.; 
William Ladewig. Jr., son of Wil 
liam Ladewig. right. plant super 
intendent of the Archie Ladewig 
Co. The latter is Archie Ladewig’s 
son. 


California. Mr. Gallagher 


MILLS APPOINTS 


Recently appointed general works 
manager of Mills Industries, Inc., 
Chicago. is B. F. Galle. He previ- 
ously was associated with City 
Products Corp. 





‘rush Company, 
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YOurR 


NAMED BY MACK 
A. F. Fenner, vice-president of 
Mack-International Motor Truck 
Corp., has been named general 
sales manager with headquarters 
in Chicago. 





YOUR 


TRADE Manx TRADE MARK 


HERE 


o-, 
8 


HERE 


Vendmaster operation is as simple as that! 


Bottles flow by gravity into the delivery mechanism, 
where a quarter-turn of the turnstile gate positively 


releases the purchase. 
Vendmaster operation. 


That's all there is to the 


It's utterly simple! 


Write for information and prices 














BH MASTER CORP. 























P. 0. Box 902 Wichita, Kansas 
Phone 631311 





err 


C.0. & W.D. SETHNESS COMPANY 


1926 SUNNYSIDE AVENUE ° CHICAGO 40, ILL 





CONADE LUBRICATING 


SYSTEM 


@ LUBRICATES 
@ CLEANS 
@ DISINFECTS ... 
CONVEYORS 
“In One Operation” 


@ ALKALI FREE 
Does not attack metal 


CONADE is a scientifically developed lubricant, especially blended 


for sanitation and protection of wet conveyor systems 


@ NOT A SOAP 


It minimizes wear on bearings and forms a protective film against 
foreign matter and rust 


Free flowing, won't solidify or jel!. Eliminates stoppages caused 
by jumping and gumming. Leaves no oily residue on bottles or 
containers 


NOW USED BY LEADING BOTTLERS 
Write us for full details concerning “CONADE” and 
specially-designed CONADE LUBRIC ATORS 
SUPERIOR CHEMICAL PRODUCTS 


Dept. NB 123 W. Madison St. Chicago 2, Ill. 








Beverage 
Mixers 


Reduce labor costs with 
Keenline mixers .. . handle 
all size bottles. Keep liquid 
constantly in revolving mo- 
tion for thorough mixing. 
Includes many outstanding 
features. Two models avail- 
able .. . 110 cases P. H. 
180 cases P. H. 


OTHER NEW EQUIPMENT FOR BOTTLERS: 
@ Pumps @ Ketties @ Filters @ Conveyors @ Liquid Fillers 
@ Cappers @ Rotary and Stationary Accumulating Tables @ 90 
Curves @ Rotary Vaccum Filler and Crowner @ Inspection Lights 
@ Washers @ Sanitary Fittings @ Homogenizers @ Carbonators 
@ Sterilizers @ Chain Conveyor Line @ Agitctors @ Tanks 
@ Vacuum Pons @ Revolving Pans 


USED PURCHASE ¢ SELL © TRADE 
We maintain a stock of used bottling equipment on 
BOTTLING hand and have a variety at our disposal. All BUCKNER 
guaranteed. OR, if you wish to sell or trade used 


EQUIPMENT equipment, we can assist you. Your inquiries will re- 
ceive prompt attention. 

A UNIQUE Our vast experience is available when you wish to 

BROKERAGE sel! or purchase a bottling plant. We will be 








SERVICE pleased to discuss your problem 


wey EQUIPMENT COMPANY 


Liquid Handling Materials and Equipment 


2530 South Wabash Ave., Chicago 16, Ill. 
Phone: DAnube 6-1344 

















WRITE OR WIRE FOR PLANS TO 
INCREASE YOUR SALES WITH 
1a 


“COL-FAST” 
T-SHIRTS 


...and have free colorful 
advertising for months 
and months. 


VICTORIA 


SILK PRESS, INC. 
805 LUCAS AVE. 
ST. LOUIS 1, MO. 














The 
“STANDARD” 
INSPECTOR 


Over 2,000 in daily 
use in bottling plants 
all over the world 
J 
For prices and 
complete details 
write to 
Patented 


WALTER J. WARD & CO., "ti'ivitano, 0” 
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C.B.C.B. Convention 


The problems and progress of 
the Canadian soft drink industry 
were widely discussed at the ninth 
annual convention of the Canadian 
Bottlers of Carbonated Beverages, 
March 2-3 in Toronto. 

Provincial association leaders and 
other speakers at the two-day meet 
ing reported substantial increases 
in sales volume, but noted that prof- 
its were not keeping pace with vol- 
ime increases 

Typical was the comment of re 
Henri 


tiring C.B.C.B. president 


Toussaint, of Quebec City Said 
Mr. Toussaint: 

“Many of us have enjoyed a very 
successful year in 1949 as far as 
sales are concerned, but the profit 
was far from being in line with 
the increase.” 

Toussaint said, however, that he 
was not in favor of a price in- 
crease because “our prices are more 
or less effectively fixed by hard 
ind fast custom that has been ac 
cepted ” Instead, he suggested that 
bottlers perpare for “long-range de 
Ve lopme nt.” 

At the close of the meeting, Wil 
liam Hawrelak, of Edmonton, Alta., 
was elected president of the associa 
tion, and Mr. Toussaint was named 
Other officers are 


vice-president 
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J. E. Collins, Toronto, treasurer; 
and Joseph A. Whitmore, manag- 
ing director. 

Appointed national directors 
were: William Hawrelak, Edmon- 
ton, Atla.; G. A. Christensen, Van- 
couver, B. C.; P. J. Murray, Win- 
nipeg, Man.; L. S. 
Moncton, N. B.; J. A 
Sussex, N. B.; F. R. Seaman, 
Charlottetown, P. E. I.; A. F. Hun- 
ter, Stratford, Ont.: H. E. Woolley, 


Toronto, Ont.; R. W 


Ferguson, 


Keast, To 
ronto, Ont.; Lorne Prentiss, New 
Liskeard, Ont.; Emilien Fluet, Que- 
bee City, Que.; Henri Toussaint, 
Quebec City, Que.; Guy Bryant, 
Sherbrooke, Que.; J Savignac, 
Outremont, Que.; T. C. Laing, Wey 
burn, Sask.) and J. B. Cross, Cal- 


gary, A Ita 


Canadians Get High 
Pepsi-Cola Posts 


The election of Toronto-born Wil 
liam B. Forsythe as chairman of 
the board of Pepsi-Cola Co. of Ca 
nada, Ltd., and of David M. Che 
noweth, Montreal, as president, 
places Canadians in the highest ex 
ecutive posts in the Pepsi-Cola or- 


yanization in Canada 
C.B.C.B. Asks Sugar Price 
Decrease 


The Canadian Bottlers of Car- 


Saunders, 








bonated Beverages recently — re- 
ported that it had wired “the big 
five sugar companies” to urge 
“most serious consideration of any 
decrease in the price of sugar.” 
The association declared that price 
easing is “vital and necessary 
to our industry because sugar is 
our basic ingredient and our high- 
est cost.” 

It added that the “goodwill of 
bottlers from coast to coast can be 


gained by such a move.” 


Per Capita Beverage 
Consumption Higher 


Per capita consumption of car 
bonated beverages in Canada is now 
at an all-time high. 

In 1948, the average Canadian 
consumed 117.5 bottles annually 
Several trade leaders have placed 
1949 consumption at from 20°; to 


50°; higher 


Effect of Tax Removal 


Claims that the removal of the 
excise taxes on soft drinks had re- 
sulted in a tremendous increase in 
volume were borne out at the re 
cent annual meeting of the C.B.C.B 

One convention speaker, W. L 
Drummond, director of the British 
Carbonated 


Columbia Bottlers of 
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Beverages, said that sales volume A new, complete bottling unit has 
increases since elimination of the been installed which is in addition 
beverage taxes were “considerably to the 60-spout unit already in use, 
in excess of 40°;.” thus giving the company greatly 
increased production. The com- 
Seven-Up Expansion pany has recently installed addi- 
tional conveyors to facilitate han 
Seven-Up Montreal Limited has dling of the increased production 
installed new high-capacity bottling Construction, now under way, 
machinery and is erecting an ex- will add 10,000 square feet of floor 
tension to its present building in space to the company’s present 
the Town of Mount Royal, accord- plant. This space will be used for " 
ing to an announcement by Wm. H garaging the trucks recently added ; = , 


Wallace, president of the company to the Seven-Up fleet 





New Eskimos for window and 
point-of-purchase displays have 
been developed by the Clicquot 
Club Co., Millis, Mass. They're 
available in 21” and 42” cutouts, 


4é 
OW we Can 0 and also in 12” and 6” point-of- 
sale sizes. 





conveyor chain £99 40 30.55 
470 
* 80° 


maintenance jobs with th 


400, 
-20 (" 110 


ONE material’’ | “230 @Fi20..” 


— 


y f) —_ Seeking a point-of-sale display 

in that will “stay up” the year- 

{ | ‘round, Sun Spot Co. of America 
ei has come up with this clock-style 


thermometer. It has a 12” circum- 
ference. 














en » 

Ey ERY day more bottlers are 

discovering that Oakite Compo- 

sition No. 6—wet soap lubricant 
improves bottle and case con- 

HERE Oakite lubricators provide efiicient 

yveyor operation in these fuwo lubrication at Six strategic points on con 


important ways. veyor line 


(1) Oakite Composition No. 6 puts a stop to bottle breakage by preventing 
build-up of excessive gate pressures. (2) Oakite Composition No. 6 
maintains chains in a scrupulously clean condition. Eliminates frequent 
stoppage for cleaning. In addition, the more effective lubricating action 
of Oakite Composition No. 6 allows free-€exing of chains around sprockets 
and guides. Lessens costly drain on current and helps hold motor burn- 


outs to a minimum. For FREE folder of facts write address below today 


OAKITE PRODUCTS, INC., 264 Thames St. NEW YORK 6,N.Y¥ 


SPECIALIZED INDUSTRIAL CLEANING 


MATERIALS © METHODS + SERVICE “Just Wonderful” is the theme of 


new Double-Cola display mate- 
rial. Displays are 18 x 24 inches, 
slightly smaller than those pre- 
viously used. 
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CLASSIFIED 
ADVERTISING 





RATES AND GENERAL 
INFORMATION 


ON CLASSIFIED ADVERTISING 


® For sale, Exchange and Wanted 
Advertisements are available to read- 
ers at the following rates: 25 words, 
$1.50 each insertion; 6¢ for each addi- 
tional word. Address or box number 
is not included in word count. A num- 
ber, or group of numbers is considered 
as one word. 
® Orders for classified advertising 
must be accompanied by payment. 
® Those advertisements which do not 
comply with the established headings, 
or which advertise new products or 
services are not acceptable. The Edi- 
tors reserve the right to change or 
reject any advertisement submitted 
for these columns. 
@ All advertisements appearing in 
these columns are bona fide. In an- 
swering same, please take notice that 
letters must be sent to the box num- 
ber, initials, name or address given by 
advertiser. The N. B. G. assumes no 
responsibility for condition or descrip- 
tion of items listed in this section. 
@ Under no circumstances will the 
N. B. G. give the names of parties 
where box number or initials are 
given as the address. All answers 
sent in care of this office are promptly 
forwarded. 

NATIONAL BOTTLERS’ 

GAZETTE 





80 Broad Street, New York 4, N. Y. 














FOR SALE 


Business Opportunities, Bottling 


FOR 


May, 1950 


Establishments 


SPECIAL 
ANNOUNCEMENTS 


BOTTLERS’ TRADING POST 


WE BUY - SELL - EXCHANGE 


gross 7 oz. BUBBLE UP 

gross 7 oz. B-1 Bottles 

gross 7 oz. ACL DREAM bottles. 
gross 10 oz. VESS COLA 

full depth cases 7 oz. ACL sodas 


full depth cases 7 oz 
small name in glass 


flint sodas, 


full depth cases 10 oz. ACL flint 


gross new emerald green 32 oz. 
sodas 


check with us for real ''BUYS'’ 
on other franchise bottles. 








AIDMON BOTTLE & SUPPLY CO., 


7615 3rd AVE BROOKLYN 9, N.Y 
BEACHVIEW 8.3450 


INC 





FOR SALE 


FOR SALE: Beverage coolers, brand new, slant front, 
dry type 6 or 8 feet long, with coils and expansion 
vaives $175.00, F.O.B., N. Y. Also flat top coolers, 
brand new, wet or dry complete with condensing unit 
$185.00, F.O.B., N. Y¥ 


INTERSTATE APPLIANCE CO., INC. 
600 Broadway, New York, N. Y. 








IT 1S INCOMPARABLE! 


A-1 Cola Base Concentrate 
“The Cola of Superior Flavor” 
write for free sample to 


CLOISTER LABORATORIES, INC. 
325 W. Huron St. Chicago 10, Ill. 





Charles S. JACOBOWITZ @. 


3071 MAIN ST. BUFFALO 14, N.Y AMHERST 2100 


REBUILT EQUIPMENT AVAILABLE 
Immediate Delivery Bargain Prices! 


it's not too tate to install good, late model equir 
ment—reconditioned i factory and gua 
ship and mate 


anteed against defective 

rial—in time for this season's 

We have available washers 

fillers, carbonators 

than three years old 

mediate delivery 

WASHERS r year old D & L 90 case; four 
old Meyer-Dumore &-wide 2-compartment 
year old Liquid Red Diamond 5-wide Uni 
reconditioned Meyer 5-compart 
double-end; four year B B-wide 

j-compartment, double-end quart washer: etc 

FILLERS—Crown Cork & Seal Dixie automatic 

reconditioned; Liquid 24-spout Red Diamond 

onditioned: Burns Model G, 2 years old 

ditioned: Cem 40-spout, reconditioned, ete 


SATURATORS 


recor 


brand 
50 and 500-galion stair 

stainless recirculating 
—Liquid 15 


ndisioned 


Liquid 250 gph staintess 


head, 3 years old; Cem tf 


Other equipment ir 
mmediate delivery 


Partial listing only Buffalo 


and New Yo or 








We buy your surplus bottling machinery 


CLASSIFIED 
ADVERTISING 








FOR SALE 


Machinery, Apparatus, Materials, Bottles, 


Boxes 





FOR SALE 


FOR SALE.-1.44») 
fla r ttle ! “ cs 1 
mplete CANADA 1 
WIT ptor ‘ ! 


FOR SALE. Lig 


FOR SALE 


ut mplete 


FOR SALE.-1 W 
H. M 
My ] 


motor, 6 t art 
SCHMITT, 8243 5S 
h.-1 


FOR SALE. iiH6 
ellent « ait n witt ‘ t 
a hea pring Hermat 


ach w 


top f uart ava 
GRAPETTE BOTT. CO., Mat 


FOR SALE. 25,000 
MAVIS BOTT. CO.. 14460 1 
troit 6, M 5.-1 

FOR SALE.—1 M 

i hee 


tO ‘ 
FOR SALE 
ssonable.—LOl 


Caspe W 


FOR SALE 

write BOX 
FOR SALE.--12 
tar 7-10-12-24 





15 days delivery 
CLEARED for ACTION 


cOosTSs LESS! 


New pallet bodies 
now ready. Send for 


details and prices today. 


FRED S. GICHNER IRONWORKS, INC. 


1214 24th St., Washington, D. C. REpublic 2419 


Hop on the 


MASON’S 
OLD FASHIONED 
ROOT BEER 


Franchise , ——— 
Phone! Wire! Write Today! 


MASON & MASON, INC. 


213 N. Desplaines Street 
Chicago 6, Illinois 


158 


VELVA-SHEEN 


CINCINNATI 14, OHIO 


for STANDOUT QUALITY 
STANDOUT SALES 


WONDER ORANGE CO. 


223 W. ERIE ST., CHICAGO 10, ILL. ; 


9 ° tv 
yoPTE gain? gnc 
cmt ig wet 
>) 
enc® RIVER RAISIN PAPER CO. 
DISPLAY DIVISION 


DIMENSIONAL POINT OF SALE DISPLAYS 
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FOR SALE 
x 11% ghx Tl 
! Six ttle < 
W. B. BOTTI 
Milwaukee 4, W 
FOR SALE 
iller; Cem sat 


_FOR SALE 
\ 


SAMUF 
R 7 
BOR SAL E 


LANSI ER 
| 


FOR SALE 
ake tte PARKWAY ‘BOTT 
r S I idely a 2, Pa 


FOR SALE 


2 TMM 
CROWN 


nlete 
BOTTI 
Milwa 
45-MM 
‘ ttles 45-MM 
tle MM: 600 
pped wooden s 


COMPANY 
1 


FOR SALE 
I 


FOR SALE 


FOR SALE 


FOR SALE 


IRT Be 


SOT 


FOR SALE 


BOTTLERS,, 


FOR SALE 


May, 





ATTENTION !!— BARGAIN HUNTERS 
Partial Listings From Our Specials 


1,000 gr. 32-Oz sodas lettered ‘‘asco'’ on shoulder. 
35 ~ 28-o2. flint sodas 
by 10 cases 28/12-02z. Spur botties; also 6-oz. Spur. 
cases 24/12-02. flint soda steinies, small name. 
Seo gr. 12-oz. new flint ACL soda steinies. 
1,800 gr. one ae Le, eee Sete 
400-gr. emera reen 10-oz. sodes “ACL", 
. 7-02. ‘'ACL"’ sodas, 8'/2"* ht. 
. 7-oz. flint stippied and green sodas, 8'/2"' ht. 
. T-on. ‘ACL sodas, 8°’ ht. 


14-02. wt. 


. 7-ox. new flint stippled. 
cases 61/2-02. one brand. 
15,000 cases 6'/2-0z. ACL ‘Joe Lewis Sodas. 
100,000 full-depth 7-oz. cases; 10,000 full-depth 29-oz. 


1. BASKOWITZ BOTTLE CO., INC. 
1301 Grand St. Brooklyn 6, N. Y. 








FOR SALE 


. B-1 7 oz. Bottles 

. New 7 oz. ACL Clicquot Club 

. 6 ea. 64 oz. Amber Steinies 

. 2 dz. ea. 10 on. Dr. Swetts 

. ACL 8 oz. Pepsi-Cola botties 

. ACL 7 oz. Tom Collins 

. ACL 7 oz. Red Rocks 
Wanted: Your surplus bottles, 

Consult us. 


BISON BOTTLE COMPANY, 
28 Wasson St. 


cases, siphons, 


Inc. 
Buffalo 10, N. Y. 


etc. 








We Will Buy At Any Point 


Any Quantity of Emptied 10-Gallon Grapette, 
Double-Cola, and Pepsi-Cola Metal Cans; 
and Also Wooden Kegs, Barrels and Steel 
Drums. 


BUCKEYE COOPERAGE CO. 
3803 Orange Ave. Cleveland 15, Ohio 








FOR SALE 


1,000 cases 12-02. capacity, flint, tall, 
private ACL; 2,000 cases flint, 10-02. capacity, 
ACL, tall sodas packed 24 to full depth shell; 
cases 32-02. capacity flint quarts with private 
packed 12 to full depth shell; 1,000 cases tall, 
capacity, flint, plain sodas initialed on 
J-ounce cap tall, flint sodas with private 
capacity ACL Chere bottles 


SIGNER BOTTLE SUPPLY CO. 
Cincinnati 14, Ohio 


semi-steinie with 
private 
1,000 
ACL, 
12-02. 


shoulder; one 


300 gross 6-02 








A REAL BUY! 


40-Spout BOTTLING UNIT, COMPLETE—Washer, Meyer 
Dumore model 520-P, 20-wide 5-compartment—Filier, 
Meyer 40-spout left-hand, with 10-head crowner — 
Carbo-cooler, Mojonnier Model 242—Deaerator, Meyer 
Mode! DA-69—Synchrometer, Meyer Model SY-70, new 
style meters—tabelers (2), Ermold automatic, 6-wide 
— Accumulating | table, Liquid, 60- inch — Compressor, 
Frick, 8 x 8 id 
stand, pre-cooler, valves, piping, and 1-50 'H.P. motor 
with starter — Conveyor, set, complete, including 
motors, switches and speed reducers.Excellent operat- 
ing condition; replaced by 50-spout unit; price on our 
floor; local firm will prepare shipment at low cost. 
Pepsi-Cola Louisville Bottiers, Inc. 
Louisville, Ky. 





Box 1917 





FOR SALE.—24-spout Red Diamond filler and 
crowner; S-wide Meyer soaker 1941; 500 g.p.h 
Liquid Lifetime carbonator O & J automatic 
labeler; 10 hp cooling unit; all mac hines pertect 
will sell as one unit or indivic dt ual E. G., BOX 
289. —4. -tf 


FOR SALE.— Meyer 


miditior Ser 


Dumore 4 le washer in 
SRS M del 402; ca 
SO cases per hr.; price $1,000 f Mat 
ent terms GRAPETTE BOTT 


i 


FOR SALE.—On« line be 
1 y ympletely 


litan New 


equipped, 
area 


FOR SALE.---2,000 cases 
emonette bottles an 
years $1.15 per case 
Springheld, Ohi 3. 


repercs Or 
coon 


age age 
RAPE ITE BOTT 


FOR SALE. —14-wide 4-comp. double end Liquid 
Super-Kleen washer for splits, pints and quarts; 
replacing wit! washer ROYAL ‘ ROWN 
BOTI Main St., Ft. Wort lex 
4.-2 


larger 


CO., TOL N 


_FOR SALS 12,000 cases ACT. 
, Same marking 
Flint T-oz. bottles 
; 4,000 cas 
; 79 gross 32 
n ¢ ’ cartons, $6.00 
3,000 cases Howel’s Root Beer ACI 
T5c per SO gross same in original 
$3.00 per gros approx. 1,000 cases 
l2-oz. Flint, 50% Gregg’s label and 
label in Vy det th beer cases, 5 
r t.« uu warehouse 
( ‘REG G'S BEVERAG ES, 


whiville, oe 


FOR SALE.—Dixie “F” one-man unit, new in 
147 pe niversal automat washer 200) 
saturato 5 hp General instar 
water cooler; 2 100-gal. stainless tanks 
irup filter, new; all or part f it at a 
price. —E. H., BOX 290.—4.-tt. 


nai Cen 
taneous 
10° dise 


very low 


Diamond 
ial N vith ariable ed drive 
wy ut Cem fil 


FOR SALE 


fille Ser 


FIRSTE NBE RG 
Oo NC., 303 P 
tf 


also miscellanec e 
BOT TLERS’ EQUI 
»well St., Brooklyn 12 


juipment 
PMENT 
N. ¥ 


FOR SALE 1,000 gross, more or le 7-oz 
capacity emerald green, high shoulder ale shaped 

ttles " ti ean, packed in service cartons; 
$2.00 per “t " shipping f 1 


ont; al 
Linn) emerald green 


—— SALE 
te beverage, approx. M4-« 
> wit extr Daskets 
replacing ger equipment; price 
als chocolate lizer, 64-case capacity 
nplete with extr 
1 year STOO 


BOX 204 i 


$575. 


FOR SALE 
last, 14 ltHhg agitator n 
l-gal. storag 2 z bottom 


Stainless steel tank while 
xine 
agitator or m 
110 
covers drawott 
; crated for shipment; liter 


quest CENTURY 
1.2 


tank 


all above w 


on req 
Waukesha, Wisc 


Atnang SALE 1 
] 
ar a; de g 
ROTTLERS SALES CO 
Hazlet 


FOR SALE.—Meyer 
ing ¢e-end wa har 
36: Sw 
APOLI IS BOTT 
FOR SALE 
Swetans ngle-e 
only ult a 
conditior MPI 





FOR SALE.—‘ 
a cente Weste 


n 


lel ¢ 
new 
ttie 
motors 
juipment 


M 


FOR SALE 
BO’ r co s 


FOR SALE 


E5/067 
haule 


BOT! 


FOR 


Orange 


SALE 


WANTED TO BUY 


Bottling Outfits, Bottles, Boxes, Machinery, 


WANTED TO BUY 


Materials 





BOTTLING MACHINERY 
SERVICE ENGINEERS 


We have several opportunities for thor- 
oughly trained mechanics to install and 
service heavy bottling machinery in 
dairy. beverage and beer plants. Ex- 
perience must be equivalent to both 
machinist trade and two years Uni- 
versity Engineering training. Position 
entails travelling. Please send full in- 
formation in first letter including refer- 
ences, thorough outline of experience, 
education and photograph. Address 
Box 296 N.B.G. 








24 OZ. BEVERAGE BOTTLES 


Large Quantity Packed 12's in New and Used 
Corrugated Cartons. 
Available for Immediate Delivery. 
Samples and Quotations Upon Request. 
THE KROGER COMPANY 
MFG. DIVISION 
35 EAST SEVENTH ST. CINCINNATI, OHIO 








FOR SALE 


STEEL TANKS with side entering agitators 
100 gal; 5- 180 gal; 1 - 250 gal; 5 - 400 gal; 


STAINLESS 
4 - OO gal 6 
1 - 500 gal 

STAINLESS STEEL TANKS 
50 tanks from 30 gal. to 500 gal 
Meyer & Liquid Washers splits to quarts 


PERRY EQUIPMENT CORP. 
1519 W. Thompson St. Phila. 21, Pa. 


open top, lor storage: over 


8 wide, 3 comp 








FOR SALE 


4—World Rotary Automatic Labelers 
1500—Single Shell Steel Quarters. 
250—Kooler Kegs. 
500—tLee Steel Half Barrels, 1947 & 1948's 
15000—Wooden Export Cases, paper partitions 
5000—Wooden Quart Cases, paper partitions 
5000—Lbs. Box Strapping. New. 
New Stainless Steel Storage and Mixing Tanks 
100 Gal. Cap., 31°' dia., 36°’ High on shell 


GIRARD MACHINERY & EQUIPMENT COMPANY 


134 S. Second Street Reading, Pa 








FOR SALE 


7-oz. tall sodas 2 dozen low cases, 50 cents 
case 

cor 12-02. Emerald Green plain Beer Botties. 

cor Amber plain 7-oz. splits, new. 

cars 24-oz. flint plain bottles, pack 1 dozen paper 
cartons 

thousand 63MM white tin lug finish caps 

thousand 66MM white tin lug finish caps. 


R. PELTZMAN BOTTLE CO. 
Holmes St Kansas City 8, Mo. 
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| portunity.—ATLAN TIC 


HELP WANTED 


Foremen Helpers, Practical Bottlers, Salesmen 





HELP WANTED.—Salesmen; 
flavor house wants representation, 
England states; several specialty items; good o 


134 Fulton St., Boston 13, Mass.—5.-t 


HELP WANTED.—Superintendent 
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XTRACT Co., INC., 








WORK WANTED 


Situations — Salesmen, Bottlers, Foremen, Helpe 
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National Bottlers’ Gazette 
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PFIZER Acidulants 


e Good taste sells beverages. And the basis of good taste is flavor. 


But even the best flavors are improved by Pfizer Quality 


Acidulants. To be sure your beverages’ flavor is always at its best 





-- always specify Pfizer Acidulants. 
Other PFIZER products Pfizer Citric Acid is available in the U.S. P. grade and as 
for the bottler Anhydrous Citric Acid. Use the economical Anhydrous Citric 
Tartaric Acid U.S.P. Acid — you get more acid and save on freight. For details 
Sodium Citrate U.S. P. on how to switch easily, write: Chas. Pfizer & Co., Inc., 
630 Flushing Avenue, Brooklyn 6, N. Y.; 425 North Michigan 
Avenue, Chicago 11, IIL; ; 605 Third Street, San Francisco 7, Calif. 
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Manufacturing Ch emists fi rn Over 100 Years 
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JACKSON, MICHIGAN 
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